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Get in Line Now 


Tecrer 6x 12%" x13" 
Frame 12%"x14" 


THE AUTOMATIC 
RECEIVING TELLER 


This machine, now in use in 
schools in 38 states, is proving 
to be the effective solution of 
how to get school savings at 
minimum cost. All the chil- 
dren have to do is to place a 
coin in the proper coin slide, 
push slide in full distance and 
let itreturn with stamps. De- 
tach stamps and paste in a 
folder, which is furnished. 
These stamps, representing sav- 
ings, are made for pennies, 
nickels, dimes and quarters. 


~ For Thrift Day 


LL banks owning Automatic Receiving Tellers 
and all schools using them will observe Janu- 
ary 10, 1923, as Thrift Reporting Day. 

Remember that date, January 10, 1923, because it 
is a signal event in the present nation-wide effort of 
American Bankers to inculcate habits of thrift in 
the school children. 

And remember, too, that the Automatic Receiving 
Teller is now operating in thirty-eight states of the 
Union, exerting a profound and helpful influence in 
the extension of thrift. 

In order to make this day, January 10, 1923, a 
truly memorable occasion in the constructive develop- 
ment of thrift among the school children, we have 
announced a prize award of $100 to the city in each 
of four classifications making the best thrift report 
on that day. The cities are classified according to 
the A. B. A. Classification of Cities for Saving Report 
Records. 


Class “A’’—Will be those cities in which the number 
of pupils enrolled in buildings equipped with Automatic 
Receiving Tellers is in excess of 10,000. 

Class ‘‘B’’—Will be those cities in which the number 
of pupils enrolled in buildings equipped with Automatic 
Receiving Tellers is in excess of 5,000 and less than 10,000. 

Class ‘“C’’—Will be those cities in which the number of 
pupils enrolled in buildings equipped with Automatic 
Receiving Tellers is in excess of 2,000 and less than 5,000. 

Class ‘‘D’’—Will be those cities in which the number 
of pupils enrolled in buildings equipped with Automatic 
Receiving Tellers is less than 2,000. 


With Automatic Receiving Tellers we designate a saver as a child who has 
started by having obtained at least one stamp from the Automatic Receiving 
Teller. With our System we only call a child a depositor when it has obtained 
a real pass-book which it took at least one dollar to get—the same as Dad. 

If you are not already familiar with the phenomenal results obtained by many 
banks in the development of thrift through the Automatic Receiving Teller, we 
shall be glad to furnish the information, and you are sure to find it a most inter- 
esting chapter in the modern way to increase business in your savings department. 


May we serve your Bank? 


American Banking Machine Corporation 


Executive Offices 
SAGINAW 


Cui eceiving Jeller AMERICAN BANKING MACHINE CORPORATION 
\ KS y Wrigley Building, Chicago, Ill. 
py ES 

mee y/ 


Gentlemen: Please send without obligation, details concerning your school savings plan. 


400 North Michigan Ave. 
CHICAGO 


New York Office 
62 Cedar St. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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What Will Your Newest 
Savings Accounts Do? 


, \O FORECAST the course of your recently opened 


Savings accounts, consider the past. Judge tomor- 

row by yesterday. Examine a hundred accounts 
opened five years ago. How many are closed or dor- 
mant? How many are growing? 


Visualize the depositors: the man whose ambition dimmed 
just after passing the hundred dollar mark; the woman who is 
saving for “rainy days” and withdrawing for “bargain sales;” 
the workman who spent most of his balance when jobless and never 
started again to save; the stenographer who married and kept on 
depositing; the young man who has passed his first thousand and 
is still “going strong.” 

All these depositors began with high ambitions. How few 
have held to their aims! Estimate the possibilites of your great 
middle class, whose withdrawals are as frequent as their deposits, 
who save in spurts, many of whom are on the brink of sliding 
down grade to the dormant accounts or the closeouts. Surely 
their good intentions can be renewed if steps are taken in time. 











Your ledger stories point straight to the need—intensive 
cultivation. You can make the record of your newest accounts a 
great improvement over the trend of the past. You can revitalize 
your entire list of savers. 


Use this page as a guide for your analysis. And write for 
our analysis blank, furnished free of charge. 
Later, carry your analysis to other departments. Our rep- 


resentative will assist you, if you wish, and suggest a comprehen- 
sive plan for development of all departments. 










Later, on this page we'll discuss: “AFTER ANALYSIS— 
WHAT?” 


Harvey Blodgett Company 
Bank Business Builders 


Executive and Sales Offices: 
University and Wheeler Avenues, St. Paul 
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First National Bank Bldg. 25 West Forty-Third Street 724 Old South Building 
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24% 
of the circulation of the 


Chicago Fournal of Commerce 


is among 
bankers, brokers, and bond dealers. 






















On La Salle Street 


between Madison to Van Buren Streets 
we deliver 1226 copies daily. 





The First National Bank alone takes 
22 copies 
which are placed every business morn- 


ing on the desks of all the elected 
officers. 


If these men find this newspaper worth 
a dollar a month, it must be worth your 
consideration. 


SIGN AND RETURN THIS COUPON 


The Chicago Journal of Commerce 


AND DAILY FINANCIAL TIMES 
12 E. Grand Ave., Chicago 
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Please enter my name for 
subscription rate of $1.00 monthly. 


___months’ subscription to The Chicago Journal of Commerce at your regular 
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THE GREATER EXCHANGE NATIONAL BANK BUILDING, TULSA, OKLAHOMA 
(size 140x 165 feet) 


WORK 1s progressing on the Exchange Trust 
Company unit, which with the original 
Exchange National Bank Building will con- 
stitute one of the largest bank and office 


buildings in the southwest—a fitting home for 
“Oklahoma's Largest Bank.” 


The design and layout of the entire building 
and banking quarters with all structural, me- 
chanical, electrical, vault and other engineering 
work are in the hands of the Weary and Alford 


Company. 


WEARY AND ALFORD COMPANY 


Bank and Office Buildings 
1923 Calumet Ave., Chicago 
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A Proved Method of 
Handling Small Loans 


Welfare Loan Societies 
and 


Companies in Operation 


at the Present Time 


INDIANA 
WELFARE LOAN SOCIETY 
RSON 


F 
WELFARE LOAN SOCIETY 
F ART 


E 
WELFARE LOAN SOCIETY 
OF FORT WAYNE 
WELFARE LOAN SOCIETY 
OF INDIANAPOLIS 
Liman LOAN SOCIETY 


F LOGANS 
WELFARE LOAN SOCIETY 
OF MARION 
WELFARE LOAN SOCIETY 
OF MICHIGAN CITY 
WELFARE aoa 


WELFARE LOAN SOCIETY 
F SOUTH BEND 
WELFARE LOAN SOCIETY 
OF TERRE HAUTE 
WELFARE LOAN SOCIETY 
OF VINCENNES 
ILLINOIS 
WELFARE LOAN SOCIETY 
OF CENTRALIA 
LOUISIANA 
WELFARE LOAN SOCIETY 
OF NEW ORLEANS 
MICHIGAN 
WELFARE LOAN SOCIETY 
OF LANSING 
NEW YORK 


W LFARE MORTGAGE CO., 
OF GLENS FALLS 


OHIO 
WELFARE LOAN SOCIETY 
OF ALLI 


THE WELFARE LOAN CO. 
OF DAYTON 

THE WELFARE LOAN CO. 
OF HA ‘ON 

WELFARE LOAN COMPANY 


OF LANCASTER 7 


WELFARE LOAN COMPANY 
OF YOUNGSTOWN 


FLORIDA 
WELFARE LOAN SOCIETY 
OF JACKSONVILLE 
WELFARE LOAN SOCIETY 
OF MIAMI 
WELFARE LOAN SOCIETY 
OF TAMPA 
PENNSYLVANIA 
WELFARE LOAN SOCIETY 
OF LANCASTER 
WELFARE LOAN SOCIETY 
OF YORK 


HOUSANDS of small loans that 

cannot be taken care of in the 

average commercial bank because 
of a lack of bankable collateral or credit 
are now passing through the Welfare 
Loan Societies, operated by the Haw- 
kins Mortgage Company. 


These Welfare Loan Societies are a 
strong auxiliary force in the banking 
strength of every community where they 
have been established because they 
relieve the banker of a worthy class of 
business that he cannot accept on ac- 
count of the restrictions imposed on 
commercial banking. 


The Welfare Loan Societies are per- 
forming a helpful and valuable eco- 
nomic function because they provide 
financial assistance to thousands of 
worthy men and women who often can- 
not borrow at the commercial bank. 


The Welfare Loan Societies are not 
permitted to borrow money on demand 
or from banks; therefore they have no 
money obligations to meet which makes 
their business safe and sound at all times. 


Every dollar invested is guaranteed 
by cash on hand, well-secured mortgage 
bonds, notes and other valuable col- 
lateral. 


(Send for our latest catalog on Welfare Loan Societies) 


HAWKINS MORTGAGE CO. 


PORTLAND 


0 


INDIANA 
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« MIDLAND 
TERA ©FTA 


FOR BEAUTY AND INDIVIDUALITY 
IN BANK EXTERIORS 


QUALITY AND SERVICE 
Our Motto 


ie pice as 2 3 
eS - oe aN se a 
JEFFERSON PARK NATIONAL BANK 


Milwaukee and Lawrence Aves., Chicago, IM). 
Clarence Hatzfeld, Architect 


—. 


MIDLAND TERRA COTTA COMPANY 
Chamber of Commerce Bldg., Chicago 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 





Send for the Guide to Selection of 








Christmas Books for Children 


Ranp MENALLY & GomMPANY 
Publishers of CHILD LIFE 
The Children’s Own Magazine 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


Nobody ever went wrong in giving books to children for 
Christmas. And when you give RAND MCNALLY Books you 
are doubly right. They give you a wide selection, for there 
are more than a hundred of them for the child of any age, of 
any temperament. 


We have a little hand-bag catalog that lists these books. It 
is called “Books for Children and Guide to Selection.” It is so 
well arranged that you can immediately pick the right stories 
for little tots and older boys and girls. 


Every story is sweet, wholesome and uplifting. You will 
approve them all. Give books to children for Christmas. Give 
RAND MENALLY Books. Your book dealer has them. Write 
to-day for this very handy selection guide to have when you are 
doing your Christmas shopping. It is so very, very useful and 
it costs you nothing at all. 


RAND MSNALLY & COMPANY, Dept. M-I8 
536 S. Clark Street, Chicago, Illinois 


Send promptly without charge to me your eatalog 
of “Books for Children and Guide to Selection.” 


Reo ca cote or henna Barre ae nh ce Sila ee A Ds : 


Street 
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Three Hundred Bankers 


Have Learned the Vahow of Outdoor Advertising 


A new era of business demands new methods 


of Bank Publicity. . 


Scores of bankers are finding out how Outdoor Advertis- 
ing fits into their promotional activities. 


Letters telling of its productiveness are often received. 
Many tell us of how it has supplied a powerful stimulus to 
their business. 


Big increase in deposits are frequently. reported by banks 
themselves, directly resulting from the use of this medium. 


Bankers who have used Outdoor Advertising will tell 
you how it lends warmth and personality to their messages. 
How it reflects in a big way the character of their institu- 
tions. 


How also it conveys the impression of stability and per- 
manence and offers a direct, powerful appeal to thousands 
who are not reached in other ways. 


Ask for a copy of “SOLVING THE BANK’S PROB- 
LEM.” It tells you many things you should know about 
Outdoor Advertising and gives the opinions of Bankers who 
have tested its efficiency and have realized substantial results. 


Write for 
the Book 









CHICAGO NEW YORK 
Harrison, Loomis Broadway 
& Congress Sts. 5th Avenue at 25th St- 


ee 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


The above is an illustration of a book- 
let which contains a reproduction of 
tivo examples of our preliminary ser- 
vice as prepared jor an individual 
bank building and for a bank and office 
building. The drawings, illustrations 
of equipment and other information, as 
originally developed in the two in 
" stances, are presented in a manner 
which gives a comprehensive idea of 
the scope and value of the service. We 
should be glad to mail a copy of the 
booklet to those interested. 
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Determine 
the final cost 
before you build 


A preliminary service which 
eliminates the greatest uncer- 
tainty in commercial building 


[' would be difficult to find an experience in commercial building 

more common than disappointment over final cost. Year after 
year hundreds of building projects continue to be abandoned after the 
completion of expensive working drawings and building after build- 
ing proves to be a poor investment because final cost exceeded ex- 
pectations. 

To avoid such disappointment and make it possible to plan a build- 
ing on a business basis, we offer a preliminary service which develops 
suitable designs and determines in advance the final cost of the build- 
ing project. This service does not require the expense of working 
drawings and specifications. Its practical value and dependability are 
due to the fact that our organization includes an architectural division, 
a purchasing division and a construction division so that each project 
is studied in close collaboration by the designers, by the estimators, 
by those who must buy the materials at a specified cost, and by the 
division which must carry out the actual construction. 

For those who plan to build we recommend this service as a cer- 
tain means of avoiding the liability of uncertain cost. It is sure to dis- 
close what would be a poor investment or to make the most of an 
opportunity for a good one. We shall be pleased to answer requests 
for further particulars from those who are interested in the design 
and construction of bank buildings and office buildings. 


HOGGSON BROTHERS 


NEW YORK 


B uilding Construction 


CHICAGO 


Specialists in Bank Design and Construction 
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SELECTING INVESTMENTS FOR 
YOUR SURPLUS FUNDS 


Force of circumstances, resulting from the rapid expansion of 
banking resources during the war, now compels the strictly com- 
mercial banker to assume responsibilities of investment banker 


HE investment account of banks, 

at the present time, is close to the 
highest point ever reached. As a con- 
sequence, bankers are faced with a 
number of problems that in the past 
have not weighed heavily upon them, 
especially if they were engaged in an 
essential commercial banking business. 
Force of circumstances, resulting from 
the rapid expansion of banking re- 
sources during the war years, has now 
compelled the strictly commercial banker 
to assume many of the responsibilities 
of the investment banker. With in- 
dications that changes in business condi- 
tions in the near future will result in a 
heavier demand for funds from _bus- 
iness concerns, the banker is confronted 
with a very pressing problem of how to 
manage his investment account best in 
the interim until commercial borrowers 
can again make use of the major portion 
of banking funds. This is. espeeially 
important if the paper profits that have 
accumulated on the investment account 
are to be retained. 

Since the low point in bond prices 
was reached in 1920, bond prices have 
made a record recovery. Never before 
in the history of the country have bond 
prices risen as rapidly in so short a time 
as they have in the period from the 
middle of 1920 to the present time. In 
May 1920, the average price of 40 
bonds, as compiled by the New York 
Times, was 65.57. In the fall of the 
present year, they touched a high of 
82.54, an advance in the average of 
25 per cent. For some months now 
there have been increasing evidences 
that we either have, or are close to, the 
peak of the present movement of bond 
prices. While bond prices have been 
showing a considerable reactionary 


By W. F. GEPHART 


Vice-president, First National Bank, St. Louis 


tendency in the past thirty days, it is 
doubtful whether this is the definite 
beginning of a change in the underlying 
trend. It may be that the peak has 
been reached, but it would not be sur- 
prising if we should have a seasonal 








Dr. W. F. GEPHART 


recovery in bond prices towards the 
close of the year or shortly thereafter. 
It is quite probable, however, that 
within the next three or four months a 
definite turn in the general bond market 
will be clearly manifest. There are 
many reasons for this belief. 

In the first place, it must not be for- 
gotten that a considerable portion of 
the demand for long term investments 
in the past year and a half has come 
not from the ultimate consumer—the 
investor—but from the banks. The 


11 


tremendous expansion in our -banking 
resources as a result of the war had 
more to do with the recent bond move- 
ment than any other one factor. ‘Po 
a large extent this expansion was 
abnormal and still is abnormal. The 
arbitrary creation of large yolumes of 
governmental credits was the underlying - 
cause of the tremendous bank expan- 
sion. As a consequence of this factor 
we experienced during the depression 
period a peculiar reaction in the market 
for long term capital investments.. Com- 
mercial banking institutions that ordinar- 
ily placed the bulk of their funds at the 
disposal of business concerns for work- 
ing capital were forced to place such 
funds in long term investments. Tem- 


. porarily, this was a favorable factor in 


the bond market, but obviously it ean- 
not be considered as fundamentally a 
sound condition. With a revival in 
business and an increase in’ the demands 
for working capital on the part of 
business concerns a reaction is almost 
inevitable. It is doubtful whether the 
real investment absorbing power of the 
nation has expanded as rapidly as 
banking resources did under the impetus 
of war time demands. In the light of 
these facts it would not be surprising 
if we should see a substantial reaction 
and a readjustment in the yield of long 
term bonds as the present business ex- 
pansion grows. 

If this hypothesis is correct, it would 
then seem that the commercial banker 
should make a thorough investigation 
of this situation in order to determine 
whether or not he should anticipate 
possible changes in the bond market 
by hedging—that is by selling those of 
his long term investments that are now 
commanding the highest yields and in 
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which he has the most substantial 
profits, even though there is no im- 
mediate commercial demand for the 
funds thus released. On the basis of 
the indicated trend in recent weeks, it 
is clear that the long term bonds will 
be among the first to feel any sustan- 
tial reaction. For example: take such 
a bond as the Atchison General Mort- 
gage Gold 4’s of 1995, which sold as 
high as 9514 on July 13, of this year 
and reacted to 8914 on October 16, 
a decline of 6 points, which is equiv- 
alent to 6 per cent on the face of the 
bond in a period of just about three 
months. While the change in the yield 
on such a bond to maturity is relatively 
small, the fluctuation of the market 
value is very material. Such fluctua- 
tions are of relatively little importance 
to the investor, but they are matters 
that cannot be ignored by the commer- 
cial bank which under the stress of the 
demand for funds from business may 
be compelled to sell such securities at 
almost any time. While long term bonds 
are the most attractive when bond yields 
are high, because of the opportunity 
for profits, it would now seem that 
under existing business conditions long 
term bonds are relatively undesirable 
for a strictly commercial bank. 

For example, while the Atchison 
bond, just noted, fluctuated 6 points 
from its high of this year, an equally 
desirable bond from the point of view 
of safety, the Baltimore & Ohio Prior 
Lien 314’s of 1925, showed a fluctua- 
tion during this same movement of not 
more than a point and a half. Fur- 
thermore on the basis of yield to matu- 
rity, the Baltimore & Ohio bond is 
almost 6 per cent whereas the Atchison 
bond yields less than 44% per cent. As 
a matter of policy it would probably 
prove profitable in the long run to 
switch long term bonds on which a 
profit has been made to short term bonds 
that will mature in from two to four 
years. From some points of view, it 
might be more desirable even though 





Seasonal variations in demand for 
money capital as evidenced by call 
loan rates on 60-90 day (2 name 
prime) and four months 











time paper 
1890-1908 
Call 60-90 4 
Loan Day Months 
Oh ee 3.84 4.61 4.37 
February + 2.02 4.31 4.15 
a 3.41 4,69 4.37 
PRMD. haccrecnsarere 3.47 4.58 4.20 
MEG cacccwnccs 2.98 4.33 3.85 
WM cacao aces 2.38 4.16 3.60 
WES” Secooseus 2.91 4.55 3.84 
POE 9c seniwers 2.82 4.93 4.32 
September ....3.98 5.24 4.90 
eee 4.63 5.00 4.90 
November o<thae 4.87 4.60 
December ..... 5.66 4.79 4.68 





Average 19 yrs. 3.66 
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Call Money and Commercial Paper Rates 


1914 


Call Com’ 
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1918 
Call Com’l 
Jan. 4.67 
Feb. 4.75 
Mar. 4.87 
Apr. 3.94 
May 4.80 
June 5.00 
July 5.60 
Aug. 5.87 
Sept.6 .00 
Oct. 6.00 
Nov. 5.81 
Dec. 5.35 


Av: 5.22 


1919 
Call Com’ 
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Average 


the return were smaller to switch from 
long term bonds into either commercial 
paper or brokers’ loans. In order to 
determine which of these two classes 
of loans is the more desirable, an analy- 
sis was made of the relation between 
the rates on commercial paper and the 
call money rate in the pre-war period, 
the war period, and the post-war period. 
This study reveals the following facts: 

In the pre-war period, from 1890 to 
1908, the average monthly call money 
rate was 3.66 per cent. The average 
monthly rate on 60 and 90 day commer- 
cial paper during this same period was 
4.67 per cent and the average rate on 
4 months commercial paper, prime, was 
4.31 per cent. In other words on the 
average in pre-war years money in- 
vested in commercial paper yielded from 
.7 of 1 per cent to 1 per cent more on 


Call Com’ 


Call 


1915 1916 


Call Com’ 


1917 
Call Com’! 
3.39 3.24 
3.01 
2.96 


we 
2 

> 

23 


o> dpe wh Deeatopene 
SELRESS 


S3ISSSSIS 
NNN HNN 
WT oe 


| BWWWWWWWWNHNN 
su 
_— 


| 


N 
Oo 
> 
we | 


1920 1921 


Call Com’l 


6.62 
ate 
6.56 
6.50 
6.81 
6.44 
5.45 
5.56 
5.06 
7.20 
5.12 
2:22 


5.98 


1922 
Call Com’ 


Com’'l 


PMMAMNMAIH HD 
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the average than money loaned on call 
in New York. Call money rates in all 
probability reflect more promptly than 
any other kind of money rates the im- 
mediate conditions of the market. They 
refer to the present and do not, to any 
great extent, discount the future. For 
this reason and because they apply 
largely to loans made for speculative 
purposes they are highy sensitive rates. 
Commercial paper rates, on the other 
hand, are probably the best criteria of 
seasonal variations in the _ relative 
demand for loanable capital. Such 
rates represent for the most part con- 
servative business transactions—non- 
speculative—and are the rates at which 
a very large volume of business is nor- 
mally transacted. Since they represent 
contracts covering a definite period of 


(Continued on page 74) 
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Broad rich meadows with their ideal pasturage have made Wisconsin one of the great dairying spots of the world. 


BUILDING THE FARMER’S CONFIDENCE 
IN THE COUNTRY BANK - 


HE First National Bank of Apple- 

ton, Wisconsin, is effectively over- 
coming a difficulty that is being met by 
other banks in towns of 20,000 inhab- 
itants—how to keep the personal con- 
tact with customers and particularly 
farmer customers that was _ possible 
when the town was smaller and the 
bank’s customers less numerous. 

In order to keep this personal contact 
which smaller competitors easily main- 
tained, R. S. Powell, president, inter- 
ested the directors in developing a 
farmer business department, the man- 
ager of which should be charged with 
extending the bank’s influence with the 
farmers. Two years and a half ago 
when prosperity on the farm began to 
lag, Paul O. Nyhus, a graduate of the 
College of Agriculture of the University 
of Wisconsin, started to extend the in- 


fluence of the First National Bank 
among the farmers of Outagamie 


County and particularly among those 
living near Appleton. 


No direct effort was made to secure 
deposits or solicit business but rather 
to show the farmers that the bank was 
interested in them and ready to serve. 
The emphasis was placed on the actual 
service so that the bank was 
practicing and not preaching. 

To accomplish this end, the 
farm business department 
adopted the policy of show- 
ing and not telling about the 
bank thus overcoming much 
of the prejudice which sur- 
rounds efforts to “tell” the 
farmer anything. This does 
not mean that Mr. Nyhus did 
not improve farming prac- 
tices. He distinctly did, but 
he did not let anyone think 
he was there to “improve” or 
“help” or “uplift.” 
Outagamie County is natu- 


How the First National Bank of 
Appleton, Wisconsin is increasing 
the farmer’s interest in the bank 


By A. R. GOULD 


rally adapted to clover and similar crops. 
The abundance of hay and good soil for 
ensilage corn make it ideally suited for 
dairying which has become the leading 
farm aetivity. The milk is separated and 
the cream shipped to Chicago which is 
about 200 miles away. When cream 
prices fall the milk is then made into 
cheese so that both separating stations 
and cheese factories dot the country. 
The county is’ also a large producer of 
winter cabbage. 

A survey of conditions showed that 
where alfalfa had been grown it had 
proven a very profitable crop furnish- 
ing more hay than clover. However, 
there had been considerable difficulty 
in securing good seed free from weeds. 
Consequently the bank secured L. F. 
Graver, better known in Wisconsin as 
“Alfalfa” Graver, to talk at a series of 
meetings and interest more farmers in 
growing alfalfa. To solve the problem 
of securing good seed the bank pur- 
chased 90 bushels of Grimm alfalfa seed 


direct from a_ growers’ organization 


where the plants had been examined 
This 


and the variety definitely proven. 





These dairymen accompanied the bank’s representative on a visit to 
leading dairies. 


was sold and distributed in small quan- 
tities to farmers who wanted to plant 
a few acres. The bank took special 
pains to have each farmer supplied with 
material to innoculate the seed thus in- 
ereasing the possibilities of success. ~ 

So well satisfied were the farmers 
when they began cutting the hay that 
the acreage has greatly increased, prac- 
tically doubling each of the last two > 
years. — 

That the bank has done a notable 
piece of work is best evidenced by the 
remark of the township assessor for 
Greenfield Township in the corner of 
which is Appleton, “I do not recall a 
farm in the entire township that doesn’t 
have at least an acre of alfalfa and 
many of the farmers are putting in 
large fields. They find it vields more 


-and better hay.” 


As dairying provides the outlet for 
the corn, most of which is put directly 
in the silos before maturity, the bank 
found a variety of corn that grew well 
in the county and yet was heavily leafed 
and made good silage. The bank told 
farmers about this corn and offered to 
supply 10 pounds of seed to 
any one who wanted to try the 
variety. Eighty farmers asked 
for samples, many of them 
asking the bank to secure 
larger quantities for which 
they paid. 

The good qualities of the 
corn quickly impressed them- 
selves on the farmers. H. M. 
Culbertson, speaking of 
Golden Glow said, “Although 
a little later than our own 
corn, it yielded more market- 
able grain than our own 
varieties. I shall expect to 
plant, next year, about one- 
half the crop to this variety.” 


(Continued on page 78) 
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WORKING OUT A SURVEY THAT 


WILL WIN BUSINESS 


How stockholders, directors and employes 
of the bank can be made a strong and 


consistent force in 


By G. PRATHER KNAPP 


increasing deposits 


Vice-president, Bankers Service Corporation, New York 


HE first question I had to answer 

after the appearance of my last 
article on “The New Business Manager” 
was this one— 

“Why should a small bank be inter- 
ested in your series? What can the 
officer of an institution of less than a 
million deposits do after reading these 
big-bank suggestions of yours?” 

I felt inclined to answer this question 
in traditional American fashion by 
asking another something like this: 

“Why is it that so many big-bank 
executives learned their business in 
smaller institutions? Why is it that 
presidents of metropolitan institutions 
so often advise young men who want 
to learn banking to go into a small bank 
first ?” 

Probably because the big bank is 
harder to grasp as a unit than the small 
bank and because big-bank operations 
are more likely to be confused by the 
complexities that arise out of multiplied 
customers, extended distances, and spe- 
cialized operatives. 

For precisely the same reasons, the 
principles I shall try to lay down in 
these articles ought to be clearer guides 
and simpler leads for the county seat 
of fifteen officers and clerks than for 
the metropolitan bank of fifteen hun- 
dred. 


For one thing, the new business man- 
ager of the smaller bank will, in all 
probability, be the president, a vice- 
president or the cashier. He will have 
very little trouble in securing and main- 
taining the close team work which is 
the big city man’s greatest (and often” 
meanest) difficulty. 

Then, too, he will be in close personal 
touch with the stockholders and direc- 
tors of his bank. He will be able to see 
or telephone all of them in a single day. 

For another thing, he will have a 
vastly simplified customer problem. In- 
stead of having fifty thousand assorted 
humans to classify, humans who range 
from immigrant babies to retired mil- 
lionaires, he will have perhaps a thou- 
sand neighbors, very like himself, to 
serve and understand. 

Lastly, he will have for prospective 
eustomers a close-knit urban and agri-* 
cultural community—all readers of a 
few publications, all dealers at a few 
stores, all users of a few roads and 
transportation lines, all responsive to 


a few definitely known forms of appeal. 

To sum it up, the small bank’s new 
business manager does the very things 
that he would do in a metropolitan 
institution, only he does them in less 
time, with less guess-work, with more 
direct contact and with quicker reaction. 
They are like two marksmen, one using 
a pistol in a shooting gallery, while the 
other uses an armament of machine 
guns, seventy-fives and big Berthas, 
across a mountain range. 

With both, the preliminary recon- 
noissance is half the battle, and it is to 
the question of this survey of a bank’s 
new business problem that I intended to 
devote the present article. 

For purposes of new business survey, 
a bank may be regarded in three ways— 
1. As a corporation. 2. As a publie 
utility. 3. As a selling force. 

Let us visualize an institution to be 
known as Our Bank and proceed to 
examine it from these three angles. 
Let us go back to first principles and, 
as far as possible, let us look facts 
squarely in the face. 

The Corporation Survey 

When Our Bank was first organized 
a small group of men—not over a dozen 
and probably fewer—said to themselves 
and each other. “This town needs a 
new bank.” 

Every one of these early ineorpor- 
ators of Our Bank was in a position 
to create business for the new born in- 
stitution. They became the first stock- 
holders and, as far as possible, they 
issued all the stock to men like them- 
selves. 

The question was not “Can so-and-so 
afford so many shares?” but “Can he 
strengthen Our Bank?” 

In surveying Our Bank, the new bus- 
iness manager will first establish how 
far its stockholder list has held true to 
the ideal of the men who organized it. 

He will divide stockholders roughly 
into two groups—<Active and Passive. 
Into the Active list will go only those 
stockholders who give Our Bank all 
their business and who are active (as 
the original organizers were) in creat- 
ing business for Our Bank among their 
friends and business connection. The 
Active list will now be set aside for the 
moment and the Passive list given 
special attention and re-classification as 
follows: 


A. Non-residents 

B. Officers and directors of compet- 
ing banks 

C. Stockholders known to be strongly 
tied to competing banks—for ex- 
ample, stock held as executor or 
trustee by a competitor, ete. 

D. All other passive stockholders. 


List D will bear close personal an- 
alysis when selling effort starts later 
on. Lists A, B and C ought to be 
changed if possible. 

I know of one bank which makes it 
one of the regular duties of a vice-pres- 
ident to watch stock holdings and keep 
its stock as much as possible out of the 
passive class. 

Anyhow this stockholder analysis will, 
in many eases, disclose conditions that 
the new business manager should clearly 
visualize before proceeding to the next 
step, which is Director Analysis. 


Surveying the Directorate 

My old chief, William M. Martin, 
now Federal Reserve Chairman of the 
Eighth District, used to divide bank 
directorates into three classes: Diree- 
tors ex-officio (meaning active officers 
who are directors as well); Direc- 
tors Emeritus (meaning those who hold 
their positions by reason of past service 
or by heavy stock holdings) and Direct- 
ors that Direct. 

The New Business Manager will do 
well to find out who the Directors 
Emeritus are, but his Director Survey 
should devote itself principally to the 
last class—i. e. Directors (not also of- 
ficers) that Direct. 


These he should divide into two 
classes. 1. “Yes” Directors. 2. “No” 
Directors. 


Both kinds are valuable to the bank 
but the “Yes” directors, the men who 
get business and stand behind aggres- 
sive plans are naturally the men who 
will be of greatest assistance to the new 
business manager. 

Byron Moser, president of the Se 
curity National Bank of St. Louis, has 
gone so far as to have what practically 
amounts to two boards of directors, one 
charged with the job of investing the 
bank’s money safely and regulating its 
administration, and the other, the “Yes” 
directors, whose job it is to get business 
for the bank and to approve of bus- 
iness-getting policies. 
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This was possible for Mr. Moser 
because he was organizing a brand new 
bank, but, in the case of an old estab- 
lished institution like Our Bank, the 
new business manager will probably 
find it more practicable to ask for a 
new business committee of the board, 


which will inelude (a) the directors 
who are also officers, and (b) the “Yes” 
directors, which means the directors 
who ean be counted on to take the sales 
attitude toward their jobs and not the 
protective attitude simply. Just how 
the new business manager will work 
with this new business committee of the 
board must be left for discussion in two 
later articles to be entitled, “Making 
the Bank Saleable”* and “Selling the 
Bank to Itself.” 

For the time being, the new business 
manager will pass on to the next de- 
partment of his survey, a new business 
analysis of the operating personnel of 
the bank. 


Surveying the Operating Personnel 


A bank, be it large or small, has certain 
positions which call for careful routine 
work. This work must be rapid and 
accurate and the man who does it must 
be of the patient, quiet, industrious, 
assiduous, I might almost say, of the 
non-salesman type. As far as possible 
the men who are doing this work should 
be given the necessary operating condi- 
tions under which to do it, and the first 
of these necessary conditions is absolute 
divoreement from effort for new bus- 
iness. 

By the very same token, the men who 
hold their: jobs and draw their salaries 
because of the business they create and 
the steady, day-to-day salesmanship 
of the bank’s service to customers for 
which they are responsible should be 
divorced, as far as possible, from the 
routine detail of check signing, list 
checking, vault handling or similar 
clerical matters. 

There are certain men who cannot be 
placed in either of these two water-tight 
compartments. Such men are the tellers 
and other window men and the junior 
officers who handle minor executive 
questions in the day-to-day routine of 
the bank. 

The first step in personnel analysis 
should be ascertaining whether there 
are any men who ean give all their time 
and attention to new business activities. 
If there are no such men it will be one 
of the very early duties of the new bus- 
inéss manager to recommend readjust- 
ments or new employments under which 
the bank will have officers or employees, 
or both, who have no routine adminis- 
tration or clerical duties and who ean 
give their time to new business efforts. 

Passing this item for the time being, 
the new business manager’s 

should be very careful as to 
of service the bank is getting 


analysis 
the sort 
from all 





of the operatives who come into direct 
contact with the public. This includes 
junior officers and tellers principally, 
but should be extended to new statement 
clerks, uniformed guides, office boys, 
and all similar operatives. 

The actual recommendations as to 
readjustments of duty and _ readjust- 
ments of personnel which the new bus- 
iness manager will have to make ean- 
not be sensible or effective unless he 
knows, and knows very definitely, how 
the bank is serving its customers and 
how many of its customer-contact men 


- have the sales attitude. 


In ascertaining his facts, the new 
business manager will have to be ex- 
ceedingly tactful, and of course abso- 
lutely just. He will make grave, and 
perhaps hideous blunders at the very 
outset of his career if he bases his 
generalizations on insufficient data or 
lets his own personal likes and dislikes 
influence him in any way. But when 
he is sure he knows what he is talking 
about he should go ahead without fear 
or favor and state the facts as he knows 
them in the report of his preliminary 
survey. 

As an example of the way such a 
survey operates, suppose we take a. 
southern bank with which I am ac- 
quainted. 

The new business manager, in making 
his personnel analysis, found a certain 
uniformed guide who never forgot the 
pistol at his hip and the special con- 
stable’s badge pinned to his vest. He 
was a splendid man in his way, had 
been, with the bank many years and 
had the strictest sense of duty imagin- 
able. But his conception of duty un- 
fitted him for the position he held. 


This same bank had an officer who 
could find a flaw in a statement or an 
error in a balance with a skill so uner- 
ring that it was almost uneanny. He 
worked long hours himself and could 
get more work out of bookkeepers and 
clerks than any man in the bank. He 
was as square as a die and people who 
knew him well thought the world of 
him. But his desk manners were all 
his own and they hurt the bank with 
people who encountered this gentleman 
superficially and had no time to learn 
his sterling qualities of mind and heart. 
He belonged (and eventually arrived) 
in a place where the ordinary run of 
customers could not interrupt him and 
the select few who understood him could 
seek him out. 

These are simply typical of a hun- 
dred varying personal equations which 
the New Business Manager will have to 
consider in surveying Our Bank as a 
corporation. 


The Bank as a Public Utility 


Tt is a comparatively new in the bank- 
ing business to speak of a bank as a 


Public Utility, but most bankers have - 


’ telephones ? 





come to take a pride in that aspect of 
their institutions and unquestionably the 
public utility type of bank is the type 
that has gone ahead. What sort of a 
publie utility is Our Bank? 

Where is it located? On a corner? 
In or near a shopping and _ business 
district? In close proximity to trans- 
portation lines? 

Is it a community bank or a neighbor- 
hood bank? Does it or ean it operate 
branches? Is it making the most of its 
present location? How does its loca- 
tion compare, from the business-getting 
angle, with the locations of its compet- 
itors? 

Coming closer, is the building oe- 
cupied by Our Bank a 100 per cent 
Public Utility? Is it easy to identify, 
easy to get into, comfortable to be in? 

Are its entrances and windows at- 
tractive or forbidding? Are its cor- 
ridors spacious, well lighted, well sup- 
plied with signs that help the public 
and not cluttered with signs that con- 
fuse? 

How about customer-conveniences? 
Is there a laides’ room? A men’s room? 
A place where people can keep appoint- 
ments? Places where waiting cus- 
tomers can sit? An information desk?. 
A new account desk?* A few public 
A drinking fountain? 
Anything like that? Anything, in short, 
to bring a man in (who does nof expect 
to get a salary or a loan) and make him 
feel like coming back? Does Our Bank 
shut up like a clam at 3 o’clock and 
open reluctantly at nine? 

How does Our Bank’s mere physical 
utility compare with that of the Union 
Trust of Cleveland, for example, or the 
Mereantile of St. Louis, or the First 
National of Tulsa, Okla., or the the 
National City of Long Beach, Cal., or 
the Easton Trust Co. of Easton, Pa.? 

H8w does it compare with its compet- 
itors? , 

All the facts should be set forth in 
the New Business Manager’s survey. 
Recommendations will come later. 

The physical side of the survey 
having been made, the departmental 
analysis will naturally follow. 


Departmental Analysis 


In making this part of the survey, 
the New Business Manager will be 
guided by the needs of the community, 
the service offered by competing banks 
and the completeness, accessibility and 
comprehensiveness of the services offered 
by Our Bank. 

First will come the Commercial De- 
partment—i. e., checking accounts and 
loans made as accommodations to check- 
ing customers. 

The New Business Manager’s survey 
here will touch on loan policies but 
lightly—all he will seek to record will 
be the attitude of Our Bank toward 

(Continued on page 50) 
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A SIMPLE TRUST ACCOUNTING PLAN 
FOR THE AVERAGE BANK 


This trust accounting system used by the American 
Trust and Savings Bank of Springfield, Ohio, can 
be used by other banks in exercising trust functions 


By DAVID A. HOUSEHOLDER 


Manager, Bank Service Department, Baker-Vawter Company 


HAT provision in the Federal Re- 
serve Act which permits member 
banks to apply for and receive author- 
ity to function in various trust capaci- 
ties is now recognized as an important 
one. 
At first, it seemed that the national 
banks lacked interest in taking advant- 
age of an opportunity to thus broaden 


their scope of service and increase their 


‘TITS Poe ~ TRUST PTE: 
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matters 


accordance with the law and _ have 
established trust departments. 

For the most part, at least at the 
outset, banks are confining their trust 
department activities to the handling 
of individual trusts. That is, the duties 
which consist of acting in the capacity 
of executor, administrator, guardian, 
trustee and receiver. Corporate trust 
including trusteeships under 
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earnings by placing themselves nearer 
on a parity with state banks and also 
those trust companies doing a commer- 
cial business. 

In the past two or three years, how- 
ever, there has been a general recogni- 
tion of the advantages afforded by this 
phase of the law. And many banks 
both large and small have made appli- 
eation for permission, have qualified in 


bond issues, duties as registrar, transfer 
agent, ete., will be more often assumed 
by the larger institution. 

It is the purpose of this article to 
show to anyone having an impression 
that ordinary trust functions involve a 
lot of intricacies, that it is a compar- 
atively simple matter. And that instead 
of the need of numerous complicated 
records, the detail work may be handled 


simply and with comparatively few books, 

To properly keep a set of trust ree. 
ords, all transactions must be recorded 
in detail. Complete reports must be 
drawn from the records from time to 
time and they must be accurate. Cer. 
tain trusts sometimes run for many 
years and it is frequently necessary to 
explain transactions several years old. 
Therefore, the need for records carry- 
ing thoroughly described entries is 
readily apparent. 

The trust department system de- 
seribed here is used by the American 
Trust & Savings Bank of Springfield, 
Ohio. It possesses in its records the 
features of simplicity, completeness and 
ease in handling. Further, the exposi- 
tion of the plan will evidence a flexibil- 
ity which permits adding to or taking 
from as the requirements of the bank 
increase or decrease. Thus, the gen- 
eral plan is applicable to either the 
small or large bank. 

At the outset, things are materially 
simplified by carrying cash only to the 
general books of the bank. Investments 
listed in the inventories of various trusts 
are recorded in auxiliary books. 

In the general ledger of the bank a 
liability account is set up. entitled 
“Trust Deposits.” This general account 
is the control of all cash and represents 
the total amount of actual cash credited 
to all trusts. An individual trust ledger 
earries the individual 
separately for each trust handled. 

The system as a whole comprises the 
following: 

Trust docket and title sheet, 
Inventory record, 

Individual trust ledger, 

Cash journal, (recording the de 
tailed transactions of receipts and 
disbursements), 

Duplicate voucher checks. 

The trust docket, shown in Figure! 
is the title page of the trust. It shows 
the source of appointment, court record 
and dates and other data pertaining 
instrument or matter involved in the 
trust. In Figure I we have the continu 
tion sheet. These sheets follow the title 
page ‘and contain all manner of recor 
pertaining to the trust such as a tral 
scription of the will, letters of admins 
tration, trust agreements, ete. Futur 
records of the activities in handling tl 
trust such as reports to the court, agt@ 
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ments between heirs, ete., are entered 
on this and succeeding sheets. This 
forms the history or minute record of 
each trust. 

The inventory is used for recording 
the actual inventory of the property, 
both real and personal, of an estate and 
is shown in Figure II. 

Separate sheets should be used for 
listing real estate and personal prop- 
erty. The latter may be further 
divided using separate sheets for bonds, 
stocks, mortgages, notes, ets. 

In listing an inventory of personal 
property, for instance, a certificate for 
ten shares of stock at $100, par amounts 
to $1000, face value. This amount is 
placed in the “Face Value’ column 
following the description. If the stock 
was appraised at $90, the amount of 
$900, goes in the “Value Taken” 
column. If the ten shares of stock are 
later sold at $110, the original appraisal 
value of the stock is entered in the third 
column. The balance column must 
always show the total value of holdings 
remaining. The balance would not 
show correct if items were charged out 
at greater or less value than that at 
which taken. The “Profit & Loss” 
column is provided to take care of 
gains or losses from such transactions. 
If sold at a gain the amount is entered 
in this column with black ink, if at a 
loss, with red ink. 

A running record of net gain or loss 
on all transactions to date is shown in 
this column. That is, the - difference 
between the total of all gains (black 
amounts) and all losses (red amounts) 
shows the total profit or loss. This 
computation is made when forwarding 
to a new sheet and the net amount 
either red or black is carried forward. 

Additional purchases of investments 
may be added when made, entering the 
amounts at actual cost through the 
“Value taken” column and extending 
the new balance. Adjustments follow- 
ing re-appraisals can also be easily 
effected on this form. 

The “Item Number” and “Descrip- 
tion” columns are self-explanatory. It 
is advisable to consecutively number 
each item listed. Should property be 
disposed of later on it provides ready 
reference to the original entry on the 
inventory made perhaps one or a 
number of years before. 

An individual trust ledger account is 
kept for each trust. The original en- 
tries which are later posted to the in- 
dividual trust ledger accounts are made 
on a journal which is later explained. 

The trust ledger form runs across two 
pages. In Figure II we have the left 
hand side and in Figure III the right 
hand side. At the extreme left of the 
left hand page appears the total cash 
account of the individual trust. A 
8enerous description column is provided 

‘ause the transactions should be ex- 
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plained in detail and this description which is charged or credited to the total 
is sometimes quite lengthy. cash account. Interest, rent, or other 
The balance column of the cash ac- expense paid out will be debited to 
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Figure II. The upper form is used to inventory the estate, separate sheets may be used for 
real estate, personal property, bonds or any other divisions that are necessary. The lower form 
shows the back of the trust ledger which runs across two pages. The columns at the extreme 
left show the condition of the cash account at all times. 


count section shows at all times the expense and credited to cash. Any in- 
entire cash balance due the trust, in- -come or earning received will be 
cluding both income and principal cash. credited to income and charged to the 





AVINOS BANK. SPRINGFIELD. OMI 


TausT ho. 























Figure III. The form at the top is the eight -hend page of the trust ledger and faces the lower 
form in Figure II. The other two forms are the cash journal or daily balance forms and face each 
other in the binder. 


In the first section on the right hand cash account. , 
page will be inserted any items repre- The next or “Principal” section is 
senting an income or expense amount (Continued on page 85) 


ECENTLY a survey was made of 

Detroit, Michigan, that revealed 
some interesting statistics about out- 
door advertising. The survey was made 
by Crowley, Milner & Company, a local 
department store, and it revealed that 
ninety-two per cent of the people ques- 
tioned had observed and remembered 
the outdoor bulletins used by that in- 
stitution. 


While no such survey has been made 
by the banks of the city, numerous 
banking institutions use outdoor posters 
and bulletins, and there are many warm 
advocates of this form of advertising 
among them. Bank “copy” shines out 
with the rest along the boulevards of 
the city, and the motorist catches the 
message of thrift from “the side of the 
road” as he speeds in the city’s environs. 
The temporary campaign—Employes’ 
Savings Contest, or Christmas Savings 
Club advertisement—goes up in eight- 
sheets as a poster. The permanent 
message is seen on artistic and durable 
bulletins, in colors, under incandescent 
lights. 

Among institutions which have re- 
cently discovered the value of this ad- 
vertising medium in this city, is an 
automobile manufacturing concern 
which made a survey of twenty-six 
cities for the purpose of determining 
what percentage of the people see and 
remember its different forms of adver- 
tising matter. This company was using 
magazine, newspaper, program, direct- 
mail, and outdoor advertising at the 
same time, the last-named being very 
limited in extent. Results showed that 
seventy-five per cent more people saw 
and remembered the outdoor bulletins 
than remembered any other of the com- 
pany’s advertisements. This company 
was so impressed that it immediately 
changed its advertising budget for the 
following year and is now spending 
eight dollars for outdoor advertising to 
every dollar it invests in all other publi- 
city combined. 

Another manufacturer decided to 
spend $40,000 for outdoor advertising 
last year. Immediate results were so 
encouraging that this manufacturer 
spent $150,000 before the end of the 
year and will spend more this year. 

Example is also given of a national 
baking company that had never used 
outdoor advertising until recently, and 
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WHERE LESS LANGUAGE 
GETS MORE EFFECT 


Outdoor advertisements flashing their brief 
message from colorful billboards are being 
used by Detroit banks with splendid effects 


By D. C. BAIRD 


that since adopting the poster and 
bulletin has discontinued all other ad- 
vertising. 

The reasons for the rapid strides 
being made by outdoor advertising in 
recent years are readily seen if one 
examines the nature of the service 
it offers. It has been pointed out that 
the success or failure of any advertis- 
ing medium is dependent primarily 
upon three things. The copy, the num- 
ber of people reached, and the fre- 
queney of repetition. 


The term “copy” is here used to in- 
elude both the message and the illustra- 
tions. Advertisers have come to realize 
that they cannot expect the public to 
read long, written messages. 


There are too many advertisements 
to permit of this, even should one desire 
to read them all. For this reason many 
advertising specialists are now depend- 
ing upon a picture and a few words, or 
even upon one or the other alone, to 
“put their message across.” One of the 
automobile manufacturers above re- 
ferred to, for instance, frequently uses 
a picture and a single word such as, 
“Dependable,” “Distinctive,” ‘“‘Service- 
able.” 

The painted bulletin or the litho- 
graphed poster is admirably suited for 
conveying such a message. It must of 
necessity be brief. Its readers are 
usually in rapid motion and they will 
grasp only that which can be seen at a 
single glance. A picture, a slogan, the 
name and address of the advertiser are 
all the copy that can be used to advant- 
age. To present such a message, it is 
claimed, the so-called ‘billboard’ prob- 
ably excels all other mediums. 


In the matter of circulation the out- 
door advertisement is said to have 
distinct advantages also. The news- 
paper advertiser pays to have his mes- 
sage carried to every reader of the 
paper. Only a small percentage of 
these readers, perhaps, are in the class 
or classes which the advertiser desires 
to reach; yet he must pay for reaching 
them all. The outdoor advertisement 
has a minimum of waste cireulation, 
because it can be placed where it will 
reach the class of cireulation desired. 
Different messages may be presented to 
residents of different districts, thus 
making the proper appeal to each class 
of prospective patrons. 


The use of colors is another of the 
advantages claimed for the outdoor 
bulletin. It is a very well-known fact 
that brighter colors attract attention 
much more readily than do black and 
white. The outdoor poster or bulletin 
offers unlimited opportunity for pre- 
senting any desired scene in natural 
colors, against an attractive background 
that makes the message stand out in 
bold relief. 


Banks commonly use one or more of 
three types of outdoor advertisements: 
lithographed posters, painted bulletins, 
and painted walls, either of which may 
or may not be lighted. 

Posters are less artistic and less 
durable than the bulletins, but they are 
also less expensive; or at least they 
cost less per board. Posters are there- 
fore used for temporary campaigns, 
such as that for Christmas Savings 
Clubs, or for covering the entire city 
with a large number of boards. The 
settings are not so handsome as are 
those of the painted bulletins, however, 
and the locations are not so desirable. 

The painted bulletins are prepared 
in eolors against a contrasting back- 
ground on sheet metal, and are set in 
a white frame supported by de luxe 
columns. The bulletins are either 11x30 
feet or 11x50 feet. Lighted ones have 
from five to eight high-power lights, 
with reflectors so arranged as to throw 
all the light directly on the bulletins 
and not to obstruct the view in any 
way or to shine in the eyes of the 
passersby. While these bulletins are 
very durable, they are changed every 
four months for the sake of variety, the 
changes being distinctive and entire 
Where several bulletins stand together, 
the colors must form a contrast so that 
each will stand out from the others. 

Lighted bulletins are of course more 
effective for the better districts, partic 
ularly where there is considerable night 
traffic. In neighborhoods where the 
people are not out much in the evening, 
the unlighted bulletins serve very well. 

Painted walls have been found quite 
effective, particularly where the wall is 
high and the view is unobstructed for 
a considerable distance. These may be 
made as artistic and as durable as the 
painted bulletins, and in good locations 
they are almost equally desirable. 

(Continued on page 72) 
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WORDS FROM THE SIDE OF THE ROAD 
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LINKING YOUR APPEALS TO 
CITY IMPROVEMENT 












How an Ohio bank capitalized a big bridge 
project in its advertising as a means of stressing 


the 


VERY now and then a bank is 

fortunate enough to be given by 
outside events or circumstances an un- 
usual opportunity for advertising. 

Such an opportunity recently came to 
the National City Bank of Akron, Ohio. 

Not long ago all Akron turned out 
to celebrate the opening of Akron’s new 
high level bridge. 

Akron is built on hills and divided 
by valleys into distinct residence dis- 
tricts. The deepest valley in Akron 
runs close to the heart of town, and 
euts off North Hill, almost a city in 
itself, from Akron proper. 

The main Akron-Cleveland highway 
also lies through North Hill, so that 
the mass of local and through traffic 
passing from down-town north formerly 
had to wind down. a long, steep grade 
and climb an even stiffer ascent in order 
to reach North Hill. 

The new Akron High Level Bridge 
changed all this. It eut in half the 
transporatation time between Akron 
and North Hill, and it eliminated all 
dangers of hill-side collisions from 
faulty brake-bands, runaway cars, and 
the like. 

This new bridge was therefore truly 
dedicated to safety and service. 

The National City Bank also had for 
its watchword the idea of safety and 
service. 

Both bridge and bank possessed a 
common appeal. The tie-up was 
natural, not forced. 

This common appeal was presented 
to the people of Akron in a series of 
newspaper ads and in window display. 

Everyone in town thinking 
“bridge.” 

The bank talked “bridge’—and also 
“bank.” 

Public officials, newspapers, rubber- 
workers, school children—every citizen 
of Akron could not fail to see the 
obvious benefits in safety and service 
given by the new bridge. 

The bank spoke -of the safety and 
service of the bridge—and also of the 
bank. 


was 


The bridge was built on a solid foun- 
dation—so is prosperity built upon a 
savings account. 

The bridge helps men across the 
valley—in the same way, a savings ac- 
count carries one across the depression 
of hard times. 





By-D. K. SNOW 


A series of eight newspaper ads ex- 
pressed simply and forcefully these and 
other tie-ups between bridge and bank, 
and brought home to the people of Akron 
in an exceptionally timely manner the 
simple, fundamental banking ideal of 
safety and service. 

In the big display window, a bridge 
of bank books was shown, across which 


Let a National City Bank ~ 
bridge that will help you over the 
ee in life into fields of new 
rtunity. 
eo building your own bridge today | 
by opening a Savings Account. 


Small as well as large 
accounts are welcome 


The Trust ye men who built the bridge had 


foresight. They planned for future 

generations while they brought con- 
venience and comfort to themselves. 

The man who uses the facilities of our 
Trust Department not only plans for 
the present but for the years that are 
to come. 

Let our Trust Officer send you his 
interesting series of folders explaining 
this department 


Department 


| The National City Bank | 


Nationa! Ci 





strength and stability of the institution 


was walking a workman with a dinner 
pail. The copy read, 

“Your Bridge 

Let a National City Bank Book be 

the bridge that will take you over the 
hard places in life to the fields of new 
opportunity.” 

Hundreds of comments were received 
upon this advertising campaign. 
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A MESSAGE FOR BANKERS OF 
THE YOUNGER SCHOOL 


Careers of many of the leading financiers of Amer- 


ica illustrate 


how proficiency and consistent 


application to duty helped them to win their spurs 


By ALLAN F. WRIGHT 


Assistant Cashier, Fitchburg Bank & Trust Co., Fitchburg, Mass. 


O what can we attribute the careers. 

of our successful bankers and 
financiers? To an accident of birth? 
To easual circumstances? To some 
lucky star? Are big bankers born or 
made? 

The answer is both born and made. 
Born, in the sense that they must first 
be endowed by nature with certain in- 
dispensable qualities of mind and heart 
which adapt and qualify them for the 
profession—with native capacities, with 
disposition, with temperament, with 
willingness, with a liking for the things 
a banker must know and do. Born with 
adaptabilities but not with abilities. 
And here the making process begins. 
Knowledge, learning, discretion, judg- 
ment, ability, decision, personality, 
character—these are achievements, not 
natural gifts or inheritances. All of 
them, they must in some way them- 
selves acquire. 


Fellow bank clerks, would you learn 
more of these essential qualities which 
stand out so prominently in the careers 
of our successful bankers as a reason 
for their success? Would you know 
the secrets of rising from the rut? 

Every bank clerk is a potential bank 
president in himself. A banker’s suc- 
cess depends upon what he makes it. 
In no calling does chance play a smaller 
part in achieving success than in ours. 
All of us are equipped by nature to do 
fundamental things in a manner that 
will carry us well on toward success, 
so the development of our natural 
talents is a thing that will determine our 
ultimate goal. 

The qualifications for a big banker 
that contribute largely to the success 
and rapidity with which a bank clerk 
becomes a bank officer are not the 
brilliant or spectacular kind. They are 
of the solid and enduring kind. A Boston 
banker says: “When I want a man for 
an officer in any of the three banks in 
which I am interested, I don’t go around 
and try to get some fellow who has 
been an officer of a bank, or who has 
a record for being smart or brilliant. 
Whenever I have done it that way, that 

ellow has stayed with me six months 
ora year and then left me. I get some- 
one whom I know to be a man,—M-A-N, 
and then I teach him the business.” 

That is the first step in the making 


of a big banker. Beginning at the 
bottom—mastering the simple elemental 
things—then climbing the ladder step 
by step. The first degree in banking 
includes ink wells and waste baskets, 
and the’ young man who feels that ‘that 
is beneath his dignity had better turn 
his life to other fields of endeavor. The 
banking profession would a little rather 
not have him. Five executives holding 
high positions in the National City 
Bank of New York, America’s largest 
bank, started in as office boys. 

The other degrees will all depend on 
the aspirant. Proficiency in the preced- 
ing degrees is an all-important factor 
to advancement. It may be that some 
of us fail because we think this stage of 
the game is easy. 
plays. A big banker might well be 
defined as a man who thinks clearly, 
who is well informed, who understands 
banking throughly, and who has char- 
acter and ability enough to operate his 
institution regardless of its size. And 
the making of a big banker is something 
which cannot be accomplished by read- 
ing in books, neither can it be accom- 
plished wholly by working in a bank. 

I might discuss the careers of any of 
America’s foremost banker successes, 
such as the late Henry P. Davison, the 
greatest of all Morgan partners, James 
B. Forgan, chairman of the First Na- 
tional Bank of Chicago, Seward Prosser, 
president of the Bankers Trust Com- 
pany, George F. Baker, president of 
the First National Bank of New York, 
Jphn H. Puelicher, president of the 
Marshall and Illsey Bank of Milwaukee 
and recently elected president of the 
American Bankers Association, Albert 
H. Wiggin, chairman of the Chase Na- 
tional Bank, Charles H. Sabin, Chair- 
man of the Board of the Guaranty 
Trust Company of New York and others. 

They are men who have attained the 
Master’s Degree in banking. And they 
made all the grades on high because 
they are twelve-cylinder executives who 
acquired and developed all the positive 
qualifications that a big banker must 
have. What did they do? How did 
they do it? If you haven’t already 
made some effort to find out, there isn’t 
much of my trying to tell you. 

First—they studied their work. The 
big banker is always in the making; the 


We do not study the’ 


time will never come to any banker 
when he can say that he has learned it 
all. Banking in the sense of providing 
the chief motive power in the develop- 
ment of our trade and industry is highly 
elaborate, difficult, complex. It touches 
all aspects of our modern business 
life. 

If we choose to enter banking as our 
life’s field of endeavor why should we 
not prepare for progressive work in 
banking as we would prepare for pro- 
gressive work in law, medicine or civil 
engineering? If you were going on 
a long automobile trip you would not 
think of starting before you were cer- 
tain that the ear was in good shape, _ 
that there was a supply of gasoline in 
the tank and enough money in your 
pockets to cover your expenses. If it 
is good sense to prepare for dn auto- 
mobile trip that may last but a few 
hours ora day or so, is it not far 
more important to plan definitely for 
what is ahead in a business career that 
is going to last a whole lifetime? 

Frank A. Vanderlip, former pres- 
ident of the National City Bank of 
New York once said: “In addition to 
doing a full day’s work at his desk, a 
young man should daily devote another 
day to studying his profession, so that 
hé may better understand the meaning 
of everything he does, the why, and ‘the 
wherefore of it, principles underly- 
ing it, and thus equip himself to rise to 
any height.” And your future success 
as a banker rests largely on these two 
things—how well you learn to under- 
stand the principles of banking and 
with what intelligence you apply that 
knowledge in your daily work. 

Second—they learned to think clearly 
and act accordingly. The man who 
knows how to use only that part of his 
body from the neck down can never 
become a big banker. He must know 
how to think, so his thinking is direct, 
controlled and constructive. A distin- 
guished magazine editor once asked 
one of America’s foremost international 
bankers, Otto H. Kahn, what one thing 
more than another a young man should 
do to succeed. He replied in one em- 
phatie word. “Think!” 

The big banker is constantly con- 
fronted with complex problems, the 

(Continued on page 65) 





TOP 


HESE lines are not penned by a 

veteran banker with a fringe of 
whiskers down to his waist. Nor are 
they dictated by a busy bank president 
while he fingers his mail and passes on 
two or three loans. Some of this up- 
lift patter, by men who have forgotten 
how their progress was made, is taken 
with a pound of salt by us fellows on 
the sunny side of thirty. So I hasten 
to assure you that “Robert Carter” is 
only one of the “gang” who expects to 
pay surtax next year for the first time. 
How has he advanced thus far? What 
has he learned? To answer, let me 
narrate the high lights of his story in 
the third person. Hold tight to your 
hats. Let’s go. 

Bob Carter entered the Trust De- 
partment of a metropolitan Trust Com- 
pany at nineteen. He started on the 
messenger force. 

One fateful morning shortly after- 
ward the Chief Clerk summoned him. 

“Bob,” he said, “deliver these five 
$1000 bonds to the State Bank and get 
a receipt.” 

Easy, wasn’t it. Never thinking of 
impending disaster, Bob sauntered down 
the sunlit street to the State Bank. 
The teller greeted him cordially as he 
took the bonds. 

Somehow a baseball argument started 
between the two. Bob finally broke 
away with his receipt and a few part- 
ing shots about the merits of his favor- 
ites. There was something ominous 
about the Chief Clerk’s way of looking 
at the receipt. The messenger read it 
over the Chief Clerk’s shoulder—he had 
merely glanced at it before. Then “Bob 
began to feel like “Bonehead” Merkle 
did when he failed to touch second. 
For the receipt was for $4000 in 
bonds! 

Where had that fifth bond gone? 
Bob’s “salary” was $50 a month. He 
began to figure mentally how long it 
would take him to pay back $1000. Oh, 
death, where is thy sting! 

Then Bob noticed the Chief Clerk’s 
shoulders shaking. Perhaps things 
weren’t so bad after all when the Chief 
could laugh. He handed the receipt 
back to Bob. 

“Young man,” he said, “let that be 
a warning to you. Read a receipt 
before you walk away with it. Now 
go back and get a receipt for the five 
bonds.” 
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BOB IS ON HIS WAY UP TO THE 


OF THE LADDER 


He has picked ten lessons from his 
short experience that he wants to 
pass on to other junior officers 


By ROBERT CARTER 


Bob flew down the street to the State 
Bank. He understood now that the 
teller had discovered the mistake and 
telephoned the Chief. That $1000 was 
not lost after all. But Bob henceforth 
refused to consider baseball when he 
was out on bank business. One good 
lesson learned. 

The scene shifts to the banquet hall 
of a large hotel. The bank is giving 
its annual banquet. At the long center 
table sits the white haired president— 
a highly respected man in financial 
affairs and incidentally a millionaire. 
The two hundred odd employes often 
looked toward their leader and his wife 
who sat at his right. 

Who do you think oceupied the third 
seat trying desperately to use all the 
“tools” correctly? None other than our 
boy banker—Bob Carter. How come? 

Bob himself did not understand till 
later. That $1000 bond was respon- 
sible. 

A certain newspaper had been offer- 
ing a weekly prize of $10, for the most 
helpful business experience. Bob 
thought of the bond episode and wrote 
it up while his soul was stirred with 
the pathos of it. It proved a winner. 
A vice-president had clipped it and 
sent it to the president and his wife 
who were then touring France. Mrs. X, 
upon her return, had expressed a desire 
to talk with this messenger. Hence the 
seating arrangement. Good advertising 
for Bob and he will say yet that both 
the president and his wife were very 
good to a rather bashful boy. Lesson 
two. Capitalize mistakes. As Judge 
Gray and Hashimura Togo say: “It 
can be done.” 

Older men had advised Bob to get 
into a certain chapter of the Amer- 
ican Institute of Banking and study. 
He did. That is one of the best things 
a bank man ean do even if he is a college 


man. Bob was not. 
He became an institute graduate. He 
took up effective speaking, receiving 


training that has been an aid to him 
ever since. 

Who were some of the fellows in the 
classes at that time? Many men who 
now oceupy responsible positions in 


many large banks at the present time. 
Lesson three: 
the A. I. B. 

In passing, let me say that Bob met 
some of the finest fellows he has ever 


Take an active part in 


known in the Institute. 
friends of those days have become 
officers. But they’re well on the way, 
And the Institute is a mighty fine 
place to make friends who are well 
worth having—not for their influence, 
necessarily, but for themselves. 

All this time Bob was shifting from 
job to job in the Trust Department. 
Each move helped a little, but the Chief 
Clerk still showed no fear of losing his 
job. 

Bob gradually learned to keep books 
in the sad old days when most of them 
were sacrificed to pen and ink. The 
Chief Clerk will tell you today that Bob 
was the worst bookkeeper he ever had. 
Why? Dunno. It’s well to discover 
what you cannot do. But Bob got by. 

His weekly trial balance seldom did. 
But a little night work or the kindly 
assistance of an associate usually turned 
the trick. And everything was lovely 
for another week. 

For three years’ Bob’s _ trousers 
polished various stools in the bookkeep- 
ing department. But his heart was not 
in the work. He was in a rut and knew 
it. He could almost keep the general 
books presided over by a man of sixty 
or so. While this chap was a fine old 
fellow, Bob couldn’t see that stool 
pigeon life at sixty. So he began to 
look around. 

If you do that before your rut gets 
too deep, you're all right. But if you 
go down in, “hivin” help you. That 
chap knew what he was saying when he 
observed: “The only difference between 
a rut and a grave is that one is 
longer.” 

Bob was rather attracted by adver- 
tising. He took a course under an ex 
ecutive who heads a thriving advertis- 
ing agency. Then Bob bombarded the 
President with criticisms of the bank's 
advertising. 

It’s easy to find flaws, isn’t it? Bob 
raked the advertising man’s copy fore 
and aft. He wrote “better” copy nome 
of which was used. But this interest 

won a place in the New Business De 
partment. Perhaps the harassed Chief 
Clerk had a hand in the deal, having 
long since exhausted his vocabulary 
Bob’s system of bookkeeping. At any 
rate, the change was for the better all 
round. 

The New Business Manager was out 
a good deal and Bob got valuable & 


Not all of the 
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perience meeting new customers and 
making them feel at home. Also 
through handling mailing lists and 
supervising advertising. 

Bob hoped some day to bridge that 
long gap between the “employe” and 
an officer’s desk. So he observed the 
methods of the officers. 

From two in particular he learned a 
lesson for which he has always been 
grateful. These two presented a sharp 
contrast, particularly since the Mr. A. 
sat at the next desk to Mr. B. 

Mr. A, the superior officer, never 
seemed to be particularly busy, though 
a tremendous volume of work passed 
over his desk. He.always had time to 
shake hands with a customer and talk 
a bit. He was genial, courteous, effi- 
cient. When a clerk brought him some- 
thing to sign he signed it, placing the 
responsibility on the clerk as to whether 
it was right or wrong. He gave his 
associates credit for having some brains. 
He never bothered with details. He 
despatched promptly. His desk was 
always clean. 

Mr. B’s desk was constantly a jumble 
of papers. He always seemed to be 
into them over his head. He mislaid 
things. He fretted over details. He 
half finished something and passed on 
to something else. He would argue for 
ten minutes about a ten cent charge that 
he thought improper. 

The lesson? Despatch. 
desk clean. 

Bob helped out at the interest counter 
in the savings department during the 
first ten days of January and July. 
Customers in the lobby were thick as 
fans at a world’s series game. Some- 
times they were irritating. But Bob 
saw only one instance of a complete 
blow-up. 

A man had become fretful about his 
pass book. He was in a hurry and his 
interest wasn’t being entered fast 
enough. He forgot which man had 
taken his book and asked a little clerk 
from the Trust Department about it 
twice. The second time, the short fellow 
lost his temper. 

Protected by the marble counter he 
looked the customer squarely in the eye 
and said, “I haven’t got your 
pass book.” 

Fine advertising for the bank, wasn’t 
it? Another lesson—discourtesy never. 

A second instance. On a busy day 
Bob entered a small bank where he 
kept his checking account. He pre- 
sented a check for $45. The teller gave 
him $65. Bob, hesitated as he picked 
up the bills. 

“Haven’t you made a mistake?” he 
asked, 

“We don’t make mistakes,” said the 
teller haughtily. 

Can you imagine it? Bob pocketed 
the mazuma and walked out. 

That evening when they found the 


Keep your 





difference a very humble teller phoned 
and asked about the $20. Bob returned 
it next day. 

Flagrant incidents to be sure. Polite- 
ness is more common. But courtesy 
that goes beyond politeness is still at 
a premium. 

Bob learned of an incident in connec- 
tion with a prospective commercial 
customer tvhich the New Business De- 
partment had been working on for 
months. When the business man finally 
phoned some one answered him shortly. 
He took his account to another bank. 

Bob was constantly seeking to get 
out “on the street.” He wanted to stalk 
prospects in their native habitat. 

“Too young,” objected the president. 

The new business manager argued in 
vain that Bob would soon outgrow this 
defect. There was nothing stirring. . 

Bob suggested a house organ and 
made up a dummy of the first issue. 
The advertising committee was pon- 
derously considering it when the war 
broke out. Bob was soon hunting, not 
customers, but submarines. 

The committee approved the house 
organ idea and Bob got back when the 
baby was a month old. He was placed 
in charge. And between issues he was 
out “on the street”—old enough at last. 

One of the first men he ealled on was 
a lawyer. 


* * 


“T used to like your institution,” 
the attorney said. “In fact I had quite 
a savings account there. One day I 
asked one of your men a simple ques- 
tion. I’ve forgotten precisely what it 
was—something about banking that I 
probably should have known. That 
man answered me, but he made me feel 
like a fool. I went to another bank.” 

And we were spending good money 
to cultivate attorneys! 

Personal contact outside the bank is 
of great benefit to the institution. In 
eases like the one related, a tactful bank 
man can pour needed oil upon the 
troubled waters. Bob learned to be a 
good oil can. 

Happily cases of dissatisfaction were 
far apart. In the main, our institution 
was held in high esteem. This made 
things easier for the outside men. And 
the house organ, which was for out- 
siders as well as the staff, helped 
mightily. 

A few thoughts on A. I. B. conventions 
and we are through. 

Bob held several offices in his town 
Chapter, took part in an_ intercity 
debate and wrote copisasly, if not well, 
for the house organ. So getting elected 
a delegate on two or three occasions was- 
comparatively easy. — 

There are few things as inspiring to 

(Continued on page 70) 
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THIS BANK SAID IT 
WITH FLOWERS 


By FELIX J. KOCH 


ERHAPS a bank lobby in a big 
city is the last place in which you 
would look for wild flowers. 

That’s just the reason that the wild- 
flower display in the lobby of the Union 
Savings Bank & Trust Company Cin- 
cinnati, Ohio, proved unusually good 
advertising. During the week of the 
display, thousands of people were at- 
tracted into the bank by the promise of 
the sight of so much colorful country 
atmosphere transported into the midst 
of the city’s busiest district. 

The occasion was one of double im- 
port. The bank had decided to assist 
the Wild Flower Preservation society 
by lending its lobby for an _ exhibit. 
But in helping the society the bank 
helped itself to an unusual and partic- 
ularly attractive piece of advertising. 

Long, low tables, loaned by florists 
for the occasion stood in the foyer and 
on the bank floor among the desks 
provided for depositors. They were 
filled with flower-pots, bowls and urns, 
vases, and other artistic containers also 


obtained from leading stores in the dis- 


trict. On the walls appeared colorful 
posters, pointing out the message that 
these and other equally lovely flowers, 
must be saved. The exhibit was of 
scientific interest as well as decorative, 
since certain plants had been procured 
at the cost of great effort, and repre- 
sented practically the only specimen of 
the flower to be found within a radius 
of thirty miles. 

Among these was a biennial plant 
ealled Syandra Grandiflora by florists, 
almost extinct now, and offering, in 
its lovely blossoms, a lesson against 
indiseriminate picking. Almost as rare, 
but not quite so, was a very pale green, 


foliaged baby oak, interesting, also, 
because more unusual, was the stone- 
crop, another rapidly passing wild 
flower. 


The exhibit was a great success and 
an attractive feature .of the bank’s 
publicity, according to Harry J. Plog- 
stedt, manager of the Commercial Serv- 
ice Department of the bank, and it will 
be repeated whenever the Cincinnati 
society asks for the space again. 
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A WONDERFUL RECORD GRAPHICALLY TOLD 
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The long and successful record of the Chemical National Bank of New York was told in these advertisements. In all of them the records of the 
past were tied up with the bank as it operates today, this tie-up being done not only in the copy but in the headings as well. 
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A BANK EXHIBIT THAT 
STOPPED THE CROWDS 


Competing with 380 exhibitors at 


a food 


show, the booth of the First Wisconsin National 
Bank attracted fifty thousand vjstiors 


By F. R. 


_. to do when the occasion for 
an exhibit arises? This question 
often confronts the manager of the New 
Business Department. Expositions are 
often held by manufacturers, health 
shows are put on by sanitary author- 
ities, fairs are held by civic and gov- 
ernmental units, and there are many 
meetings of women’s clubs and other 
representative organizations where a 
bank booth would be welcomed and 
could be made to increase the prestige 
of the bank. What kind of an exhibit 
should be made? 

This problem was recently solved by 
the First Wisconsin National Bank, 
Milwaukee, Wisconsin in a forceful and 
highly successful manner. The occa- 
sion was a Food and Household Show 
held at the Milwaukee Auditorium in 
which 380 exhibitors ‘participated. 
R. E. Wright, manager of the Com- 
mercial Service Department of the bank 
planned a booth that would serve the 
two-fold purpose of selling the bank to 
visitors, and selling the other exhibitors, 
representing great manufacturing in- 
terests, on the bank. 

A very modern device was chosen— 
the moving picture. There is nothing 
like a “movie” to take the eye of a 
restless crowd, and it would be hard 
to find a medium that includes more 
information in as little time. The 
“movie” is the perfect sugar coating 
for the propoganda which is so good 
for the public, and yet, like all educa- 
tional matter, must be cleverly disguised 
in order to attract the average citizen, 
amusement-bent. 


The following scenes were included in 
the “reel” made by the bank, First, 
the process of working the combination 
and opening the 30-ton door to the 
bank’s safe deposit vaults was pictured. 
This is a subject that always interests 
visitors to a bank, and, naturally, a 
vault door can seldom be opened and 
closed, just for visitors’ pleasure. This 
proved a splendid opening attraction. 
Second was shown a lobby scene on a 
busy morning, ending with a close-up 
showing the service given at the Sav- 
ings Department window. The third 
picture proved of great*human interest 
value. It showed President Oliver C. 
Fuller of the bank at his desk in a 
close-up view. The pleasant atmos- 
Phere of this picture not only served as 


an introduction to that seldom-seen 


DANIELS 


personage, a bank president, but it also 
served to create a friendly impression 


‘of this particular bank president: 


The reference library of the bank, 


These 
Bank to the crowds that attended a food show at the Milwaukee Auditorium. 
workers from the bank are shown in their attractively furnished booth below. 
the crowds that stopped to see the ‘‘movie’’ showing the working of the bank’s departments. 


which contains a great deal of financial 
and economic literature open to the 
public, was shown. The bookkeeping 
department and the inside clearings 
department served to give visitors an 
idea of the business administration of 
the bank. The seventh scene showed a 
working girl at the savings window 


looking with satisfaction at the columns 
of figures indicating deposits. The 
eighth was a pretty incident showing 
a mother bringing her two youngsters 
to the savings department to start sav- 
ings accounts. The film ended with a 
seene showing Miss Agnes Kenny head 
of the woman’s department of the bank 
explaining at her desk to a customer 
the kind of investment she ought to 
select, and advising her as to the appor- 
tionment of her household allowance. 
This seene was of particular ‘value, 
since the First National 
Bank is the only bank having a woman’s 
department not only in Milwaukee, but 


Wisconsin 





ictures show how an effective appeal was made by the First Wisconsin National 


The corps of 
Above is a view of 


in any bank northwest of Chicago. 

In order to be able to show the pict- 
ures almost continuously, the bank had 
two copies of the motion picture made. 
During the brief period required to re- 
wind the film, slides were used having 
to do with savings, and the general 

(Continued on page 50) 
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CARCI A A I UT 


HE president of the Cattleman’s 
National Bank is unable to be 
present when his son graduates from 
Harvard, but sends a useful present 
and some excellent advice. 
My dear Son: 

The invitation for your commence- 
ment exercises was received this morn- 
ing and I am mighty glad to know that 
you think of your old dad in ways other 
than the painless extraction of money. 
For the past two or three years your 
letters have been masterpieces in the 
art of compliment. All of us like to 
hear our praises sung but the music is 
beautiful to only our own ears; to our 
neighbor it is often harsh and discor- 
dant, grating on his nerves like the 
sound of a circular saw splitting a 
hardwood knot or a man in the next 
room snoring through the still watches 
of the night. That I have a great many 
circulars is no secret to me; I have 
used them for working capital for many 
years and I find that they are tools that 
shine brighter after constant service. 
What I need more to be told of are 
those habits of mine which lie on the 
other side of the fence. They are a 
great deal like a hole in the roof—the 
longer you leave it the larger it gets. 
If you were to mention some of them 
to me I fear it might dampen some of 
the exuberance with which you make a 
request for money to even the point of 
flooding—that is, I mean it would carry 
such a flood of negativism that I would 
feel in no mood to flood you with money. 

I am getting old, I guess, to have a 
son from a late marriage graduate from 
college. A man is pretty mean when he 
will “erab” at his only boy at a time 
like this. That is the point I meant to 
bring out when I suggested that I be 
told of my faults as well as my virtues. 
Even in my cowpuncher days I was 
recognized as a pretty good sort of a 
fellow. When I got hold of land of 
my own my neighbors were always wel- 
come to anything of mine that they 
needed. When I became a banker the 
rule followed that I would be as good 
to the stranger as I had been to the 
friend. About the nearest approach to 
meaness I have ever allowed myself is I 
have always insisted that those who 
gave me promises must make them good. 

It would be a very poor policy, 
though, for you to rip me up the back 
cver a half-dozen pages and then at 


FLARE IIRL 


LETTERS OF A BANKER TO HIS SON 3 


Being the reflections of a father to a 
young man just about to leave college 


By KEITH H. BERGIN 


the close, to say: “You old bum, some 
of the kale that is rusting in your vault 
would grace my pocketbook admirably. 
Wire fifty at once.” I’ve always noticed 
that when a man comes in the bank with 
a more or less sour expression on his 
face he wants to deposit six thousand, 
three hundred dollars and he doesn’t 
care particularly whether he sees me or 
not, but when he comes in my private 
office smiling and asks how my wife is 
getting along with her bridge club and 
if you succeeded in making the ‘varsity 
track team I feel pretty sure he wants 
to renew the mortgage I hold against his 
bottom quarter. 

There is a great disappointment just 
ahead of you—many of them, in fact, 
before the doctor: gravely shakes his 
head and asks for a consulting physician. 
This grief is not to be the lack of a 
commencement present—your mother 
will attend to that beautifully—but in 
the fact that your dear papa will not be 
among those present when the thin- 
voiced, grey-haired, old gentleman 
passes around the little rolls of parch- 
ment which in your case represents four 
vears I hope have not been wasted and 
which have cost a pretty penny. 


Probably due to the close of the edu- 
cational season the elements became 
somewhat agitated last week, not to say 
unsettled, and during a thunderstorm 
of meteoric brilliance a good-sized 
bunch of cattle stampeded against a 
four-wire fence in proper time to get the 
full effect of a splendid bolt of lightning. 
The insurance adjuster will be out in 
a day or two and I expect to be compen- 
sated for about as much as I have lost on 
you during the past four years. 

That is the chief reason why I regret 
not being able to be with you. It has 
been a matter of but a few years since 
I saw you wear one of those long, black, 
flowing draperies and while it is all well 
enough for high school kids to wear 
minature baseball diamonds for hats and 
gowns like a Sister of Mercy it seems to 
me that when a boy has spent four 
years training himself for his life’s work 
he should run to something more in the 
way of a business suit. My recollection 
is that you’ve enjoyed yourself pretty 
much in college, which is all well enough 
provided you have absorbed some of the 
things you were sent there for. You 
will soon be bidding those friends good- 
by—even farewell, in many cases. Other 
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friends will be developed in a business 
way and it is my hope that you will find 
as much pleasure with those who are 
to come as you have had with those who 
are gone. Which brings me back to the 
point of the present your mother will 
give you. It comes from us, not from 
me alone, but from her as well,—the 
grandest woman who ever sat up nights 
with a sick child or made green apple 
pics to make a well child sick. Her 
exurly married life was not all roses, 
Many is the time I have seen her rock- 
ing the cradle with her foot while she 
used her hand to patch my trousers. 
She stayed with me through all those 
lean years, encouraged me when I 
was down-hearted, petted me when I 
was vexed, loved me when I was hated 
and had faith in me when I had no 
faith in myself, as she has had faith in 
you when your expenses were appalling 
and your midnight escapades disgrace- 
ful. So when she hands you certificates 
which control the destiny of the Claflin 
State Bank I want you to accept them in 
the spirit of a good woman’s sacrifice. 

There is no point of comparison be- 
tween Claflin and Greenward just as 
there is no comparison between Green- 
ward and Boston. It is a_ typical 
Hoosier small town situated about half- 
way between Chicago and Indianapolis. 
It is not even served by a main line 
railroad but by a branch that runs from 
Terre Haute to Ft. Wayne. After 
becoming acclimated to Back Bay I do 
not suppose either of those thriving 
little cities will interest you. The stock 
was not acquirred with a view of inti- 
mately acquainting you with club life in 
either the western metropolis or the 
Hoosier capital, nor was it acquired 
with a view of isolating you from them. 
The institution was dying a slow death 
in a prosperous community when it 
should have been growing like a year- 
ling on Flint Hills grass in spring. It 
cost me only $10,000. In five years 
with careful management by a not too 
aggressive college graduate it should 
have a sale value of $40,000, and a man 
who will not bet that much on his son at 
a four to one booking is a poor sport. 

You will be the center of the Claflin 
stage from the start, the remainder of 
the population will be but “supers.” In 
the small town it is the banker who sets 
the pace which other near leaders rap- 


(Continued on page 71) 
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Again— 


We are enabled to improve and strengthen the positive protec- | 
tion which we furnish to thousands of banks with their checks, | 


by adding 


“Burns” Detective Protection 


We are very proud to announce another added 
value to be furnished hereafter to every pur- 
chaser of Super-Safety Insured Checks, without 
charge. 


In addition to insurance in The Hartford Accident & 
Indemnity Company, and the deposit-building power of a 
large national advertising program, we have recently added 
a contract for protection by the William J. Burns Inter- 
national Detective Agency, Inc. 


Under the amount line of checks hereafter manufac- 
tured by this company will appear the following wording, 
‘Insured against fraudulent alteration **Protected by the 
William J. Burns Int. Detective Agency, Inc.’ This 
means that whenever a crook might consider the alteration 
of a Super-Safety Insured check he will immediately be 

_reminded of the protective measures surrounding them. 
Naturally, crooks will prefer to operate on ordinary unin- 
sured and unadvertised checks where there will not be so 
many agencies interested in the administration of justice 
to him. 


It is another added protection for banks to have this 
notation appearing on their checks. Many banks have 
already appreciated the value: of associating the Burns 
name with their institutions. 


It is part of our policy to help banks keep crooks away 
from their doors. Super-Safety Insured checks have been 
singularly successful in this respect. Now, with this 
added protection, they will be even more so. 


$1.000.00 of check insurance 

against fraudulent alterations, 
issued without charge, 

covers each user against loss. 





Insured in the 
HARTFORD 
against loss through 
fraudulent or 
felonious alterations 


The Bankers Supply Company 


The Largest Manufacturers of Bank Checks in the World 


NEW YORK CHICAGO 
ATLANTA DES MOINES 


DENVER 


SAN FRANCISCO 
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ARE YOU “CASHING IN” ON YOUR 
OUTLAY FOR ADVERTISING? 


In which a mooted problem is answered satisfactorily only 
when stockholders, employes and directors are shown how 
to supplement advertising with intelligent sales effort 


66 PIM, they say it pays to advertise! 
What I want to know is—Does it 
pay a bank to advertise?” 

Mr. Black, president of the First 
National Bank was .talking over the 
luncheon table to his friend James Lee, 
advertising manager for the largest de- 
partment store in the city, and justly 
reputed to be one of the most capable 
executives in town. 

“Well, Frank,’ Lee answered slowly, 
“T’m sure it can pay a bank to advertise. 
Whether it does or not I should say de- 
pends upon the bank and its advertising. 
What are you driving at?” 

“T’m considering seriously eutting out 
all our advertising,’ Black responded. 
“We've been at it now for three years, 
and while I believe it has produced 
some results, I can’t say that I think 
it’s been a paying proposition. I 
thought I’d talk it over with you, though, 
just to be sure that I’m right,’ and 
he smiled across the table at his 
friend. 

“If your advertising hasn’t been pay- 
ing you,’ said Lee slowly, “it’s prob- 
ably more’ your fault than the advertis- 
ing. What has been your advertising 
plan?” 

“What do you mean ‘my plan? 
Mr. Black asked testily. “My plan has 
been to make the First National the 
most influential bank in the city.” Like 
everyone else he resented getting crit- 
icism where he expected approval. 


“That’s not your plan,” corrected 
Lee, “that’s your hope. What I mean 
is, just how have you planned to make 
the First National the most influential 
bank in the city with your advertising? 
How have you planned to make custom- 
ers out of strangers, and better cus- 
tomers of those you have? That’s what 
you're after, isn’t it?” 

“Yes, that’s what we’re after all right. 
I don’t get your point, unless you want 
to know what advertising we’ve been 
doing. Five days a week we advertise 
in the three best papers in town. We 
use billboards,. street car ecards, and 
quite often get up a bunch of little 
folders featuring different departments 
of the bank. That about covers our 
advertising plan,” and Mr. Black looked 
at his friend triumphantly, confident 
that there were no openings in his 
armor. 


Lee puffed thoughtfully at his cigar 





By O. R. COLLINS 


several times before answering. 
“Let’s start a bit further back,” he 
said finally. “What is the purpose of 
advertising—of your advertising?” 
“That’s easy. We're advertising to 
get our name before the public.” 
“T don’t believe it!” said Lee quickly. 
“Try again.” 


Black considered a moment before 


answering. “Maybe you’re right at 
that. I suppose we’re advertising to 


ereate good-will for our bank.” This 
last was almost a question. Mr. Black 
was fast weakening. 

“That’s a lot better,” said Lee, “but 
it’s still far enough from the truth to 
explain your lack of success with ad- 
vertising.” 

“Well, you tell me then what the pur-- 
pose of our advertising has been,” 
Black challenged. “T’ll bet a dollar 
you're going to say the same thing in 
some technical advertising jargon.” 


“You ean decide for yourself,” Lee 
said calmly. “The purpose of your 
advertising—of all advertising—is to 
inerease sales. Does that sound like 
jargon to you?” he asked pointedly. 

“No, that’s simple enough, but isn’t 
it practically what I said? I said we 
adyertised to create good-will for our 
bank, and doesn’t good-will mean sales ?” 
Clearly Mr. Black was going to see this 
thing through. 


“Good-will helps to make sales, all 
right,” Lee returned, “but it isn’t a sale. 
Good-will alone never made a cash reg- 
ister jingle, and it’s not worth a cent 
until cashed. And it takes sales effort 
to eash it, whieh is the big difference 
between your statement and mine.” 

Seeing that he had Black interested, 
Lee went on. “Let’s bring it out more 
clearly by using an illustration. Sup- 
pose you had a new tooth paste that 
was the real goods, and you were going 
to push it with a lot of advertising. 
In addition to covering the country with 
magazine, newspaper and_ billboard 
advertising what would you do?” 

“Why, of course, I’d see that the 
dealers were well supplied with it,” 
Black answered immediately. 

“You bet you would,” affirmed Lee. 
“And you’d see to it that they were 
given counter and window displays, 
and you’d have a merchandising and a 
sales staff following up every move you 
made in your advertising.” 


“That’s all true enough,” Black re- 
torted, “but I’m not selling tooth paste. 
I’m trying to build up a bank. What’s 
the point of that illustration for my 
business ?” 

“Why, man, can’t you see that you’re 
doing a lot of advertising _but no 
selling!” Lee was getting thoroughly 
warmed up to his subject now. “Can’t 
you see that advertising doesn’t stand 
on its own feet; that without merchan- 
dising, distributing and active selling, 
advertising is a sheer waste of money? 

“Suppose our national advertisers 
ran national campaigns for their goods, 
spent hundreds of thousands of dollars 
to make their names favorably known 
and then neglected to sell to distributors, 
or to arrange for distribution in any._ 
way. What good would the advertising 
be? 

“Tf you ean’t buy a thing what dif- 
ference does it make how familiar the 
name is to you? What’s the use of 
plowing, planting, cultivating and irri- 
gating a patch of ground if you never 
do any harvesting. That’s precisely 
what you do if you don’t coordinate 
your advertising with an_ intensive 
distributing, merchandising and selling 
campaign. Now are you convinced?” 
and Lee laughed somewhat ruefully at 
his own vehemence. 

“Tf I am, it’s the conviction that I 
might just as well stop advertising. 
What have I got to sell and how am I 
going to merchandise it?’ and Black 
looked inquiringly at his friend. 

“Your problem certainly is different,” 
admitted Lee, “and though the principle 
remains the same, you have to work out 
a sales and merchandising campaign 
along entirely different lines. I’ve had 
ideas about banks and bank service re- 
sulting from my personal experience 
with them. Suppose I give you a few 
of my conclusions?” 

“Go right ahead,” said Black. “It'll 
he interesting to get an outsider’s view- 
point.” 

“Well, then,” continued Lee, “are 
you bankers buying money from your 
customers or selling them a service?” 

“Why, what do you mean? We're 
selling them a service, of course.” 

“Then there is one thing I want to 
tell you right now, one of your stock- 
holders and one of your tellers hasn’t 
been informed about it,’ Lee said. 


(Continued on page 62) 
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WHY IT PAYS A TELLER TO 
STUDY HIS CUSTOMERS 


Being the story of a cheerful and versatile 
young banker who has been able to win the 
confidence of the people outside the wicket 


OR a considerable time I have been 

observing an enterprising young 
teller in a bank in a southern city. He 
has impressed me with the versatility 
of his conversation. He appears to 
have something more interesting than 
the weather to talk about to his eus- 
tomers. He has cultivated friendly 
relations with the bank’s clientele, greet- 
ing them by name, and there is always 
plenty of evidence that this good feel- 
ing is reciprocated. 

Not long ago I noticed a man—a 
cotton grower—making a _ deposit; 
cheerfully the teller imparted some in- 
formation relative to co-operative sell- 
ing which appeared to interest the 
farmer immensely—and to please him. 
Another customer was asked an intel- 
ligent question on the subject of fur- 
niture manufacturing in the state and 
readily furnished the information 
sought. Yet another was told some in- 
teresting news regarding a new auto- 
mobile concern which had _ recently 
established itself in the city—the cus- 
tomer was an agent for tires. 


On another occasion I overheard this 
teller giving a man some statistics of 
new buildings which had been erected 
in the city during the six months’ period 
just completed. Later I discovered that 
the man to whom he imparted this in- 
formation was a representative for an 
electrical fittings house from another 
part of the state. 


It is a psychological fact that the 
majority of men warm up when they 
meet a man of a different calling than 


that which they have chosen, who can” 


discuss intellingently their “shop,” and 
I began to get a faint idea as to the 
reason for the popularity of the teller 
in this particular bank. He studied his 
customers and made it his business to 
interest them by being himself interested 
in their line of service. 

In a small city of fifty thousand, in 
which there are at least eight banks— 
six of them which are good banking in- 
stitutions—competition is necessarily 
keen and the advantage that one bank 
has over another is so small that a bored 
expression on the manager’s face, or 
a eurt dismissal from the teller after 
he has checked up the deposit slip, are 
sufficient to switch the account to a 
rival bank. One hears frequently re- 


By ARTHUR J. PEEL 


marks like this—*The clerks are so 
obliging in the Farmers’ Bank.” This is 
real advertising and is worth a great 
deal to the bank of which it is said. 


But to return to the teller who asked 
the question with which this article 
opens. Knowing his’ encyclopaedia 
type of mind, which brought forth in- 
formation and remarks on a variety of 
subjects on which a bank clerk ean 
hardly be expected to have intimate 
knowledge, I decided to discover if I 
could, his “modus operandi” so asked 
him how he had discovered that I did 
a little writing for magazines and 
papers. 

Sometimes we attribute to people, 
powers extraordinary, such as mind- 
reading, second-sight, and other occult 
powers of divination, only to discover 
later that what we thought were exhi- 
bitions of senses in excess of the five 
possessed by ordinary folk, were only 
very ordinary common-sense methods of 
deduction. This was the case with my 
bank friend. 

“T watch their deposits” he said. 
“When you know the sources of a cus- 
tomer’s checks, for instance, it is not 
a difficult matter to discover his bus- 
iness, and the class of business he is 
doing. Now I have seen several checks 
deposited by you from _ publishing 
houses; by ordinary reasoning I con- 
eluded that you did some writing for 
periodicals.” 

Very simple, wasn’t it? 
plained part of the story. 

“But how do you manage to know so 


much of interest in different kinds of 
business?” I asked. 


This ex- 


“By carefully reading the papers, for 
one thing. Then the customers talk to 
me and give me information. If you 
give information you are bound to pick 
up as much as you give.” 


I thought this over carefully and con- 
cluded that there was truth in it, provid- 
ing one is receptive and is able to sift 
real information from the generalities 
which make up seven-eights of conver- 
sation. The bank teller was not only 
able to do this but he knew how to use 
the knowledge thus acquired, to the best 
advantage. 

In further conversation (after closing 
time) I found that this young man, 


though without any special educational 
or business advantages, born and reared 
in a small town, with all its limitations, 
has realized this important fact, that 
the personal element is an important 
factor in business, especially the bank- 
ing business. By studying the interests 
of the clients—not merely as investors, 
but as business men, he was creating. 
and establishing a feeling of good will 
and friendship for the bank which 
could be productive of nothing but good. 


But the information which he was ae- 
cumulating for his customers was of 
value to himself and it will be very 
strange indeed if an opportunity does 
not one day present itself which will 
enable him to advance his own interests 
because of knowledge which he has ac- 
quired in the way indicated. 


There is still another value in the 
method adopted by the bank teller, and 
while if is an “intangible” asset it is 
difficult to set any limit on its value to 
the community; by spreading business 
information judiciously and _ discrim- 
inately, the bank man ean sow the seeds 
which in the near or distant future will 
produce a harvest of prosperity for 
the community. The most important 
thing in the world is sowing thoughts— 
the better the thought the greater its 
power with result. The bank clerk in 
the cage is peculiarly favored with this 
opportunity, for he comes into contact 
with all sorts and conditions of men 
whom he sees regularly. He is a re- 
spected member of the business world, 
and in the country town particularly, 
his opinion is valued and often sought. 
The bank teller by the very nature of 
his function, has confidential relations 
with the bank’s customers; most men 
are partial to the man who knows some- 
thing of their financial business. 


To get back once more to the bank 
teller who really inspired this article; 
the suggestion he made to me, I took, with 
the result that I was able to make a de- 
posit of a sum of money which would not 
have come had it not been for his casual 
question some weeks ago. And the 
check which I shall receive for this 
article will likewise be the direct result 
of that teller’s chance inquiry. In doing 
me a good turn he has increased the 
bank’s business by showing me how to 
increase my income. 
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Your trust department— 
and the courts 


HEN your bank is represented in the probate court, its 

showing must be authoritative, sure, unquestionable. 
You can’t afford slips, or delays. Confidence in you as trustee 
is your great asset. 


There’s one thing, above all else, that will insure your pres- 
tige: records! Concise, accurate, well-kept records inspire 
confidence as nothing else will. They represent unimpeach- 
able care and quiet authority. 


We have had 35 years’ experience with banks. Trust de- 
partments rely on Baker-Vawter to help them. And we keep 
the faith. We, perhaps, can straighten out your problems, 
point the way to more efficient service to your customers. 
Given the chanoe, we'll give our best. There is a Baker- 
Vawter man near you. 


BAKER-VAWTER COMPANY 


General Offices: Benton Harbor, Michigan 
We serve and sell direct - Our own offices in 55 cities 
Manufacturing Plants at 
Benton Harbor, Mich. San Francisco, Cal. Holyoke, Mass. Kansas City, Mo. 
Canadian Distributors 
Copeland-Chatterson, Ltd., Brampton, Ontario 





Originators and Manufacturers Loose Leaf and Filing Equipment 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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WHAT IS THIS THING 
CALLED “SERVICE”? 


Some manifestations of the over-worked expression 
“bank service” and how to show customers that the 
bank really serves as well as talks about serving 


By RALPH P. ANDERSON 


Anglo-California Trust Co., San Francisco 


HERE are great many words which 

we use frequently without realizing 
how much they really mean. “Service” 
is one of these words. Dictionary defini- 
tions are often unsatisfactory, but, in 
the ease of service, the dictionary offers 
some good suggestions. 

One definition is, “the performance 
of labor for the benefit of another.” 
Doesn’t that suggest something of the 
bigness of services? When we do some- 
thing for another fellow, we are doing 
something big—we are applying the 
Golden Rule in a practical way. 

The other definition is, “the act of a 
servant.” It is well to keep in mind that 
we who work in banks—whether officers 
or employes—are essentially servants. 
We must admit that there is an air 
about the banking business, which for 
some unknown reason, tends to make 
many employes feel that they are priv- 
ileged characters. Such bankers would 
have a different attitude if they would 
remember that their position is that of 
a servant. 

I am reminded of the talk which one 
officer used to give each new employe. 
He would take the employe by the arm 
and point to the swinging front door. 


“See that door?” he would say. 
“Every time that door opens and a 
depositor enters, you should feel like 
shouting for joy. The depositor who 
enters that door is the boss. When you 
see him coming in, you’re seeing the 
man who pays for your food, clothing, 
rent and everything else. Treat him 
accordingly. If the hinges on the door 
wear out, we can buy new ones. 
if they rust because they are not used 
enough, you starve to death!” 

I think you will agree that one of the 
most important elements of service is 
accuracy—aceuracy in bookkeeping, ac- 
curacy in checking signatures, accuracy 
in every phase of the bank’s relations 
with its clients. 

Speaking of checking signatures re- 
minds me of signature ecards. Signature 
ecards remind me of a story told by a 
former San Francisco banker. 

This San Francisco banker called at 
a bank in a small Wisconsin town. He 
talked to the president, a fine, white- 
haired old gentleman. The San Fran- 
cisco man expressed his willingness to 
assist Mr. Jones, the country banker, 


But , 


with his bank work, whereupon Mr. 
Jones asked him, “What shall we start 
with?” 

“Well,” the San Francisco man an- 
swered, “let’s start with your signature 
cards. Many banks have the wrong 
kind of card.” 

“Huh? Signature cards?” 

“Yes—signature cards.” 

“We haven’t got any.” 

“What? No signature cards? I 
thought all banks had signature cards.” 

“No. We don’t need any.” 

“Don’t need any? What do you do 
to compare signatures?’ 

“We don’t need to compare them. 
I’ve lived here for forty years and know 
everybody in town and_ everybody’s 
signature.” 

“But what happens when you're out?” 

“My nephew, the cashier, has lived 
here twenty-seven years. He knows 
everyone’s signature.” 

“But what do you do if a stranger 
comes to town and wants to open an 
account ?” 

“We wouldn’t let him start an account 
until he had been here four years.” 

The San Francisco banker wouldn’t 
give up. As a smashing argument he 
said, “Suppose both you and your 
nephew were killed in an automobile 
accident. What would happen?” 

“They would close the damned bank!” 

One way of holding bank business 
through service is to sell the client more 
than one service. The more services a 
man is using, the closer are his relations 
with the bank. 


And that suggests central files—the 
equipment which makes possible sys- 
tematic development of more business 
with present clients. I venture to say 
that, within five years, every San Fran- 
cisco bank will have a central file card 
covering each client. 


“Friendly interest” is a phrase often 
heard in connection with service. It 
means more than courtesy and friend- 
liness. It has a more practical meaning 
—sending business to a customer when- 
ever possible, offering ideas and so on. 

The employes are the most important 
factor in service. I was reminded of 
this a few days ago when a depositor 
said to me, “If all your tellers were 
like So-and-So, there wouldn’t be any 
other bank in the city.” Think of the 


advantage your bank would have if 
every employe would live up to every 
meaning of “service”! 

We are all selfish. So in getting 
employes to give better service why not 
appeal to their selfishness? Tell em- 
ployes that advancement and salary in- 
creases depend on their ability to serve. 
In other words, make them realize that 
when they’re courteous they are help- 
ing themselves, even more than they 
help the bank. 

One way of holding business is by 
calling on clients. A bank in Spokane 
follows the plan of having, every day, 
two of its officers call on clients. It 
is one plan which must be tried before 
it is fully appreciated. 

The only advantage which you have 
to offer that competing banks cannot 
offer is the personalities of your officers, 
Take advantage of that as a means of 
holding business, by introducing each 
client to several officers. 

The so-called “small details” are im- 
portant in holding business. For ex- 
ample, many banks have only stub pens 
on lobby desks. That’s inconvenient for 
the many people who dislike stub pens. 
Some banks print deposit slips on paper 
of such poor quality that the depositor 
cusses every time he tries to write on 
them. Then, too, there are such details 
as pleasant voices over the telephone, 
having courteous floor men, having a 
clock and calendar in the lobby. 

I will close with a final suggestion for 
holding business. Have accounts closed 
only by one capable, very tactful man, 
who will make every effort to retain 
accounts. A recent article in THE 
BaNKERS Montaty states that a bank 
which tried this plan was able to save 
forty per cent of the accounts it would 
have lost otherwise. 


An “ad” for Women Who Know 

An advertisement that appeals to 
women in a novel way is one used by 
the Wyoming National Bank, Wilkes- 
barre, Pa. Instead of using the argu- 
ment that women need to be taught 
financial matters, this “ad” takes the 
side of the women, and “invites” them 
to use the bank, not because it will 
educate them, but because they already 
know the value of a banking connec- 
tion. 

“Women are good managers” says 
the advertisement. A story from 4 
newspaper is reproduced in support of 
this. The story quotes Miss Jane Win- 
free, secretary of the Continental Trust 
Company of Washington, D. C., who 
says that housewives run their homes 
just as efficiently today as men run 
their businesses. 


The State Bank of Dunning, Dunning, 
Nebraska, has changed its location and 
is now installed in the building formerly 
occupied by the Home State Bank. 
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PIERCE 


One undeviating incentive has always actuated 

this company in building motor cars. To build 

as finely as can be done; to approach even the 

smallest detail with infinite pains; to spare no 

time—no care; to eliminate the element of 

chance even from the most trivial part; to 

know, through every scientific means, that the 
Pierce-Arrow you receive, whether today or 

tomorrow, is as nearly perfect in operation, in 

finish, in comfort, as is humanly possible. 

It follows, naturally, that Pierce-Arrow Motor 

Cars cannot be built in haste and that at times 

of increased demand, such as the present, im- . _ 
mediate deliveries on all types of Pierce-Arrow 
Cars cannot always be assured. 


Closed Cars $7000. - Open Cars $5250 


At Buffalo—War Tax Additional 


THE PIERCE-ARROW MOTOR CAR COMPANY 
Buffalo, New York 











This is the most sought for motor car that ever bore the Pierce-Arrow name THE;ENCLOSED DRIVE LIMOUSINE. 


Instantly convertible from a chauffeur-driven limousine to an owner-driven; seven-passenger sedan 


ARROW 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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BANK SERVICE AS A PRACTICAL 
FORM OF ADVERTISING 


Many of the things banks do and charge 


little or 


nothing for 


are building 


deposits and bringing in new business 


By N. W. KINDGREN 


Collection Manager, Capital National Bank, St. Paul 


YOMETHING like six vears ago one 
of my bank’s valued customers sold 
his business to one of his employes, took 
his note for $30,000, leaving it at our 
bank for collection, and promptly 
“boarded the rattlers” bound for Cali- 
fornia, seeking rest and freedom from 
care. The man who bought the business 
made payments on the note from time 
to time varying in amounts from one 
to five hundred dollars. The back of 
the note was soon covered with endorse- 
ments and a rider was attached which 
in turn was also used up. In all, to 
the best of my recollection, 100 endorse- 
ments, more or less, were made, each 
payment credited to our depositors ac- 
count. Eventually the note was paid 
fully as to principal but as no interest 
had been provided for and being advised 
by the owner that interest was to be 
collected at the rate of five and one 
half per cent on the separate unpaid 
balances between all payments, we had 
a job on our hands. 


Not wishing to forego supper with 
my family, nor delay the work for 
several days, I took the note with its 
supplement home together with an 
interest table and a good supply of 
seratch paper. It would have been 
impossible to do this work at the bank 
during the usual hours, where interrup- 
tions were bound to oceur, and those of 
you who have had similar experiences 
will agree that this kind of work re- 
quires concentration in order to eliminate 
the chances for mistakes. Nor did I 
wish to do the work twice. For this 
reason I elected to do the work at honte, 
after supper, in the quiet of my own 
library. It, required 3 hours of pains- 
taking application for which, by the 
way, I received no remuneration. The 
statement was then typewritten. by one 
of our stenographers, taking 3 copies, 
one for our customer, one for the payer 
of the note and the third for our own 
files. Thank goodness no errors were 
reported by either of the interested 
parties although the interest reached 
the imposing total of $1500. Undoubt- 
edly I could have without fear of dis- 
covery padded the figures so as to favor 
either one, but needless to say took no 
chances. “For this work, never taking 
into consideration the handling of the 
part payments on the note, the bank, 


after due deliberation charged the cus- 
tomer the insignificant sum of three 
dollars. 

Some time afterward this customer 
visited St. Paul and having oceasion to 
speak with him I casually mentioned 
the note in question asking if he was 
satisfied with the charge we had made 
against his account. “Most certainly” 
was his prompt reply; “you might well 
have charged me $300, which I am sure 
any attorney would have done.” 

The foregoing will illustrate what I 
have intended to convey regarding 
banks doing much for nothing. I think 
it is the most practical way of advertis- 
ing service that could be conceived. 
One of our directors stated some time 
ago that in the collection department 
could be found the key to the most 
successful advertising campaign that 
any bank could wish for. 

“Why,” he said to us, “spend money 
expounding theories when right here 
you can in a practical way prove that 
vou really and truly mean to give serv- 
ice?” Of course we agreed most 
heartily. 

A check is returned “not sufficient 
funds.” This is altogether too common 
an occurrence, and means for curtailing 
this carelessness on the part of depos- 
itors has been debated times without 
number. But no one wants to go to 
the courts about it and so the check 
finds its way to the collection depart- 
ment and in about 50 per cent of the 
cases the check is eventually made good. 
But in many instances if requires a stiff 
letter to the maker calling his attention 
to the*law as regards this pernicious 
practice. Usually such a letter has the 
desired effect and in collecting by this 
means a bank’s collection department 
is rendering a distinet service. But 
we never make a charge for this work, 
it being done as a matter of good policy, 
feeling that our relations with the bene- 
ficiary are thus greatly enhanced. Fur- 
thermore it is a real pleasure to serve 
those whose demands on our facilities 
are reasonable, and who show their 
appreciation by some kind word or act, 
patience in case of some unforeseen 
shorteoming on our part. 

Collections are not always made as 
promptly as could be desired but the 
delay is seldom of our own making. 


To illustrate this I might say that we 
have sent drafts to country correspon- 
dents and no amount of “tracing” could 
secure for us the knowledge whether 
the item had been presented, paid or 
returned and after being forced to give 
it up as a bad job, the item would after 
a year’s lapse of time come back with 
the illuminating endorsement “NO AT- 
TENTION.” And in several cases of 
this flagrant violation of the service 
code the bank had the audacity to ask 
for 15 cents for their “services” when 
as a matter of fact they were putting 
us to a great deal of inconvenience 
trying to explain to our customer what 
the trouble might be. In such eases we 
have felt the urge very strongly to 
write to our agent explaining that we 
were always willing to respond promptly 
with the required fee where service 
was actually rendered but that we could 
not put a premium on laxity, but have 
so far foregone the pleasure for lack of 
time at the moment. Right here is a 
good place to suggest that if the country 
banks will utilize a small envelope 
bearing their name and identifying by 
number or otherwise the particular 
collection, when making a request for 
postage re-imbursement, it would make 
it far easier for the sending bank to 
comply and at the same time insure 
attention where otherwise it might in- 
advertently be overlooked. 

Besides collecting sight drafts, bill of 
lading drafts and the like, there is an 
other branch of the collection service 
that is by far the most important from 
the customer’s viewpoint and at the 
same time should prove beneficial to the 
bank. Reference is made to collections 
on contracts for deed to a piece of real 
estate. Here great care must be taken 
to insure for the customer the fulfill 
ment of the contract with respect to 
monthly payments, seeing that the i 
terest is figured correctly and that the 
endorsements of both principal and i 
terest is made in proper form. We 
have had customers who although 
rich in money were mentally poor and 
who were unable to verify the balances 
due on several contracts held for them 
But there is no doubt as to their sincert 
appreciation of our services. 

The party who does. the paying on ® 


(Continued on page 70) 
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An Editorial. 
Tribute 


¥ 


“New Series of Folders on 
Personal Trusts” 


“An exceptionally well executed and artistic series of 
folders dealing with the subject of personal trusts and 
the superior qualification of trust companies, has been 
completed by the Wm. Elliott Graves financial publicity 
agency of Grand Rapids, Michigan. 


“These new productions will doubtless appeal to many 
trust companies and National banks with trust depart- 
ments, seeking the best trust literature the field has 
to offer. 


“These folders are genuine works of art. The exquisite 
designs, rich colorings and intimate appeal conveyed by 
the illustrations rivet attention and create an instinctive 
curiosity to read the printed message between the covers 
of these folders. 


“The folders produced by the Graves agency deserve to 
rank as masterpieces of trust publicity literature.” 


———— 


This editorial comment, appearing in the 
September issue of ‘Trust Companies” 
alludes to only a part of the Graves new 
and comprehensive advertising program 
covering every trust function. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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AMERICA’S WEALTH IN CORN 





ONSUMED either directly or in the 


form of meat and other animal 
products, corn is the principal source 
of the Nation’s food supply. The vital 
importance of the corn crop and its 
relation to American prosperity has 
been reviewed by the United States De- 
partment of Agriculture in the 1921 
Yearbook, just published, copies of 
which can be obtained from your Con- 
gressman. In a graphic survey the 
department has presented the story of 
corn in all its details. 

Of approximately 64% million farms 
in the United States, nearly 5 million 
produce corn. Nearly 100 million acres 
of farm land is devoted to the produc- 
tion of this single crop, which in recent 
years has reached more than 3 billion 
bushels. During the war value of the 
crop reached more than 3 billion dollars, 
or one-eighth the present national debt. 
The 1920 crop, the largest ever pro- 
duced, had a value of $2,150,000,000; 
the 1921 crop $1,303,000,000. 

It is shown that 40 per cent of the 
total crop is fed to swine on farms, 20 
per cent is fed to horses and mules on 
farms, and 15 per cent to cattle on 
farms. Only 10 per cent is used direct 
for human food, but 85 per cent is used 
through the consumption of meat and 
meat products. Corn is the basis of 
é4he Nation’s live-stock industry. Fig- 
ures and charts on production show that 
the United States produces about three- 
fourths of the corn crop of the world. 
There are no large competing countries, 
but corn is an important crop in Ar- 
gentina, Brazil, Mexico, and some of 
the southern European countries, though 
not yet in serious competition with the 
United States product. It is shown that 
less than half of the corn land in the 
Corn Belt is allotted to corn in any 
given season, and that over 50 per cent 
of the crop land is occupied by smal] 
grains and hay. 

The things that determine the amount 
of corn produced in the United States 
are discussed in detail: (1) the acreage 
planted, and (2) the acre yield. While 
the acreage planted is determined by 
farmers, the acre yield is determined 
by the quality of the soil; the weather; 
insect pests and plant diseases. The 
estimated loss caused by common smut 
alone during the 4-year period, 1917-20, 
is placed at about 80 million bushels 
annually, or nearly 3 per cent of the 
average crop. While no_ practical 
method of controlling corn smut has 
yet been discovered, the most promis- 
ing outlook along this line lies in the 
development of productive, smut-re- 
sistant strains. Of insect pests, the 


corn-ear worm, where abundant, causes 
a loss of at least 7 per cent of the grain 
on the ears attacked. The European 
corn borer also threatens to take heavy 
toll of the crop. 

Cost of production factors are pre- 
sented in a form useful to farmers in 
estimating costs and returns. Facts 
concerning the commercial movement of 
corn and some of the market factors 
that influence and determine corn prices 
are discussed. The subjects considered 
are (1) Quality and grading of corn 
(2) surplus and deficiency of corn in 
different areas (3) monthly marketings 
of corn (4) moisture content and shrink- 
age in storage (5) exports and imports 
of the United States and Argentina, 
and (6) freight rates. 

In a chapter regarding financing corn 
production it is stated that the produc- 
tion of corn is financed with less use 
of borrowed capital than is the case 
with most other staple farm crops. The 
reason given for this is that because of 
the diversified system of farming fol- 
lowed in the Corn Belt, the farmer’s 
income is distributed throughout the 
year more evenly than is the case in 
many other sections. Moreover, it is 
shown that the direct investment in a 
corn crop consists more of the farmer’s 
own labor and less of purchased mate- 
rial and equipment than is the case 
with many other crops. 

These writers state that “the funda- 
mental factors that will determine the 
profits in corn production in the future, 
as they have in the past, are supply 
and demand. For a number of years 
these have been so nearly balanced that 
a slight variation in either had a marked 
effect on price. While the economic 
situation is improving, as evidenced by 
the fact that the price of corn on Iowa 
farms, for instance, has advanced from 
about 30 cents per bushel on Dee. 1, 
1921, to 48 cents May 1, 1922, economies 
must be practiced by the corn grower 
for some time to come. Production costs 
must be kept at a minimum. In plan- 
ning operations farmers should try to 
make such readjustments as will enable 
them to sell corn at a profit even at a 
comparatively low price level. Care- 
ful records of costs and returns, will 
be of assistance in this direction. Old 
indebtedness must be reduced as much 
as possible and new debts must not be 
ineurred except for productive pur- 
poses. 

“The future demand for corn depends 
on many things, most important of 
which is the demand for meat. If in- 


creasing supplies of meat, especially 
pork, are required for our own use and 


for export, then our corn production 
must be increased, as we can not grow 
enough meat to supply an enlarged de. 
mand with our present production of 
COPD 565.605 A total production based on. 
an intelligent survey of world require. 
ments, together with economies result- 
ing from better seed and cultural 
methods, and improved marketing or. 
ganized in reference to seasonal supply 
and demand, will go far to prevent 
future crises for the corn grower.” 
Copies of the United States Depart- 
ment of Agriculture 1921 Year Book 
may be obtained upon request to your 
local Congressman at Washington, D. ¢, 


A SAVINGS CONTEST IN 
LIGHTER VEIN 


66? FY HE Gumps” and “The Googles” 
are warring against each other 
at the Liberty Central Trust Company 
of St. Louis, but the occasion is not a 
fancy dress ball. It is a real and earnest 
savings contest, with the goal of 3,000 
new savings accounts set by the contest 
committee. “The Gumps” and “The 
Googles” are two leagues, within which 
there are sixteen teams, consisting of 
one captain and twelve members each. 
The contest was opened recently, and 
will continue for three months. 
Results of the contest are being posted 
daily in the employes’ cafeteria main- 
tained by the bank, Captains and mem- 
bers of the three highest teams will re- 
ceive awards, and cash awards will be 
made to individuals scoring the highest. 
J. L. Johnston, president of the bank 
said: “It has been thought for a long 
time that in an institution such as ours, 
having for its primary object the sale of 
financial service, something should be 
done to bring those employes not in the 
selling organization into closer touch 
with the vital essentials of our business. 
This is the second annual contest in our 
bank, and because of the splendid re- 
sults secured last year, I believe that 
our employes will even pass this goal. 


A new business and publicity depart- 
ment will soon be opened by the Rock- 
ford National Bank Rockford, Illinois, 
and will be in charge of E. C. Carey, 
formerly head of a similar department 
in the Relianee State Bank of Chicago. 

The new department at the bank will 
have charge of all publicity work, will 
supervise the task of encouraging the 
deposit of savings in this bank, will 
help further the trust department bus- 
iness and otherwise promote the il 
terests of the banking institution. 


John G. Rodgers, vice-president of 
the Pennsylvania Railroad has been 
elected a director of the Continental 
and Commercial National Bank, of 
Chicago, succeeding F. A. Hardy, who 
resigned. 
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tutions and the center 
of commercial banking 
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a THIS BANK ANSWERS THE 
PUBLIC’S QUESTIONS 
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REPRESENTING THE 


Financial Publishers’ 
Association 


Philip J. Syms, of New York, and Howard W. Dexter, of 
Chicago, represent the banking journals composing the Financial 
Publishers’ Association. 





PHILIP J. SYMS HOWARD W. DEXTER 
150 Nassau St. 506 Monroe Bidg. 
New York Chicago 


These men are at the service of all advertisers and prospective 
advertisers who are desirous of presenting their messages to the 
bankers of the nation through the only list of monthly banking 
publications which are members of the Audit Bureau of Circu- 
lations. 


When you advertise in financial journals which are members of 
the Financial Publishers’ Association, you are assured of maga- 
zines which: 


. Are members of the Audit Bureau of Circulations. 

. Are dominant in their respective territories. 

. Are independent and not Association journals. 

. Maintain their card rates with all advertisers. 

. Are all monthly publications. 

. Have the same page size—7 x 10—three columns to the page. 


. Have same closing date—the 20th. 


contnwntrfk ww 


. Have same mailing date—the Ist. 
MEMBERS OF THE 
Financial Publishers’ Association 


BANKERS MONTHLY NORTHWESTERN BANKER 
Chicago Des Moines 
MID-CONTINENT BANKER SOUTHERN BANKER 

St. Louis Atlanta 


TRANS-MISSISSIPPI BANKER 
Kansas City 





RESEARCH department that an. 

swers people’s questions, is the 
latest service idea originated by the 
Hibernia Bank & Trust Company, New 
Orleans, Louisiana. Although the de. 
partment has been functioning for three 
years it is only very recently that the 
bank has reached the point where, be- 
cause of completed data and research 
facilities, the public has been invited to 
share in this department. 

Statistics from various civic institu- 
tions, as well as weekly, monthly and 
annual reports from trade and govern- 
ment sources, are received here, cata- 
logued in a file, and arranged so that 
it is quickly available for outsiders, as 
well as various departments and officers 
of the bank. 

A pamphlet describing the research 
facilities of the bank has been prepared 
and distributed to customers of the bank, 
as well as visitors within the bank's 
doors. The pamphlet is headed “Ask 
the Hibernia Bank.” It opens with a 
reported conversation in which a cus- 
tomer asks the figures on the exporta- 
tion of staves from the port of New 
Orleans for the past year, and receives 
the correct answer. Typical questions 
asked of the research department dur- 
ing the day are also cited, and a close- 
up of the research file is given, enumer- 
ating various of the subjects classified 
alphabetically in the department. Di- 
rectories of principal cities are also 
maintained, so that customers may learn 
eorrect names and addresses of those in 
other cities with whom they wish to 
communicate. 


Danger of Hasty Expansion 

Accumulation of exceptionally large 
bank reserves offers unusual temptation 
for people to speculate and to engage 
once more in the practices which make 
for inflation. The situation is being 
well handled, however, and at the 
moment there is nothing to indicate that 
the Wall Street loan account will be 
expanded in a dangerous way, beyond 
reasonable limits, all things considered. 
But the fact that the supply of loan- 
able funds is relatively so large exposes 
the country to the dangers of extra- 
ordinary speculation and the sort of 
hasty expansion which frequently brings 
about money market disturbance. With 
the further improvement in business and 
with progressive increase in industrial 
activity, it stands to reason that this 
danger will be gradually eliminated 
through the absorption of funds by 
commercial borrowers and those it 
charge of great corporate enterprises. 
The situation has many strong features 
and, while all is not clear sailing by 
any means, there is no doubt that the 
strong points out-number the weak 
points. 
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UNDERWOOD 
Bookkeeping 
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UNDERWOOD TYPEWRITER CoO., INC., Underwood Building, New York 


0 


Name 


LD figures are treacherous fig- 

ures. Last week’s accounting is 
a matter of record—not an index of 
today’s condition. 


Books kept on the Underwood 
Bookkeeping Machine are rarely 
more than a day, often less than an 
hour, behind the last transaction. 

Ledgers, for instance, are kept in 
perpetual balance. A trial balance can 


Take the Ledger out of 
“the Shadow of the Pen” 


be struck almost automatically when- 
ever desired. Statements are ready 


for mailing on the last day of the 


month—without overtime. 


Think of the advantages in econo- 
my for the bank, better working con- 
ditions for employees, and better 
service to customers that result from 
Underwood accounting — accounting 
taken ‘‘out of the Shadow of the Pen’’. 


Executives will be interested in ‘‘Taking Industry Out of the 
Shadow of the Pen’’. A copy will be sent on request. Write to 


Underwood Typewriter Co., Inc., Underwood Building, New York 


Branches in all principal cities 


~ MACHINE 


Send Underwood Bookkeeping Machine 


Oo Send a copy of “Taking Industry 
representative from nearest branch office out of the Shadow of the Pen”. BM 
Address 
Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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SAVINGS DEPOSITS IN 
NATIONAL BANKS 


VIDENCE of increasing prosperity 

and thrift of the public is reflected 
in the reports received by Comptroller 
of the Curreney Crissinger, from na- 
tional banks relating particularly to the 
number of savings accounts and savings 
deposits in these associations on June 
30 last. 


These reports show that there were 
5,782 national banks in the continental 
United States carrying savings accounts 
or operating Savings Departments and 
that they were custodians of $3,046,- 
054,000 savings deposits credited to 8,- 
873,327 depositors, to whom the banks 
were paying interest at an average rate 
of 3.75 per cent. These figures (rep- 
resenting the greatest amount of de- 
posits of this character, ever reported 
by national banks,) compared with June 
30, 1921, show an increase of 162 in 
the number of banks, which are featur- 
ing this elass of business, an increase of 
764,085 in number of depositors, and 
an increase of 88,499,000 in savings 
deposits. The average rate of interest 
paid on savings deposits for the two 
years remains practically the same. 

The inereases noted do-not fully 
express the differences between the two 
dates, by reason of the fact that in the 
returns for June 30, 1922, all savings 
deposits were excluded which did not 
come within the characterization of sav- 
ings deposits as defined by the Federal 
Reserve Board. There are many na- 
tional banks having savings accounts 
that do not require 30 days’ notice of 
withdrawal, returns from which were 
included in the 1921 summary, but not 
in the 1922. 


The eastern states rank first in the 
number of savings depositors and 
amount of their deposits, with 1,159 
banks, 3,229,508 depositors and $1,196,- 
300,000 deposits. The middle western 
states are second in number of depos- 
itors and amount of deposits with 1,720 
banks, 2,619,410 depositors and $733,- 
873,000 deposits. The Southern states 
rank third with 933 banks, 1,332,389 
depositors and $469,494,000 deposits. 


In connection with the foregoing, it 
is well to note that the total of all 
classes of deposits in National banks 
reached the highest point December 31, 
1919 when they stood at $17,866,413,- 
000. On that date total individual de- 
mand deposits amounted to $10,325,- 
162,000, and time deposits, including 
postal savings deposits, $3,139,542,000. 
The abstracts of reports of each suc- 
cessive call, with exception of May 4, 
June 30, November 15, 1920, and June 


30, 1921, show demand deposits steadily 
decreased up to and including Sep- 
tember 6, 1921, when they amounted 
to $8,352,756,000, since which time the 
returns show a variation in amounts, 
but on June 30, 1922, they had in- 
creased to $9,152,415,000. During these 
two and one half years, time deposits, 
ineluding postal sayings deposits, almost 
steadily increased in volume and 
amounted on June 30, 1922 to $4,111,- 
951,000, the greatest amount of time 
deposits ever reported by the National 
banks. The inerease in the amount of 
time deposits between December 31, 
1919 and June 30, 1922 was $972,409,- 
000, while the increase between June 30, 
1921, and June 30, 1922 was $416,145,- 
000. It will be seen, therefore, that the 
tendency to save is steadily increasing. 


Mechanics Bank Adopts New Plan 


The Worcester Mechanics Savings 
Bank, Worcester, Massachusetts, has 
adopted a new savings insurance plan 
whereby depositors may combine the . 
advantage of a life insurance policy 
with systematic savings. Depositors 
may apply for a $1000 policy and main- 
tain it through regular payments of 
stated amounts. The amounts to be 
paid vary with the age of the insured. 
The insurance is straight life but at the 
end of ten years the depositor may sur- 
render his policy and receive approx- 
imately $1000. If he should die at any 
time during the life of the policy the 
beneficiaries would receive the face of 
the policy ($1000) and also the total 
amount of money accumulated in the 
savings account. 


The First National Bank of Batesville, 
Arkansas, secures an extended charter 
for a period of 99 years. 


Extensive alterations are being started 
on the Ogdensburg National Bank, 
Ogdensburg, New York. 


The ten States (Reserve cities and country banks combined) 
reporting the largest amount of savings deposits (together with the 
number of banks, number of depositors and the aggregate amount of 


individual deposits) are as follows: 


State 
(Reserve cities and 
country banks) 


No. of 
banks 


No. of 
depositors 


Total individual 
demand and time 
deposits 


Amount of | 
savings deposits 





Pennsylvania. . 779 


1,629,259 


$522,807 ,000/$1 589,847,000 


New York....| 421 
New Jersey...| 208 
Illinois 403 
Ohio 277 
Massachusetts.| 115 378,687 
California. .- 223 213,522 

116 315,734 
Virginia 161 292,176 
Wisconsin 146 330,018 


| 
| 


935,340 
469,196 
585,318 
535,878 


388,715,000 
198,450,000 
157,130,000 
148,408,000 
141,484,000 
132,302,000 
123,421,000 
100,636,000 

83,119,000 


3,069, 155,000 


474,126,000 
858,059,000 
579,678,000 
669,787,000 
611,268,000 
308,015,000 
230,001 ,000 
245,301,000 


The ten reserve cities reporting the largest amount of savings 
deposits (together with the number of banks, number of depositors 
and the aggregate amount of individual deposits) are as follows: 


City No. of No of 


depositors 


187,346 

198,465 

35,930 

33,788 

117,482 

52,044 

32,801 

65,305 

9 64,478 
San Francisco.. 4 34,671 


Los Angeles. . . 


Pittsburgh. ... 
Boston....... 


Limits. 


Amount of 


savings deposits 


Total individual 
demand and time 


deposits 


$71,826,000) $2,297 ,526,000 


43,866,000 
37,667,000 
28,808,000 
27,730,000 
27,453,000 
25,828,000 
24,876,000 
22,198,000 
21,721 a 


489,178,000 
135,863,000 
85,622,000 
147,461,000 
223,302,000 
362,900,000 
64,981,000 
85,486,000 
205,485,000 


*Includes Central and other Reserve city banks within the City 
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© rettowcraFts PHOTO SHOP 


How $5000.00 Saved 


Three-Quarters of a Million 


N the above letter, the Tax Commissioner 
of the State of New York tells how an 
investment of $5000.00 in Monroe Calculating 


Machines resulted in a saving of three-quarters . 


of a million dollars. 


And not alone New York State. Business 
houses the country over and various depart- 





See mes awe] ewe eee a ae ee = ell 
Offices rendering Monroe service at all Principal Points in I 
the United States and Canada and throughout the World 





Monroe Calculating Machine Company, 
Woolworth Building, New York City 


Without obligation (check items desired): 
) Send your folder describing the new Monroe. 
}) Arrange for demonstration in our office on our work, 


Firm Name. 
My Name. 
Address 
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ments in many other state governments as well 
as foreign governments have recorded equally 
interesting experiences with the Monroe. 
Within the past month, the Illinois State 
Highway Department made an additional in- 
Stallation of nine Monroes— itself a splendid 
tribute to Monroe service. 


Today progressive business houses and in- 
stitutions throughout the world, large and 
small alike, have learned the usefulness of the 
Monroe and taken advantage of its superior 
features— its remarkable ease and simplicity 
of operation, its first-time proof of accuracy. 


Wherever there is figure-work to be done, 
the Monroe will save time, money and costly 
mistakes for you. Its value may be determined 


right in your own office without the slightest 
obligation. 


Made in three sizes: 20, 16 and 12-place 
Capacities. 


Ask for a free trial by using the coupon 
below. 


Calculating Machine Company 


General Offices: Plant: 
WOOLWORTH BUILDING, N. Y. ORANGE, N. J. 
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George “knew all about it.” 
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“LETTING 
DO IT?” 


He knew 


how to pass on credits and the directors 
let him do it—until the smash came 


By CHARLES H. SMITH 


LITTLE over two years ago the 

“Old Director’—as I prefer to eall 
him—sat in my office telling me about 
his bank. It was not a large bank, the 
capitalization being only $35,000, with 
$17,000, surplus and the deposits around 
$650,000, but it was a very “aeccomodat- 
ing’ bank with regards to its service. 
The hours the bank was open—it closed 
at 8 P. M. Saturady nights—gave all 
classes of people a chance to patronize 
it. The personnel of the force behind 
the two wickets was composed of cour- 
teous, obliging folks—folks that you 
just naturally liked to do business with. 
And the people of the community 
seemed to like to patronize this bank. 
Altogether it appeared as if the bank 
had a bright future. 


“Got a thousand dollars in my pocket 
book,” the old director confided to me, 
“and I’m going down to the bank and 
deposit it. I own a thousand dollars 
worth of stock there and I just wish I 
could spend the money for another 
thousand dollars worth. But nobody 
wants to sell. And so I guess I’ll de- 
posit it for a while—until I find an- 
other place to put it.” 

“How is the bank progressing?” I 
inquired. 

“Fine!- Couldn’t be better,” he de- 
clared enthusiastically. “We have so 
much business that we ean’t hardly 
handle it. More loans than we know 
what to do with. Did a fine business 
last year. Paid a dividend of forty per 
eent—and that’s a pretty good business 
that will do that, you know. I just 
wish I had more stock in it.” 

“Why don’t you increase your capital- 
ization?” I asked. “That would take 
eare of some of your increase in bus- 
iness.” 

“We've been thinking about that,” 
he replied, “we talked it over at the last 
directors’ meeting and I think we will 
increase it to $65,000, to take care of 
the business.” 


Sounds like a fine story of a growing 
institution up to this point, doesn’t it? 
But something unfavorable came into 
the conversation right here. I was in- 
terested in this growing business. So 
I asked the old director: 

“Are you on the loan committee?” 

“Yes. We've got two committees. 
One watches loans on city property and 
the other for country property. I’m 


on the country property committee.” 

“How often do you meet and pass on 
credits ?” 

“Well”—he hesitated uncertainly— 
“we leave that pretty much to George. 
George knows all about that. He’s the 
best cashier in Somerset County. Knows 
everybody and what everybody is worth. 
Used to be register of deeds down to the 
Court House and he knows all about 
every piece of property in the county. 
If anybody wants to borrow some 
money they go to George. We don’t 
bother much about that. He knows 
more about what a man’s worth than 
we do anyway.” 

“Does the other committee leave every- 
thing in George’s hands also?” I asked 
interestedly. 

“Yes—I suppose they do. He’s right 
there at the bank all the time and if 
anybody comes in for some money he 
tends to it. George is all right. Knows 
everybody and there’s no danger of his 
making any mistakes.” 

“That may all be true,’ I replied, 
“but don’t you think that the regular 
loan committees ought to pass on new 
eredits? Aren’t you placing an immense 
amount of confidence in one man?” 

“Well, yes, we are,” he admitted re- 
luctantly, “but George is all right. 
Nothing will ever go wrong with him in 
charge.” 

Exactly six months later the Old 
Director’s bank closed its doors with a 
shortage running into the hundreds of 
thousands because of bad loans. 
George, the cashier, eventually landed 
behind the State prison bars for seven 


. years—but not through making shaky 


loans. The Old Director who had some 
twenty thousand dollars worth of real 
estate, bank stock and eash has lost 
everything and is trying to raise enough 
money to pay his share of the deficit in 
the bank’s assets so that the depositors 
will lose nothing. The unlimited co- 
partnership clause in the bank’s by-laws 
makes him—and all other stockholders— 
liable for all legitimate claims against 
the institution. Thus within a few 
months the Old Director—and many 
other stockholders—was reduced from 
a condition of modest competence to 
one of indebtedness. And what was the 
cause? Upon whom should the blame 
fall? 

At first thought it might seem that 
the one person at fault was George, the 


cashier—but was he? It is quite true 
that he exceeded his authority in 
making new loans—but he was en- 
couraged in doing this by the directors, 
by the very members of the loan com. . 
mittees. He notified them when new 
loans were to be made from time to 
time but the members of the committees 
usually failed to meet and pass on the 
applications. They were for the most 
part busy farmers and merchants—and 
they didn’t have time to pass on the 
loans, they thought. Besides, George 
would take eare of everything all right. 
And so they “let George do it”—with 
the result that for every dollars worth 
of stock they owned they were compelled 
to raise ten to pay off depositors. 

Are you a stockholder in your local 
bank? Or perhaps a director? It may 
be that you are a member of one of 
your loan committees—rural credits or 
city credits. If so are you letting 
George do it? Or are the members of 
the committees meeting regularly and 
passing on loans in a proper manner? 
You may have the best cashier in the 
state—the Old Director thought ‘George 
was the best’—but even so don’t leave 
him with too much responsibility in 
passing on new loans. With persons 
who have established their credit this is 
perfectly proper in a great many in- 
stances but with new business the com- 
mittee should certainly take the re- 
sponsibility in passing upon it. 

There is a strong tendency among 
farmers and some merchants who are 
directors in their local banks to avoid 
all duties connected with their respon- 
sibility. They seem, in a great many in- 
stances, to delegate their duties to the 
cashier or to anyone, in fact, who will 
shoulder them. To this kind of stock- 
holders the lesson the Old Director 
learned ought to be a warning. Not 
many banks have the unlimited co- 
partnership clause in their plan of or- 
ganization but even without this any 
loss is certainly undesirable and ought 
to be guarded against. Don’t leave 
everything to “George.” 


A plan for the payment of death 
benefits to the dependants of its em- 
ployes has been adopted by the Pullman 
Company of Chicago, and is described 
in the current number of Pullman News 
by E. F. Carry, President of the Com- 
pany. It will apply to all employes 
with a salary of $3,000 a year or less 
who have been in the company’s employ 
for a year or more. There will be no 
cost whatsoever to the employes who, 
on application, will be: insured by the 
company for a full years’ salary not 
to exceed $2,500 or to be less than $500. 
The plan includes an unusually liberal 
allowance for lapses in the service of 
employes through illness or through 
lay-offs. The Pullman Company will 
earry this insurance itself. 
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California. 


Solicitation 


Personal solicitation is the most econom- 
ical way to get new savings deposits in 
quantity, because under this plan you get 
what you pay for and pay for only what 
you get. 


Corporation have always shown a satisfac- 
tory initial deposit, and their subsequent 
development and mortality rate have always 
been more favorable to the bank than that 
of the average savings account. 


Cultivation 


The bank which gives its customers a 
steady sense of relationship to it is the bank 
that gets full value out of every account it 
secures. Unless you are cultivating your 
present customers, you are letting your 
most fertile field lie fallow. 

The Bankers Service Corporation supplies 
cultivation material for customers in a 
highly efficient form. It talks increased 
bank use, not merely thrift. It says to all 
customers what the banker would say per- 
sonally to each of them. It goes after 
results and gets them. 


Developing Trust Business 
The Bankers Service Corporation Cam- 
paign for Trust Prospects shows the result 


OFFICERS 


CARLISLE H. BALDWIN, Chairman of the Board 
ROBERT B. NISBET, Jr., President 


GEORGE J. BAILEY 
W.A. LEONARD - - 











Accounts placed by the Bankers Service: 





A Well Rounded Service 
That Produces 


More Business 


For Your 


BANK 


A specialized agency that can assist in the sort of salesmanshi 
required to increase the business of your bank is the Bankers 
Service Corporation of New York. 


Its recognition among bankers is based on fourteen years’ 
successful service to large and small institutions from Maine to 


Here are some of the important branches of its service— 


of intensive study and long practice in solv- 
ing Trust Department problems. Every 
item of this campaign is a readable and 
memorable piece of information on how to 
protect an estate. In connection with it is 
offered a comprehensive advisory service 
on mailing lists, cooperation by other 
departments, personal follow up, and indi- 
vidual solicitation. 


New Business Service 


The Bankers Service Corporation is pre- 
pared to give professional assistance in the 
organization of reorganization of a bank’s 
New Business Department, including central 
customer file, mailing lists, solicitation 
plans, development of leads, cooperation by 
stockholders and directors, and employee 
training. . 


In the capacity of advertising agent the 
Bankers Service Corporation takes respon- 
sibility for professional service in connec- 
tion with budget preparation, idea creation, 
copy writing, art supervision, and the pro- 
duction of finished matter. We also act as 
placing agent for advertising in publications 
of all kinds. Onur advertising service rec- 
ommends itself to bankers because every 
item of it is based on practical banking / 
experience, as well as advertising skill. 


4 ¢ Bankers 
Z Service 


19-21 Warren St. 
New York City 


The Bankers Service Corporation 77 .c7y*" 
19 and 21 Warren Street . 


New York City / send us specimen campaign 


Without obligation, please 


for Trusts, Savings Accounts, 
Commercial Accounts. 


ROBERT GREIG, 1st Vice-Pres. G. PRATHER KNAPP -  Vice-Pres. 
HARRY C. GRAHAM - Vice-Pres. MARK A. HANNA ~~ -  Vice-Pres. 
- Vice-Pres. J.V.VIRGIN - - - Asst. Secretary 
THOMAS L. FARRAR -  Vice-Pres. GEORGE F. TAYLOR - __ Treasurer 
- Vice-Pres. GEORGE T. KIMBALL, Asst. Treas. 
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WATCH THE LAW 


In handling deposits of minors, bonded 
employes and joint deposit accounts, banks 


should be 


cognizant 


of legal 


practice 


By LESLIE CHILDS 


ERHAPS no branch of 

banking that demands more eareful 
attention than that involved in the 
handling of the deposits of minors. 
This is true because the rights of this 
class of depositors are scrupulously 
guarded by the courts and a bank is 
held to the strictest accounting in pay- 
ing out from such accounts. It follows 
that in making payments from a minor’s 
account the bank for its own protection 
should be very certain that such pay- 
ments are made only to a person legally 
qualified to receive them. 

And in this connection it is worthy 
of note that a bank should not place 
too much reliance in the authority of 
the person who makes a deposit in the 
name of a minor; in other words the 
mere fact that a person assumes to act 
as the guardian of a minor, makes de- 
posits in the latter’s name, and perhaps 
retains possession of the minor’s de- 
posit book, or certificate of deposit, will 
not justify the bank in honoring drafts 
upon the minor’s account drawn by 
such a person. Before a bank is justi- 
fied in honoring such a person’s request 
for payment it should in addition be 
very sure that such person is the legal 
guardian of the minor in question; 
otherwise it is possible that the bank 
may thereafter be called upon to re- 
place every penny drawn from such 
minor’s account, by one who merely 
assumed to be the latter’s guardian. 

The danger to a bank in not being 
sure of the authority of the one who 
thus assumes to act as the guardian of 
a minor, in the conduct of the latter’s 
bank account, is illustrated in a number 
of well considered cases. Of these 
eases McMahon vs. German-American 
National Bank, III Minn. 313, is per- 
haps one of the most interesting and 
instructive the books contain. The facts 
in this case were, briefly stated, as 
follows. 


there is 


Money Deposited to Credit of Minors 

A lady received $2,000 insurance 
money upon the death of her husband. 
She intrusted $1,000 of his money to a 
relative of her deceased husband named 
Tomelty with instructions to deposit 
$500 in the defendant bank to the credit 
of each of her two minor children. 
Tomelty, it appears, deposited the 
money as directed taking two certificates 
of deposit payable to the order of the 


minors or their guardian. New certif- 
icates were thereafter issued in the same 
terms except that Tomelty was added as 
the guardian, thoug! as a matter of fact 
Tomelty was never legally appointed 
the guardian of the children. 

Tomelty then retained possession of 
the certificates, and thereafter drew the 
money from the bank. Following this 
Tomelty became bankrupt, and the in- 
stant action was started against the 
bank by the minors, through their 
guardian, for the recovery of the money 
paid to Tomelty. 

Upon the trial of the cause it was in 
evidence that when Tomelty deposited 
the money to the credit of the minors 
he stated he was depositing the amounts 
as the guardian of the minors. There- 
after when the money was paid to 
Tomelty he surrendered the two certif- 
icates, and, according to the bank’s 
viewpoint, it was understood between 
the parties that Tomelty was the guar- 
dian meant in the certificates of deposit 
which provided that the money should 
be paid to the minors or guardian. 
The question then involved was whether 
or not the bank had _ diseharged 
its obligations by paying the money 
to Tomelty upon the surrender of the 
certificates. The case reached the Min- 
nesota supreme court on appeal and in 
passing upon the issues it was, in part, 
said: 


Payment Held Unauthorized 

“Tt is elementary that payment must 
be made to someone authorized to re- 
ceive it. Payment to a person having 
no right to receive the money does not 
discharge the debt. * * * Ostensible 
authority, attributed to a party to 
whom is intrusted an instrument to 
secure the payment of money, permits 
payment to be received only according 
to the terms of that instrument. * * 
The bank could not pay the money to 
the minors because of their defect of 
capacity. It would pay the money only 
on the order of the guardian. The 
burden rested upon the bank to find out 
whether or not Tomelty was in fact the 
guardian, deriving his authority from 
the action of a competent court, evi- 
denced by a proper record. * * * 

“In point of fact, Tomelty had never 
been appointed guardian, and had no 
actual authority to receive payment on 
the certificates. The fact that subse- 
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WHERE A BANKER MUST 


quently to the original transactions the 


bank issued different certificates, in 
which Tomelty’s name appeared, did not 
alter the legal obligations of the parties, 
In this particular matter the fact that 
the beneficiaries of the gift were minors 
is significant. The fact serves to dif- 
ferentiate many cases to which we are 
referred, because the minors could not 
be stopped by the subsequent dealings 
of the parties with the original certifi- 
cates. * * * The conclusion follows that 
the bank paid out its own money to 
Tomelty, and not the money of the 
minors and that plaintiffs were entitled 
to recover.” 


The facts of the foregoing case are 
out of the ordinary and yet they depict 
a situation that may upon occasion arise 
in any bank. The reasoning of the 
court is unquestionably sound, and its 
holding, in the light of the facts in- 
volved, is in accord with the weight of 
authority. The holding then becomes 
one of great value to every bank official 
having charge of accounts placed to the 
credit of minors, for it illustrates in a 
striking manner the importance to the 
bank of being absolutely sure of the 
authority of one assuming to act as 
guardian of such minors in drawing 
upon their accounts. 


* * & # 


- the banker, or bank executive, en- 
trusted with the duty of supervis- 
ing the bonding of his institution’s 
employes, certain legal phases of this 
form of insurance become of great im- 
portanee. And, in this connection, one 
of the most vital points has to do with 
the checking up, or auditing, of each 
bonded employe’s work, so that, in the 
event of a shortage, discovery may be 
made and notice given to the bonding 
company in accordance with the provi- 
sions of the bond. 

This for the reason that as a general 
rule bonds of this kind provide a time 
limit in which a default must be dis- 
covered and the surety notified. If then 
the default is not discovered and the 
notice is in consequence not given, 
within the time stipulated in the bond, 
the surety may be relieved of liability 
upon the bond altogether. 


And further, bonds of this class 
usually place the burden of discovering 
a default squarely upon the bond. It 
follows that the bank is bound to make 
discovery of any default within the time 
limit of the bond, and as a general rule 
the fact that a dishonest employe has 
successfully concealed his wrong, until 
after the bond has expired, cannot be 
relied on as an excuse for non-discovery 
by the bank. 


The application of this rule of con- 
struction is illustrated in a number of 
decisions among them being Lyons Vs. 
National Surety Company, 243 Mo. 607, 
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“Saving at the Spigot’’—etc. 


SSETS three times the liabilities; a well-balanced line of standard 

A equipment used by farmers; and a strong selling organization, backed 

by adequate advertising. These were the elements of strength in a 

large and prosperous business when unusual capital requirements forced it 

into the hands of receivers. 

The volume of business was the largest in the history of the company. 

Satisfactory profits had been earned for many years. No one considered 
the difficulty more than temporary. 


Determined to reduce expenses, the new management representing credi- 
tors radically changed the policy of the concern. Salesmen were laid off; 
advertising was canceled. The receivers proposed to run the business with- 
out selling or advertising expense, thus effecting, they believed, a great 
saving. But they were “saving at the spigot.” 

Additional borrowed money was used to convert a large stock of raw ma- 
terials into finished products. The warehouses soon became jammed with 
manufactured goods. 

The receivers, although unfamiliar with the business, were still unwilling 
to accept the advice of the old management. Various selling schemes were 
tried; not one gave any real relief. Now, with their sales organization 


shattered, they find themselves ill equipped to take advantage of improved 
business conditions. 


They saved at the spigot 
but wasted at the bunghole 


Selling expense, including ade- 
quate advertising, is a legitimate 
cost, as necessary as raw material 
and labor. 


THE COUNTRY GENTLEMAN, with 
its weekly circulation of more than 
800,000 copies, reaches the most 
progressive and influential farmers, 
East, West, North and South. It 
is also effective in reaching the 
country dealers who control the 
channels of distribution. 


The trained market investigators 
of THE COUNTRY GENTLEMAN staff 
report that the better farmers are 
now buying freely. They are mak- 
ing improvements long delayed. 
Farmers’ families are renewing their 
wardrobes and refurnishing homes. 

Men who are responsible for the 
policies of manufacturers should 
see to it that this great farm mar- 
ket is not neglected in sales and 
advertising plans. 


The COUNTRY 
GENTLEMAN 


The Curtis Publishing Company, Independence Square, Philadelphia, Pennsylvania 


The Country Gentleman The Saturday Evening Post The Ladies’ Home Journal 
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IN DETROIT 


New construction during 
the first nine months of 1922 
totalled $71,158,914, indicat- 
ing a total for the year of 
nearly $100,000,000 
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Upon the trial of the cause in the 
lower court a judgment was rendered 
in favor of the receiver. The surety 
company carried the case to the Mis- 
souri Supreme Court where in review- 
ing the record in the light of the terms 


ay ot the bond and the facts involved it 
“*) was, in part, said: 














“The bond plainly obligates the surety 
company to make good to the bank any 
loss sustained by reason of the dis- 


=u honesty of the cashier during the term 























Your banking transactions 
in this prosperous commu- 
nity can be most effectively 
handled through The Peoples 


State Bank. 


Capital, Surplus and Undivided Profits over $14,000,000 


RESOURCES OVER ONE HUNDRED MILLION DOLLARS 


THE PEOPLES 


DETROIT, 





147 S.W. 778. The facts in so far as 
material to this discussion being sub- 
stantially as follows: 


Default by Cashier Concealed 
One Lewis, a bank eashier, was 
bonded by the National Surety Com- 
pany. The bond was for a term of one 
vear, and contained among other things 
the following stipulation relative to the 
time in which losses must be discovered 
to hold the company liable on the bond. 
“The company hereby undertakes 


and agrees to and with the employer 
that it will, * * * at the expiration of 
three months next after proof * * * 
inake good and reimburse to the em- 
ployer such pecuniary loss of money, 
loss shall be discovered 


o © © which 





STATE BANK 


RESERVE B. 


MICHIGAN 





during said term or within six months 
thereafter and within six months after 
the determination of this obligation.” 

Thereafter, Lewis, the cashier, embez- 
zled a large sum from the bank, but he 
suecessfully concealed this from his 
superiors. The bank was later taken 
charge of by a receiver who uncovered 
the dishonesty of Lewis, but this was 
about three years after the term of the 
bond had expired. 

The receiver however gave notice to 
the surety company; the latter denied 
liability on the grounds among other 
things that the discovery had been made 
too late; the receiver thereupon filed 
the above styled action in an attempt to 
force payment from the surety company. 
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« of the bond * * * ‘which losses shall 

















this obligation’. The term of the bond 
ended November 14, 1903, and as the 
discovery of the loss was not made 


m until January, 1906, it is obvious that 


it was not made during the term of the 
bond or within six months _ there- 
attic.” * 9" 

The court then addressed itself to the 
apparent contention of the receiver that 
as the dishonest acts of the cashier were 
not sooner discovered because of his, 
the eashier’s, concealment of his fraud 
the bonding company should still be 
liable as notice was given and the action 
begun as soon as the default of the 


cashier was discovered. In reply to 
this argument it was, among other 


things, said: 


What the Court Decided 


“Tt is no answer to say that the cash- 
ier, Lewis, fraudulently concealed his 
dishonesty, and thus prevented a dis- 
covery within the time fixed by the bond. 
Dishonesty on the part of a bank official 
will always be attended with conceal- 
ment. The fraud of Lewis in conceal- 
ing his embezzlements is no more to be 
charged to the surety company than to 
the bank. Indeed, not so much; because 
of the terms of the bond the duty is 
imposed on the bank of observing and 
reporting any misconduct on the part 
of the eashier. * * * The contract, as 
made by the parties, provides that the 
surety must pay the loss if discovered 
within the time stated. There is no 
liability unless it is so discovered. * * *” 

After some further discussion the 
court concluded by reversing the judg- 
ment rendered in the lower court. Hold- 
ing, as outlined in the opinion, that in 
the light of the provisions of the bond 
and the evidence, there was no liability 
on the part of the surety company to 
reimburse the bank on the bond. 

The foregoing decision, while not the 
latest on the point, is perhaps one of 
the clearest both in the facts involved 
and the reasoning of the court that the 
books contain. It is indeed a valuable 
case, and illustrates in a striking manner 
the importance to the banker, or bank 
executive, of careful and frequent 
supervision of the accounts of his 
bonded employes. For, as illustrated 
in this Missouri ease, if this is not done 
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A Summary of Seven Services 


(1) Credit and 
Commercial 


Paper: 


Transferring 
Funds with ° 
Speed: 


Collection of 
Notes, 
Drafts, Etc.: 


Employment 
of Surplus 
Funds: 


(5) Foreign Trade, 
Travel 
Remittances, 
Collections: 


ey. (6) Transit: 


Handling 
Securities 
for 
Correspondents: 


The Credit Department of this Bank has a vast 
amount of information at hand and ample facilities 
for “checking credits.” It purchases high-class 
commercial paper for correspondents; safeguards 
it; credits or remits proceeds when paid. 


Our object here is to make funds available for use 
at any desired place in the shortest possible time. 
Remote points speedily reached by wire or cable. 


This Department, supplemented by a large num- 
ber of correspondent banks, makes possible the.ex- 
pert handling of local and out-of-town collection 
items. Our own traffic expert locates shipments. 


This Bank is experienced in keeping its customers’ 
surplus funds profitably employed. The customary 


interest on deposits thus is often susceptible of 
increase. , 


Our Foreign Department meets every requirement 
of international business, including Foreign Ex- 
change, Transfer and Collection of Funds, Trade 
and Credit Reports, Travelers’ Cheques, Commer- 
cial and Travelers’ Letters of Credit. 


Main-line and by-way transit service by a highly 
organized department composed of 300 trained 
employees under expert and experienced manage- 
ment makes possible the greatest saving of time 
and interest. 


Our services include the purchase, sale, and safe- 
keeping of Treasury certificates,Government bonds, 
and other securities, giving reliable information, 
and speedy execution of all transactions. 


Bankers are cordially invited to investigate these 
services and subject them to the most rigorous test. 


The CONTINENTAL and 
COMMERCIAL 


BANKS 


CHICAGO 
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the bonds covering such employes may, 
in the event of loss, become indeed but 
a “serap of paper.” 

**s # @ 


ERHAPS in the majority of cases 

the withdrawal of money deposited 
on a joint account is governed by a 
special agreement between the bank and 
the joint depositors. Certainly the bank 
in accepting a joint deposit should have 
an understanding with all of the depos- 
itors relative to how, and upon whose 
order, withdrawals may be made; in such 
event it follows that the bank has but 
to observe such an agreement to be 
fully protected in its payments. : 

However, in the absence of such an 
agreement it seems, by the weight of 
authority, that withdrawals from a 
joint account require the assent of all 
the depositors. It follows that the 
bank may be running considerable risk 
then if it honors a check upon such an 
account drawn other than by all such 
depositors. The application of this 
point in banking law is illustrated in an 
interesting manner in Gish Banking 
Company vs. Leachman, 163 Ky. 720. 
The facts of the case were many and 
involved but in so far as material to this 
discussion were as follows: 

Samuel Leachman, it appears, was 
the owner of a house and lot which he 
placed in the hands of a real estate 
agency for sale. The contract author- 
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in an attempt to recover the money paid 


izing the sale of the property was in 


writing and signed by Samuel Leach- 
mun and Lizzie Leachman, his wife. 


Check Deposited to Joint Account 

Thereafter the real estate agency 
obtained a purchaser for the property, 
and the transaction was made through 
the offices of the defendant, Gish Bank- 
ing Company. The check received in 
payment for the property amounting 
to $1,591.55, was thereupon deposited 
by the real estate agency with the de- 
fendant to the credit of S. and Lizzie 
Leachman. 

While this transaction was being con- 
summated it appears that the Leach- 
mans were living in Louisville, Ken- 
tucky. Thereafter checks made pay- 
able to Fred Woodfull, approximating 
$1,000, were drawn on the defendant 
and signed by Lizzie Leachman. These 
checks were deposited in a Louisville 
bank for collection and reaching the 
defendant in due time were paid and 
charged to the account of S. and Lizzie 
Leachman. 


Now it seems that Woodfull and the 
Leachmans were contemplating the buy- 
ing of certain property in Louisville 
jointly. However, according to the re- 
port, Woodfull after obtaining the 
money upon the checks signed by Lizzie 
Leachman left for parts unknown. The 
instant suit was thereafter instituted 
against the defendant by the Leachmans 


by the latter upon the checks signed by 
Lizzie Leachman and charged to the 
joint account of §. and Lizzie Leach- 
man. 

As noted in the beginning the faets 
and cireumstances surrounding this ease 
were many and complex. The bank 
denied that the check had been depos- 
ited to the joint account of Samuel and 
Lizzie Leachman, and stated that it had 
been credited to the account of Lizzie 
Leachman alone. This, however, was dis- 
puted and the trial court found that the 
check had been deposited to the joint 
account. Other points arose, such as 
the denial of the execution of the checks 
by Lizzie Leachman, but these may be 
passed over as not material to this dis- 
cussion. 

The trial of the cause resulted in 4 
judgment in favor of the Leachmans. 
The defendant bank carried the case to 
the Kentucky Court of Appeals, where, 
in passing upon the points raised by 
the record below in the light of the 
findings of fact by the trial court, it 
was, among other things, said: 


Bank Not Authorized 
“The deposit being made to the joint 
account of Samuel Leachman and: Lizae 
Leachman, the bank was not author- 
ized to pay out the funds upon the 
checks of Lizzie Leachman alone, and in 
doing so took whatever risk that might 
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follow as to the ownership of the fund. 
It appearing, furthermore, that Samuel 
Leachman was the owner of the fund, 
and that Lizzie Leachman had no in- 
terest in it, Samuel Leachman is en- 
titled to recover of appellant [the bank, 
defendant below] an amount equal to 
all of it, of which he did not receive the 
benefit. There is no doubt, however, if 
the bank had paid out the funds upon 
a check signed by both Samuel and 
Lizzie Leachman, it would have fully 
discharged its obligation. * * *” 

In conclusion the Kentucky Court of 


Appeals affirmed the judgment rendered _ 


in the lower court. Holding, as out- 
lined in the opinion, that the bank had 
not justified its payment of the checks 
signed in the name of Lizzie Leachman 
alone and charged to the joint account 
of Samuel and Lizzie Leachman; that 
such payment did not bind Samuel 
Leachman, and that he was entitled to 
recover his loss from the bank. 

The foregoing Kentucky case was 
earefully considered and its holding is 
believed to illustrate in a fair manner 
the weight of authority upon the point 
decided. From this holding it is clear 
that a bank should use some eare in the 
matter of honoring checks drawn by but 
one depositor to a joint account upon 
such an account; otherwise, as in the 
foregoing case, a bank may be ealled 
upon to make good any loss which may 
result to a joint depositor who has not 


assented to the withdrawal of the 
funds. 
QUESTION: “A” (farmer) sells 


“B” (stock buyer) a bunch of hogs to 
go the last fifteen days of March, verbal 
contract, no money paid down. Tues- 
day, March 28, buyer calls up and re- 
quests delivery but roads are in such 
shape delivery impossible; buyer then 
says. “I will not be at home Thursday 
or Friday, but can you deliver them 
Saturday?” Saturday, April 1, hogs 
are delivered at nine o’clock in the 
morning and payment in full made. 

Who is liable for the taxes on these 
hogs, the seller or buyer? Am asking 
this as the assessor claims the seller 
will have to pay the taxes; seller claims 
as he delivered the hogs April 1, the 
buyer will have to pay taxes as they 
were in his possession. Which one is 
right? 

ANSWER: From the facts sub- 
mitted, I would regard the transfer of 
these hogs as a sale on credit; that the 
sale took place and the title to the hogs 
passed prior to. April 1st; that the 
title having so passed, the time of 
delivery or payment does not enter into 
the question and the buyer should 
schedule the hogs as his property as of 
Ap-il 1, 1922, making him liable for 
the 1922 personal property tax payable 
next spring. At the time of the in- 
ception of the transaction the deal was 
made and the hogs were to go the last 





_—— 


Broadway stage-coach in the 1880's 


In 1883 stage-coaches still rattled 
up and down Broadway 


N 1883, the year the Sea- 
board came into existence, 
stage-coaches provided the only 


“rapid” transit on Broadway. 


A year later when a Broadway 
horse car line was proposed, a 
historian tells us ‘“—it awoke a 
horror in many minds that 
Broadway should be broken up 
and hampered with cars run- 
ning on rails which could noi 
dodge with the marvelous skill 
that the stage drivers had ac- 
quired, but must keep rigidly 


The Seaboard 


to an undeviating course.” 

Few of us appreciate to what 
extent expansion has been the 
order for the past 50 years; 
expansion of rapid transit, ex- 
pansion of the city itself, ex- 
pansion of business and banking. 

The Seaboard has been try- 
ing, we hope successfully, to 
keep a few jumps ahead, and 
to meet the expanding needs of 
expanding business with ser- 
vices as flexible as they are 
sound. 


National Bank 


OF THE CITY OF NEW YORK 


with which is combined 


The Mercantile Trust Company 


Mercantile Branch 


115 Broapway 
At Cedar Street 


Main Office 
BROAD AND BEAVER STREETS 





Uptown Branch 


20 East 457TH STREET 
Near Madison Ave. 





fifteen days of Mareh. True, this was 
a verbal contract, but binding neverthe- 
less, and the seller would not feel at 
liberty to sell the hogs elsewhere during 
the last fifteen days of March; there- 
fore, I regard it as stated above, a sale 
on credit. 

The title passes as much on a sale 
on credit as a sale for cash or as much 
as though a bill of sale were given for 
the hogs and a éhattel mortgage taken 
back for the entire selling price. The 
seller having paid the tax for 1921 this 
spring should not have to pay the 1922 
tax, giving the purchaser the benefit of 
one year’s tax. The purchaser being 
the owner of the hogs on April 1, and 
in fact for several days prior thereto, 


is liable for the 1922 personal property 
tax. 

QUESTION: We have among our 
safety deposit renters some who are 
very much in arrears, one in particular 
for nine years. We are using the form 
of receipt prescribed by the Illinois 
Bankers Association, and the time has 
come for us to take some action on sev- 
eral of these delinquents. In some in- 
stances the renters have moved away 
and we are unable to locate them. We 
wish your opinion as to whether or not we 
have full authority to force an entrance 
into these boxes after giving notice as 
prescribed on the back of the receipt. 

ANSWER: The bank has full 


. authority to force entrance into the 
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TURNING NECESSITY 
INTO A VIRTUE 


It is sometimes hard to per- 
suade your depositors that 
checks and other out-of-town 
items cost both time and 
money to collect. 


It does not always pay to 
argue. Your best plan is to 
let our Twenty-four Hour 
Transit Department convert 
your collections into cash in 


the 
All i 


No 


transfers. 


quickest possible time. 


items received at par. 


charge for telegraphic 


PHILADELPHIA 
NATIONAL 
BANK 


PHILADELPHIA, PA. 


boxes of delinquent lessees after giving 
notice as prescribed on the back of the 
receipt. 

The custom in Chicago is to open 
such boxes, put the contents in a pack- 
age and label the package and stow the 
same away where it can be had when 
the lessee or his heirs, in ease he is 
deceased, call to claim the same. The 
practice of selling the contents of the 
box does not seem to be general. The 
object of emptying the box of its con- 
tents is to place the bank or safety 
vault company in a position to rent the 
box rather than to have it non-rental 


producing. There seems to be some 
hesitancy on the part of the safety 
vault companies to actually part with 
the possession or dispose of the contents 
of such boxes without clear legislative 
authority and they have refrained from 
asking the passage of such a law for 
fear they will be put under the Ware- 
housemen’s Act or induce other legisla- 
tion which they feel will be to their 
detriment. 


I would, therefore, recommend that 
the contents be removed, placed in a 
package and labeled and the package 
stored where it can be found if called 


for by the rightful owner. Of course, 
when these contents are removed, the 
vault company is careful to have two 
or more witnesses to the transaction. 

QUESTION: Is a certificate of de- 
posit issued to a depositor payable to 
the order of self, a negotiable instru. 
ment? 

There is a difference of opinion locally 
as to the negotiability of such a certifi- 
cate, some holding that unless the cer- 
tificate is made payable to self or order 
it is not negotiable. 

ANSWER: A certificate of deposit 
issued to a depositor payable to the 
order of self is a negotiable instru- 
ment if endorsed by the payee. The 
courts have decided on several occasions 
that a certificate of deposit is nothing 
more or less than a promissory note, 
and promissory notes are frequently 
made payable to the order of the 
makers and when they are endorsed in 
blank, they are payable to the holder. 
Ordinarily, of course, such certificates 
are made payable to the order of the 
depositor and when endorsed by such 
depositor in blank, are payable to the 
holder, or when endorsed in full, i. e, 
to a named person, that person must 
then endorse before title will pass from 
him. 

QUESTION: If a elient had an 
account against a laboring man and 
that debtor did not pay any attention 
to statement for payment, could client 
garnishee his wages? Would it be any 
easier if client would get a. note cover- 
ing the bill and then what would be 
course of procedure, debtor not being 
worth anything financially to speak of? 

ANSWER: The wages of a labor- 
ing man over and above the sum of 
$15.00 a week may be garnisheed upon 
compliance with the statute. Before 
bringing garnishment suit a demand in 
writing must be first made upon the 
wage earner and the employer for the 
excess above the $15.00 per week ex- 
empted and a copy of the demand left 
with both the wage earner and the 
employer and endorsed thereon the time 
of service at least 24 hours previous to 
bringing such suit. 

Were a note taken covering the 
amount due suit would have to be 
brought upon the note and judgment 
recovered. The debtor, if a married 
man, would be entitled to a personal 
property exemption of $400. 

QUESTION: We hold a_ chattel 
mortgage to secure the payment of a 
note. The mortgage is dated December 
31, 1921, was acknowledged and re- 
outa on January 10, 1922. The legal 
location of the land on which the prop- 
erty is located is not recited in the 
mortgage. 

Would either the time which elapsed 
between the date and the acknowledging 
and recording of the mortgage, or the 
fact that it does not recite the legal 
description of the land on which the 
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Specialized Service 
to Banks 


Collections 







SERVICE of unusual value to banks is available through 


this Company’s Collection Department. 


Collections 


for banks of clean and documentary drafts, notes, coupons, 
called and matured bonds, warrants, and similar instruments 
are assured the careful attention of an experienced organiza- 


mortgaged property is 
validate the mortgage? 
ANSWER: The absence of the legal 
description of the land on which the 
personal property mortgaged is located 
does not invalidate the mortgage if the 
property is sufficiently described as to 


located, in- 


permit of its ready identification. 
Neither does the lapse of time between 
the date of the mortgage and the re- 
cording of the same invalidate said 
mortgage. The mortgage as between 
the immediate parties thereto became 
effective from the date of delivery, but 
as between the parties thereto and other 
creditors of the mortgagor it became 
effective only from date of record, as- 
suming that the same had been acknowl- 
edged in accordance with the statute. 
QUESTION: <A ‘demand certificate 
of deposit is issued as follows: To 
“Mary Doe, and Florence Doe and 
Carrie Doe” payable to “their order.” 
This certificate was endorsed by Mary 
Doe and a new certificate issued in her 
name only. This money was and is the 
property of Mary Doe and the certif- 
icate was made out originally without 
her consent. The certificate was deliv- 
ered to her and she permitted same to 
stand as first mentioned for six months 
and then she draws the interest and 
has the new certificate issued in her 
name only. 
: Our understanding is that this being 





tion which commands world-wide facilities. 





Full details of these and other facilities are given in our booklet, ‘‘Special- 
ized Service to Banks,’’ which we shall be pleased to send upon request. 


Guaranty Trust Company of New York 


Mary Doe’s money and she retaining 
the certificate as her property, she had 
a right to have the new certificate issued 
in her name only. Are we correct? 
And that we had the right to accept 
the old certificate with her endorsement 
only. Are we correct? 

ANSWER: If the funds _ repre- 
sented by this certificate of deposit 
belong to Mary Doe and same was never 
delivered to either Florence or Carrie 
Doe, the funds represented by said Cer- 
tificate remain the property of Mary 
Doe and she had the right to surrender 
the certificate and have a new one made 
out as she should direct. The bank, 
therefore, had the right to accept the 
old certificate with her endorsement 
only. It might be well as a precau- 
tionary measure only to ask of Mary 
Doe her indemnifying refunding bond 
to protect the bank against the expense 
of litigation in the event Florence and 
Carrie Doe, or either of them knew of 
the transaction originally or have since 
learned of the same, although as a 
matter of law neither of them has any 
interest in the funds in question. 

QUESTION: On January 31, 1922 
we cashed a check drawn on the “A” 
bank, signed “C. J.” and payable to 
“J. O.” $50.00. The check is endorsed 
“J. OO” per Mrs. “J. O°” 

We presented this check to the “A” 


bank through the Clearing House on- 
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February 1, 1922 and they accepted 
the same and charged the check to one 
of their customers by the name‘of “C. J.” 

About the first of June the “A” bank 
presented the check to us stating that 
it was a forgery and requested us to 
pay the same. An affidavit was attached 
executed by “C. J.” stating that the 
check was a forgery. 

‘We are at fault in that we did not 
know the endorser but our point is that 
if the “A” bank had refused payment 
when presented and had not charged 
the check to their customer we might 
have had recourse against the party 
who cashed the check. 

ANSWER: In this case both the 
“A” bank and the inquiring bank were 
at fault and it would seem to be a proper 
ease for the application of the rule 
that where one of two parties must suffer 
that one must suffer who enabled the 
wrong to be done or set in motion the 
machinery which enabled the wrong. 

The inquiring bank seems to have 
placed itself in the latter category. 
Had it not started the machinery in 
motion by cashing this check for an 
unknown endorser, it would not find 
itself in this predicament. It has its 


recourse over against this Mrs. “J. 0.” 
for whatever that recourse is worth. 
It purchased this check which possesses 
an infirmity and must look to the party 
from whom it purchased it. 





50 


WORKING OUT A SURVEY 
THAT WILL WIN BUSINESS 


(Continued from page 15) 

the small borrower and the occasional 
borrower and whether Our Bank can be 
said to treat all credit questions solely 
on their merits. If any phases of Our 
Bank’s loan policy are turning the 
public against it these should be noted 
in the survey of the Commercial De- 
partment as a Public Utility. Nothing 
can so seriously handicap a bank in 
seeking any kind of new business as a 
reputation for business snobbishness. 

The service rendered to the checking 
depositor should come in for a closer 
scrutiny. Are there windows enough? 
Is the Unit System of Paying and Re- 
ceiving followed? What special teller 
arrangements are made for rush hours? 
What do the check books look like? 
How many varieties of check books are 
offered? What special conveniences are 
offered for women’s accounts? Doctors’ 
accounts? Farmers’ accounts? Law- 
yers’ accounts? Are statements pre- 
pared monthly or on eall? Are state- 
ments mailed or held till called for? 
How are inquiries as to balances 
handled? How are credit inquiries 
taken care of? What happens when 
an unknown person seeks to open an 
account? How are overdrafts handled? 
What is done about balances under two 


eSEp Pr. . ; y /j 


Fa se 


Deposits $70,000,000 


Capital and Surplus $7,000,000 
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hundred dollars average? How is the 
small new account received? How 
many checking accounts are there? 
How many are profitable? How many 
new customers do old customers in- 
troduce? 

These are high lights of a thorough 
survey which should demonstrate the 
Public Utility of the Checking Depart- 
ment. 


The Savings Department 

The Savings Department of one bank 
I know of was once surveyed in a 
rather interesting way. 

A newspaper editor was asked to 
assign a good reporter to a day’s work, 
opening savings accounts with one 
dollar at each bank in the city and find- 
ing answers to the following questions: 


1. How easily can the Man with a 
Dollar find the bank? 

2. Is there anything about the out- 
side of the bank to attract the 
Man with a Dollar? 

. When he enters the bank and 
stands in doubt, does anyone 
greet him? 

. If not, is there a floor man in 
sight and how does the floor 
man act when told “I want 
to open a savings account with 
one dollar.” 

5. Does floor man point the way, 
or personally conduct? 

. A new account desk where the 
customer is aked to sit? or 

















. Window where he stands talk- 
ing? to 

. New account man?—is he cor- 
dial? What questions does 
he ask? 

. How does he answer these in- - 
quires—“Does my dollar start 
drawing interest at once? 
How can I deposit more 
money? How can I draw?” 

. What are the savings windows 
like? The men behind them? 

. What sort of forms are used 
for pass book, deposit and 
withdrawals? Get samples. 

. What effort is made to interest 
the Man with a Dollar in other 
departments? 

. What effort is made to find out 
why he selected this particular 
bank? 

. What is said to him about fre 
quent visits, introducing rela- 
tives and friends, using the 
bank’s help or advice? 

. How does the bank rate as a 
public utility in comparison 
with its competitors—i. e. 
First, Second, Third or Last? 

Trust Department Analysis 

Surveying the Trust Department as 
a Public Utility will be an extremely 
difficult job. How does the Probate or 
Surrogate’s Court feel about Our Bank? 
What is the attitude of the County 
Clerk and the Recorder and the rest of 
the City or County Hall personnel? 
Has there ever been litigation by bene- 


SERVE YOU 
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COMPANY OF ILLINOIS 
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ficiaries of estates? If so, how re- 
cently and what were the decisions? 
How is the Trust Department (includ- 
ing its officers) regarded by attorneys? 
How do beneficiaries now under its 
wardship feel about Our Bank? These 
are high spots that show the general 
trend of the road to be surveyed. 


Other Departments 
If Our Bank has a Safe Deposit De- 
partment, a Bond Department, an In- 
surance Department, a Real Estate De- 
partment, a Foreign Department, or a 


Christmas Club, these also should be | 


surveyed as Public Utilities and the 
lines laid down above should be suffi- 
cient guides. 


Our Bank as a Selling Force 

Even simpler should be the third 
phase of the survey—the consideration 
of Our Bank as a selling force. Many 
of the facts needed for this survey will 
have been disclosed already by the Cor- 
poration Survey and the Public Utility 
Survey. 

Competition is the main question here, 
and what Our Bank is doing to meet it. 

Our Bank faces two kinds of com- 
petition : 

1. That of other banks and 

2. That of Public Ignorance and 
Public Inertia. 

Only one or the other of these two 
can prevent Our Bank from getting all 
the business in its field. What is Our 
Bank doing in the struggle with them? 

The New Business Manager will first 
ascertain how Our Bank compares in 
selling force with its bank competitors. 


How extensively and how efficiently 
is Our Bank using various competitive 
systems and how does its use of them 
compare in extent and efficiency with 
that of its competitors. 


Here are a few competitive situations 
on which the New Business Manager 
will get as many facts as possible: 


1. Activity and. ability of Stock- 
holders 


2. Activity and ability of Directors 

3. Activity and ability of Execu- 
tives 

4. Activity and ability of other 
officers 

5. Activity and ability of employes. 

6. Number and capacity of solicit- 
ors, if any. 

7. Total advertising appropria- 
tions. 


8. Customer cultivation activity. 
9. Newspaper space. 

10. Use of the mails. 

11. Bill boards and street cars. 

12. Other advertising media. 

_ The efficiency of these selling activ- 
ities their co-ordination and the length 
of time for which they have been carried 
on should also be considered. 

When this data is obtained, the New 
Business Manager will have only one 
other competitor to survey—to wit, 
Popular Ignorance and Inertia. 


—— Pee Js ae 


Safe and Sun 


IN 1 82 4 when the Swift 

and Sure Trans- 

rtation Line” wascarrying passen- 

gers from NewYork to Philadelphia 

in one day, the Chemical Bank was 

building its reputation as a Safe and 
Sure Bank. 


The old Swift and Sure Line is now 
only a memory, but the Chemical 
National Bank has come down 


through the years historically 
known as “Old Bullion,” always 


safe and sure. 


Seeking New Business on Our Record 


Gu 


THE 


EMICAL 


NATIONAL 


BANK 


OF NEW YORK 


Founded 1824 


_BROADWAY AND CHAMBERS, FACING CITY HALL 


Entirely aside from keeping up with 
the other banks, what is Our Bank 
doing to educate its public, to spread 
the information about its service which 
will produce demand and to apply the 
needed selling efforts which will turn 
that demand into definite and profitable 
business ? 


Suppose Our Bank were the only one 
in its field—is it even then using all 
possible means to cultivate that field 
and, if not, what means is it using? 


When these questions are answered 
the New Business Manager will be ready 
to make recommendations based on 
facts and figures. And something more. 


He will be in possession of that 
knowledge which is power when Our 


Bank accepts a recommendation and - 


tells him to go ahead and put it over. 





Plans are being drawn for the erec- 
tion of a four story $500,000 bank and 
office building for the National Bank 
of Commerce, Rochester, New York. 


The Central Bank of Rochester, New 
York, will remodel their building, for 
which architects are now being chosen. 


Work will soon be started on re- 
modeling store into a bank for the 
Farmers & Merchants State Bank, 
Sterling, Illinois. It will be one story 
high and cost $10,000. 


Plans are being finished for the re- 
modeling and making a top addition to 
the Third National Bank, Mt. Vernon, 
Illinois. It will be three stories high and 
cost $100,000. 
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—A 


with Europe 


E-conomicatty, the world 
today knows no political 
boundaries. No state is self- 
sufficient; each is dependent 
upon the commerce, industry 
and finance of the others. 


It is The Equitable’s privi- 
lege to have been one of the 
first American banks to pro- 
vide adequate facilities for 
assisting American business 
men engaged in overseas trade 


and for aiding European firms 
in selling their commodities in 
America. 


Today our offices in London 
and Paris are complete banking 
uns, familiar with conditions 
and markets in both hemis- 
pheres and equipped to render 
every international banking 
service, 


Address the Foreign Depart- 


ment for particulars. 


THE EQUITABLE 
TRUST COMPANY 


OF NEW YORK 
37 WALL STREET 
CHICAGO OFFICE 


National Bank Building, 29 South La Salle Street 
DONALD L. DE GOLYER, Manager 


LONDON 
3 King William St., F.C 4 


The following officers were elected of 
the Executive Board of the Arkadelphia 
Building and Loan Association, Arka- 
delphia, Arkansas. W. E. Barkman, 
cashier of the Elk Horn Bank and 
Trust Company was elected president; 
W. B. East, cashier of the Citizens Na- 
tional Bank, was elected vice-president ; 
J. F. Bevill was elected secretary and 
treasurer and J. E. Callaway was elected 
attorney. 


The stockholders of the Bank of New 
Roads, New Roads, Lousiana, elected 
the following officers to serve during 
the ensuing year: P. V. Rougon, pres- 
ident; Lamartine Bouanchaud, vice- 
president; Allen K. Smith, cashier, and 
Elmo C. Lacour, assistant cashier. 


MEXxICco City 
48 Calle de Capuchinas 


PARIS 
23 Rue de la Paix 


A. E. Olson was elected president of 
the Washington Park National Bank, 
Chicago, Illinois, to succeed the late 
Garland J. Stahl. 


Newman Aubrey has been appointed 
assistant cashier of the Hudson Falls 
National Bank, Hudson Falls, New 
York. 


L. W. White has resigned as cashier 
of the First State Bank of Capitan, 
New Mexico, and is succeeded by C. H. 
Patterson of Omaha, Nebraska. 


Carlos P. Dunn, well known young 
banker, has been elected cashier of 
the First National Bank of Santa Fe, 
New Mexico. 


PUTTING THE IDLERS TO 
WORK IN THE UNION 
BANK OF CHICAGO 


BY capitalizing on the dime as a 

unit for saving and offering to 
give away a folding pocket bank, the 
Union Bank of Chicago has secured 
accounts and new deposits that would 
not otherwise be forthcoming. The first 
advertisement, told the story as follows: 


Little Messengers 
of Thrift 


Idle dimes like idle hands can find 
mischief to do— 

Turn them into little messengers of 
thrift 

To work for you at the Union 
Bank of Chicago 

In a savings account with interest 
at 3 per cent 

Ask for our Handy Dime Saver 

Slips into your pocket without 
bulging. 


Then followed advertisements enlarg- 
ing on the subject. The illustration on 
one of the ads showed the manikin with 
a very bored expression on his face, 
which was entitled “Nothing to do.” 
The copy read “That stray dime—Will 
you miss it. You think you will, but 
you won’t. Get the habit of saving the 
dimes from your change, ete.” 

The final advertisement in the series 
showed the Idlers running and climbing 
into an open handy dime saver. All ad- 
vertisements closed with an invitation 
to write, call or phone for a Handy Dime 
Saver. 

Simultaneously with the advertise 
ments, letters were written to prospects 
and dormant accounts, enclosing Handy 
Dime Savers. 

The window display consisted of 
posters and cut-outs of the copy and 
manikins illustrated in the advertise 
ments. The figures were three feet high. 
The center display was a cut-out of the 
bank showing the Little Idlers being 
put to work. 


The Lyons National Bank of Lyons, 
Kansas, secures charter for 99 years. 


Former Governor James P. Goodrich 
was elected president of the National 
City Bank of Indianapolis, Indiana. 


John Cavanagh, president of the 
Des Moines National Bank, has disposed 
of his interest in the Rippey Savings 
Bank, Rippey, Iowa, which constituted 
the controlling interest, to E. D. Bower 
of Jefferson, Iowa. Mr. Bower was 
elected to succeed Mr. Cavanagh % 
president of the bank and director. 


Winfield Clearwater resigns as pre 
ident and director of the First National 
Bank, Secaucus, New Jersey. 
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For Bond Buyers 

“For Buyers of Bonds,” an attractive 
booklet with board covers, has been 
published by the National City Com- 
pany to explain to bankers and investors 
the scope of the company and the service 
it offers. 

The steps in the creation of a bond 
issue and the selection of sound invest- 
ments based on conditions surrounding 
the special issue as well as a broad study 
of political, financial and industrial con- 
ditions by the company is explained. 
Space is also devoted to a discussion of 
the National City organization and how 
it functions for the bond buyer. Atten- 
tion is also called to the value of bank 
acceptances in meeting specia] obliga- 
tions. 

The book contains a brief introduc- 
tion which pictures the power of the 
bond owner. “A good bond,” reads 
the introduction, “is something more 
than a good investment. It is more than 
ar obligation to pay its owner an in- 


vested sum of money plus interest. Its ° 


influence is vastly more far-reaching. 

“Tt sets in motion great social, in- 
dustrial and governmental forces. It 
unites the energies of large numbers of 
men and women in the performance of 
great public works, in  semi-public 
enterprises and in useful private under- 
takings. 

“It promotes the projects of peace 
and national life, as the Liberty Bonds 
served the country in time of war. 

“The man with a bond keeps men at 
work, money at work, progress at work. 

“Well may it be said that the man 
with a bond is as useful as the man 
with a hoe.” 


A supper and meeting was held, 
recently, at St. Mary’s auditorium, 
Wausau, Wisconsin, under the auspices 
of the Marathon Country Bankers As- 
sociation, for the purpose of organiz- 
ing a Marathon county branch of the 
American Institute of Banking, which 
will be affiliated with the state chapter. 


W. M. G. Day was elected cashier of 
the Farmers and Merchants National 
Bank at Rockwood, Pennsylvania, to 
succeed J. R. Shanks, who recently re- 
signed. Guy Vough is assistant cashier. 


Heetor S. Marvin was elected pres- 
ident of the Delaware National Bank, 
Delhi, New York, Warren W. Honey- 
well, cashier; Wilson McFarland, as- 
sistant cashier, and Hamilton J. Hewitt 
and W. I. Mason added to the direc- 
torate to replace Henry S. Graham and 
James R. Honeywell, deceased. 


John A. Preseott of Kansas City, 

Missouri, was elected president of the 
Investment Bankers’ Association of 
Ameriea at the eleventh annual con- 
Vention of Del Monte, California. 





Building a Greater West 
Cy prairie trails that once ; 
echoed the trotting of 


stage coach horses are now 
lively streets pungent with 


gasoline. The trail blazers 
have passed to Unknown 
Lands, leaving to their sons 
the ability to turn opportunity 
into results. 


The Greater West was only 
a vision when the rich re- 
sources of mine, farm, ranch 
and fruit lands were first 
tapped. Even now that it is 
real, the future looks more 
golden than ever. And new- 
comers quickly become as 
keen Western optimists as 
the native born! 

It is a. pleasure for The 


Correspondence is 
invited 


J. E. Sellers was elected president 
and Miss Camilla Wiegel, secretary of 
the class in business correspondence, 
which has been instituted by the Federal 
Reserve Bank, Dallas, Texas, for its 
employes. 


The Alpena State Bank, Alpena, 
South Dakota, charter having expired, 
the bank has been reincorporated with 
a eapital of $20,000. The new officers 
are M. A. Manwarring, president; C. 
B. Manwarring, vice-president and 
W. J. Smith, cashier. 


. ized skill. 









7 moh . 
of BOSTON 


National Shawmut Bank to 
help keep the West in close 
touch with the manufacturers 
of goods that have made New 
England world-famous. Ma- 
chinery, tools, rubber, foot- 
wear, textiles, paper—these 
are products of highly special- 
The volume of 
these goods shipped to the 


‘West is proof that Western 


requirements are fully met. | 


There are 


many routine 


_ banking and also more per- 


sonal services which this 
bank can perform particu- 
larly well for Western banks 
and businesses, because of 
our broad acquaintance with 
all New England activities. 


Capital and Surplus 
20,000,000 


MUT BANK 


The Brookhaven Bank and Trust 
Company, Brookhaven, Mississippi, has 
issued a statement, to the effect that 
deposits show an increase of $138,- 
285.04, over that of last year. 


D. G. Dumm, eashier of the Farmers’ 
Deposit bank, Cresson, Pennsylvania, 
for several years, has tendered his res- 
ignation to the local bank concern and 
will accept a position with the Blue 
Ridge Coal Mining Company of West 
Virginia. Mr. Dumm will be sueceeded 
by C. L. Hackett. 
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Points of Contact 


Every dot on this map represents one or more 
of the 662 Wisconsin banks which have se- 
lected the First Wisconsin as their Milwaukee 


correspondent. 


These dots also represent 662 reasons for the 
superiority of the First Wisconsin for your 


Wisconsin items. 


Largest Bank Northwest of Chicago 


FIRST WISCONSIN 
NATIONAL BANK 
Milwaukee 


Capital, Surplus and Undivided 
Profits Ten Million Dollars. 


Eli T. Watson, member of the firm of 
Watson, Williams and Company, New 
Orleans, Louisiana, was elected a 
member of the board of governors of 
the Investment Bankers’ Association of 
America at the convention at Del Monte, 
California. 

He has been engaged in the invest- 
ment banking business for twenty years 
and has assisted in the floating of many 
bond _ issues. 


The Commercial and Savings Bank, 
Albion, Michigan, secures an extended 
charter for 30 years. 


The First National Bank of Reed 
City, Michigan, secures a 99 year 
charter. 


E. Z. Elleman has resigned as cashier 
of the First National Bank, Troy, Ohio. 
Mr. Elleman will be associated with the 
Dayton Savings and Trust Company at 
Dayton, Ohio, taking one of the junior 
executive offices. 


Claire Richards, for the past two 
years assistant cashier in The Fort 
Plain National Bank, Ft. Plain, New 
York, has resigned his position. Mr. 
Richards has established a connection 
with the National Corporation of Buffalo 
and has gone to that city. 


Preliminary plans are being drawn 
for making interior and exterior altera- 
tions to the bank building of the First 
National Bank, Millersburg, Pa. 


Spring Meeting, A. B. A. Executive 
Council 

It has been announced by the Admin. 
istrative Committee of the Association, 
that the Executive Council will hold its 
next annual Spring Meeting, April 23, 
24, 25 and 26, 1923, at the Westchester 
Biltmore Country Club, Rye, New York. 
A four day session instead of the usual 
five days will be held. 

The preliminary outline of the pro- 
gram provides for committee meetings 
throughout the day on Monday, April 
23. The meetings of the whole Council 
will be held on Tuesday, Wednesday 
and Thursday mornings. At these 
sessions action will be taken on eco- 
nomic, business and banking questions of 
general public interest in addition to 
the transaction of association business. 
There will be no sessions of the Coungil 
in the afternoons of these days, but 
special meetings of the members may 
be arranged for symposiums on actiy- 


. ities of the American Bankers Associa- 


tion. 


D. DWIGHT DOUGLAS 
ELECTED VICE-PRESIDENT 


At a recent meeting of the board of 
directors of the First National Bank in 
Detroit, D. Dwight Douglas was elected 
as vice-president of the bank. 

Mr. Douglas upon his graduation 
from Yale University, was in the service 
of the Detroit Trust Company for four 
years, and in 1919 when the First Na- 
tional Company was organized as a 
unit of the First National group, he 
joined its force, becoming first secretary 
and later vice-president. While accept- 
ing office as a vice-president of the 
bank, Mr. Douglas will retain his con- 
nection with the First National Com- 
pany, thus bringing the two institutions 
into closer relationship, these two in- 
stitutions with the Central Savings 
Bank being under joint ownership. 


C. B. Kellogg, who has been in the 
banking business at Baker, Oregon, 
for more than a year, has purchased 
the interest of L. J. Merrill in the 
Mosier Valley Bank, Hood River, 
Oregon, and has assumed management 
of the institution. 


Former City Auditor, Frank J. 
Weber, has been elected assistant cash- 
ier of the West Side Bank of Marion, 
Ohio. Former Postmaster Frank T. 
Campbell was recently named cashier, 
sueceeding Harry E. Elliott, who rf 
signed. 


Charlevoix County Bankers, Char- 
levoix, Michigan, have organized a bank- 
ing association with A. F. Bridge, pr& 
ident; J. A. Hill, vice-president, and 
G. E. Townsend, secretary and treasuret- 
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A BANK EXHIBIT THAT 
STOPPED THE CROWDS 


(Continued from page 25) 
services of the three First Wisconsin 
institutions. Another striking and un- 
usual feature of the exhibit was a 
special sign showing the bank building 
that was made for the exhibit. In this 
sign, which showed a complete street 
scene, every window in the building was 
eut out and the whole picture backed by 
yellow muslin, even the lights on the 
automobiles and the street lamps being 
eut out. 
light which threw into relief the lighted 
buildings and the street signs, and much 
admiration of this effect was expressed. 

The passing crowds were also beguiled 
and detained by souvenirs. About 
6,000 yellow lead pencils were distrib- 
uted, as well as 7,000 match box holders. 

More than 30,000 blotters were passed 
out, headed: “Are You Saving What 
You Should?” Below was a chart show- 
ing the proper savings for every in- 
come, and the slogan “Every Income is 
Large Enough to Save a Part of It.” 
Some blotters were also passed out 
which read, “How much Money Will 
You Have when You Are 65?” 

Mr. Wright expressed his satisfac- 
tion with the results of the exhibit as 
follows : 

“Altogether I should say that be- 
tween forty and fifty thousand people 
came within impression distance of 
our booth, and even if the crowd 
around was sufficiently deep to pre- 
vent them from seeing the motion 
pictures, they could not help seeing 
our name and also our big illuminated 


sign which flashed on and off con- 
tinuously. 

“We expect to have a similar booth 
at the Made-In-Wisconsin Products 
Exposition, in December. In fact, 
we are so pleased with our experience 
at the Food Show that we shall prob- 
ably make it a practise to take ad- 
vantage of such opportunities as this 
for bringing our bank to the atten- 
tion of the public.” 


Installs Burglar Alarm 

The Kent State Bank of Grand 
Rapids has awarded the contract to the 
Safety Burglar Alarm Company of 
Grand Rapids for the protection of its 
main bank and all its branches against 
burglary and daylight holdup. 

The installation of the protection will 
start on the branch banks immediately, 
and installation at the main building 
of the bank, now in process of erection 
on the site formerly occupied by the 
Morton House, will begin as soon as the 
construction of the building will permit. 
_ The burglary equipment installed for 
the Kent State Bank and its branches 
Will be the same as is being used by 
The Peoples State Bank of Detroit, 
Bank of Saginaw, The Capital National 
Bank of Lansing and other leading 
banks throughout the country. 
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Roy B. Pike, who for the past eight 


months has been vice-president and 
cashier of the First National Bank of 
Canton, Ohio, was elected president to 
succeed the late Wriley N. Beard. Mr. 
Pike has been in the service of the bank 
for twenty years. George S. Conkey, 
who has been one of the directors of the 
bank since 1903, was appointed to the 
position of vice-president. Miss Grace 
P. Lynde, first assistant cashier was 
elected cashier. Ralph H. Michaels, 
second assistant cashier, was made first 
assistant cashier and was given the title 
of trust officer. Harold S. Clark was 
made assistant cashier. 


The First National Bank of Paducah, 
Kentucky, are erecting a ten-story build- 
ing. It will cost $500,000. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


“The Apparel oft 
Proclaims The Man’’— 


and the public is prone to believe that 
the building’ proclaims the bank. 
A beautiful building of 


GEORGIA MARBLE 


is a tangible, visible asset to any bank. 
Pure, chaste and strong, it reflects the 
character and stability of the banking 


The Georgia Marble Co. 
TATE, GA. 


Ti tt td 


D. A. Rich becomes cashier of the 
Port Henry Citizens National Bank, 
Port Henry, New York, succeeding 
L. F. Phelps, who resigned to accept 
the position as vice-president of the 
Washington County Bank at Granville, 
New York. 

Mr. Rich has served twenty-seven 
years in the banking business in Port 
Henry, eleven of which he served as 
cashier of the First National Bank 
before being connected with the Citi- 
zens Bank. R. A. Hall was elected as- 
sistant cashier and F. B. Warner teller. 


Work has been started on making 
addition to the Bank of Coney Island, 
New York. It will be two stories high. 
With this addition the building is 
estimated to cost $200,000. 





SCHOOL 


UPILS in the public and private 

schools of the country are depositing 
their savings through school banks with 
more enthusiasm and in larger amounts 
than ever before, according to informa- 
tion reaching the Savings Bank Divi- 
sion of the American Bankers Associa- 
tion. 

“In view of the trend of the times 
it is very evident that in cities or schools 
where the pupils are not becoming reg- 
ular savers, or where total deposits do 
not steadily increase, there is a distinct 
lack of appreciation of the essential 
importance of ineuleating habits of 
childhood thrift,” declared Leo Day 
Woodworth, deputy manager of the 
association. “It is important that the 
school savings system shall become 
thoroughly established in the grades 
and through high school so that grad- 
uates will have the benefit of the drill 
in good savings habits all through their 
school days from the primary to entry 
into college or business.” 

In one of the New York city systems, 
he pointed out, the number of school 
accounts jumped from 11,763 in October 
1921 to 29,159 in October this year, 
although the number of schools was in- 
creased only from 17 to 24. The re- 
ceipts per month increased from $4,000 
to $18,000 and the balance on deposit 
inereased from $14,000 to $137,000. 
The number of regular savings accounts 
opened by pupils during October was 
133 in 1921 and 541 this year. - 

The Pittsburgh system, which was in- 
stalled about a vear ago, now reports 
net savings on deposit of about $500,- 
000 belonging to 75,000 of the 87,000 
pupils in the 140 Pittsburgh schools. 
Collections during six weeks amounted 
to $115,000, with withdrawals of only 
$24,000. Three of these schools an- 
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GREAT INCREASE IN 


SAVINGS 


nounce that all the pupils in them have 
savings accounts in the bank. 

“However, the wonderful record of 
Pittsburgh during the past year,” Mr. 
Woodworth said, “may be eclipsed by 
Providence and nearby cities and towns 
which, after only four days on which 
deposits were made in 194 schools, re- 
port nearly 53,000 participants in a 
total enrollment of 61,000 pupils, with 
a gross deposit of $98,000, and total 
withdrawais of only $207, nine schools 
being credited with 100 per cent partic- 
ipation.” 

From Binghamton, New York, comes 
the report that, on the opening date of 
the system there, 8,000, or 78 per cent 
of the entire school enrollment, became 
depositors, with an average deposit of 
50 cents. Some smaller towns have 
begun their systems this vear with a 
participation as high as 100 per cent. 
Plans are now being made for the semi- 


annual survey, which is expected to. 


show that the conditions indicated above 
are typical whenever pupils are afforded 
the facilities of this important eduea- 
tional service, all well organized systems 
showing larger participation and in- 
creased deposits over the last school 
year. 


PRIZES OFFERED FOR 
THRIFT REPORTING DAY 


O encourage good records on Thrift 

Reporting Day, January 10, 1922, 
the American Banking Machine Com- 
pany are offering four prizes of $100 
each to the four cities making the best 
report for school savings on that day. 
One prize is offered for one city in each 
of the four groups recognized by the 
American Bankers Association in the 
saving report records. Class “A” cities 
include all cities in which 10,000 pupils 


are enrolled in buildings equipped with 
automatic receiving tellers. Class “B” 
cities are those with 5,000 to 10,000 
pupils; class “C” cities have from 2,000 
to 5,000 and class “D” towns are those 
with 2,000 or less pupils in buildings ~ 
equipped with receiving tellers. 

The thrift movement among school 
children, which these awards are to en- 
courage, is endorsed by individual banks 
and bankers associations. Addresses 
by bank officers to school children have 
been outlined by the A. B. A. and very 
suecessfully handled in many cities. 

Banks are co-operating with school 
authorities in teaching thrift. The 
Cleveland Trust Company is presenting 
a thrift pennant to the school having 
the highest standing among savers each 
month. The pennant remains in the 
possession of the winning school until 
the end of the following month when 
it is awarded to the winner for that 
month. The pennant will become the 
permanent possession of the school hay- 
ing the highest standing for the entire 
school year. 

The American Banking Machine Cor- 
poration has also been presenting to 
school rooms with 100 per cent savings 
accounts engraved thrift certificates. 
The distinction is drawn between simply 
saving and having a savings account in 
a bank which has required $1.00 to 
start. 

In case of a tie for first place the 
award will be made to the town having 
the highest number of savings accounts 
opened among school children as well 
as the highest percentage of children 
saving thrift stamps. 


Seguin Now Boasts Million Dollar 
Bank 

The Seguin State Bank and Trust 
Company, Seguin, Texas, ten years ago 
was Seguin’s youngest and smallest 
bank. In these years it has made the 
most remarkable growth of any bus- 
iness concern in the county. Today it 
is the county’s biggest bank and enjoys 
the distinction of joining the million 
dollar class. 


GREGERSON BROTHERS 


CERTIFIED PUBLIC ACCOUNTANTS 
INCOME TAX CONSULTANTS 


We specialize on Income Tax work for Banks and Trust Companies 


OMAHA NATIONAL BANK BLDG., OMAHA, NEBRASKA 
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A Message 
To Bankers 


HOW more than at any previous time, the 
banker will find it helpful to encourage 
his commercial borrowers to determine 
and to regulate their costs of operation 
on a reliable basis. 






It is the banker’s responsibility at this time to 
point the way to sound business principles. If 
your commercial borrowers can lay before you 
their operating costs in each department for the 
past year, together with a prospectus of such 
changes in costs as may be necessary in the 
months to come, it will be a long step in the 
direction of judicious control of credits. 






It will serve as a protection to the bank on 
its loans; it will help the borrower to find the 
margin between his costs and selling prices. 
Certainly, these facts will redound to the good of 
business in general. 






Our broad experience in analyzing all lines 
of business and establishing simple and flexible 
cost systems will be of value to the banker and 
the business executive. 


WOLFE AND CoMPANY 


Accountants 


(FORMERLY BAKER, VAWTER & WOLF) 


NEW YORK PHILADELPHIA INDIANAPOLIS MILWAUKEE CHICAGO 
KANSAS CITY DES MOINES OKLAHOMA CITY MUSKOGEE 
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MEAT PACKING INDUSTRY 
NEARS NORMAL 


HE American meat packing indus- 

try, which is the largest single in- 
dustry in the United States, if not in 
the world, is in better position today, 
despite present problems, than has been 
the case for many years, said Thomas 
E. Wilson, President of the Institute of 
American Meat Packers, in his address 
to the packers’ seventeenth annual con- 
vention held in Chicago. 

“The first fact,’ said Mr. Wilson, 
“is that the levels of meat values have 
become practically stable. Here and 
there fluctuations may be out of line, 
either above or below the general level, 
but one the whole there seems to be little 
tendency of having the entire level of 
meat values shift suddenly and pre- 
cariously in some unforseen and_ in- 
ealeulable fashion. 

“T do not mean, of course, that values 
are what they should be, but I do mean 
that we seem to have passed the time 
when the last reported sales created 
radically changed values. Probably no 
packing company will hail 1922 as a 
banner year, but it can at least be said 
that our sales, on the whole, have 
established a speaking acquaintanceship 
with our costs plus expenses. Values 
have become more completely depend- 
able, more nearly stable.” 


@)< 


Placing a Value On 


Canadian Securities 


During the year 1921 over sev- 
enty-five million dollars worth of 
Canadian bonds were sold in the 
During the year 
1922 the total will equal, if not ex- 
ceed, that of the preceding year. 
It is probable that during the com- 
ing year American bankers will be 
called upon to an increasing extent 
to appraise the value of Canadian 


United States. 


bonds of all kinds. 


While Canadian banks do not 
make investment recommendations, 
American bankers and investors 
regarding 
Canadian bonds will always find 
the facilities of our Statistical De- 
partment in New York at their 


seeking information 


disposal. 


A Canadian Bank for Canadian Business 


Union Bank of Canada 


New York Agency, 49 Wall Street 
Resources Over $152,000,000 
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Mr. Wilson then quoted figures to 
show that, although the level of whole- 
sale meat prices has been distinetly 
downward during the last year, the 
fluctuations in wholesale prices have 





pared with 12 cents; spare ribs 19 
cents, as compared with 11 cents; fresh 
skinned pork shoulders 27 cents, as com- 
pared with 14 cents; fresh hams 30 
eents, as compared with 19 cents; 


ANIMALS SLAUGHTERED UNDER 
FEDERAL INSPECTION 
January Ist to August Ist 


CATTLE 
3,849,981 


4,216,755 
4,598,207 





been slight, and that the prices of meats 
and by-products in most instances are 
about at the levels which prevailed at 
this time in 1913. 

Commenting on the wholesale prices 
of meats and by-products, the president 
of the packers’ institute said: 

“In the week of September 30, 1919, 
the best grade of beef at Chicago was 
selling at wholesale in the form of 
dressed steers at 23.5 cents per pound, 
as compared with 17.5 cents during the 
week of September 30, this year; good 
eareasses of veal at 29.5 cents then, as 
compared with 17.5 cents this year; 
pork loins 38 cents, as compared with 
29 cents; leaf lard 29 cents, as com- 



























CALVES 
1,192,356 
2,322,226 
2,444,312 


“THE New York Trust Company 
offers to corporations, firms and 
individuals, a thoroughly modern and 
complete commercial banking service, 
including a highly developed credit 
information service which is available 
to customers. 


Special conveniences are offered to those 
engaged in foreign trade. These include 
foreign credit information and current 
data bearing upon foreign markets and 
trade opportunities. 

Long experience, covering the entire 
field of trust service, enables us to offer 
unexcelled facilities for the administra- 
tion of all personal and corporate trusts. 


The New York Trust Company 


Capital, Surplus & Undivided 
Profits - - - 


$7TH ST. & FIFTH AVE. 
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SHEEP 
7,620,645 


7,303,080 
6,170,817 


HOGS 
19,987,060 


23,909,589 
24,617,378 


smoked hams 34.8 cents as compared 
with 23.6 cents. 

“Heavy native steer hides were quoted 
in wholesale markets then at 49 cents 
a pound, as compared with 22 cents in 
the corresponding period of this year; 
light native cow hides at 51 cents, as 
compared with 19 cents. 

“Oleo oil was bringing $28.25 a hun- 
dredweight then, as compared with $10.- 
625; concentrated tankage (ground) 
$6.025 per unit as compared with $3.- 
625 this year; edible tallow $18.75 per 
hundredweight as compared with $7.- 
625.” 

At another point in drawing atten- 
tion to the fact that production in the 
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packing industry is fully normal, Mr. 
Wilson said: 

‘Values have not been stabilized by 
eutting down production. The packers 
have furnished a spot cash market for 
all meat animals shipped by the farmer 
for slaughter. During that part of the 
year 1922 which has gone the packer 
has done a volume of business which is 
fully normal. The government’s figures 
. covering the number of animals slaugh- 
tered in federally inspected houses fully 
substantiate this. Here are the latest 
statistics, furnishing a comparison of 


the year almost to date with the same |. 


period last year and in 1913: 


“As would be expected from these 
figures, more beef, veal, lard and pork 
were produced in the first half of 1922 
than in the first half of 1921. At least 
that is true of meat produced under 
federal inspection.” 

Commenting on the foreign trade 
situation, the meat packers’ president 
said : 

“In the calendar year 1919 the meat 
products exported weighed 3,242,603,537 
pounds and had a value of $985,011,330, 
according to the United States Depart- 
ment of Commerce; exports of meat 
products in the last calendar year 
weighed 1,945,660,210 pounds and had 
a value of only $287,070,966. The aver- 
age value per pound of the exports had 
dropped from 30.38 cents to 14.75 cents, 
and the quantity also had been reduced 
as noted. The shrinkage in value per 
pound was 15.63 cents, or 51 per cent; 
the shrinkage in total value was $697,- 
940,364 or 70 per cent; and the shrink- 
age in quantity was 1,296,943,327 
pounds or only 40 per cent. 

“Those figures indicate, even to the 
easual statistician, what a readjustment 
of trade and values the meat and live- 
stock industry experienced; in only 
three years a decrease in exports alone 
of more than a half-billion dollars, or 
70 per cent, by value; and a decrease of 
more than a billion and a quarter 
pounds, or 40 per cent, by weight.” 

Mr. Wilson submitted the following 
statistics to show that present exports 
were not abnormally small, as compared 
with exports in the prewar period: 


Exports of Meat Products 
Seven Months 


Ending August 1. Quantity Value 
een 799,059,455 $ 92,593,979 
ee 2,342,740,486 713,865,911 
ES 991,588,718 138,643,857 


Mr. Wilson then stated that this data 
should be of interest not only to meat 
packers, but also to the general public, 
since the meat packing industry is of 
especial national significance. “The 
packing industry,” he said “deals with 
a highly essential food commodity, 
which enters into the plans of the 
average American family day by day 
and which reflects somewhat the eco- 
nomic condition of the country at any 
given time and is itself a considerable 
factor in that condition. 
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Budget Making Time 











The successful executive in business today 
* plans his work and works his plan. And 
the financial part of his plan is the Budget. 


Consider your BUDGET a Business Guide— 
not a Law. 


Based on judgment, past experience, figures 
and facts, it forecasts income and expenditure. 
It shows the amount of expected sales, the con- 
sequent production schedule and inventory re- 
quirements. It is the commitment sheet of your 
business. 
























































The Budget protects profits by preventing 
loss. It justifies the spending of money by nec- 
essity and expediency—not by tradition. It is 
the one dependable safeguard against overpro- 
duction, overexpansion and overexpenditure. It 
is the cause and effect of financial policy. 


It is the link of confidence between business 
and its creditors. 


Insure profits for 1923 by making your Budget 
NOwW. 


It has been the pleasure of the Ernst & Ernst . 
organization, for many years, to cooperate with 
firms, nationwide, in preparing, and providing 
means for the constant and accurate checking 
of, the Budget. 
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TAX SERVICE 
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HUGH N. SMITH 


Certified Public Accountant (II1.) 
Bank Income Tax Specialist 














Complete Bank Income Tax Service, including the preparation 
of returns, reviews, claims, defense of additional assessments, 
Department correspondence and verifying Department Audits. 







910 Harris Trust Building ~ ~ - ~ ~ CHICAGO 






Woven into the 
Fabric of Business 


Years of successful service have veritably 
woven Lloyd-Thomas appraisals into the very 
fabric of business. 


This is a surprising statement—yet it is sub- 
stantiated by the ever-increasing number of rep- 
resentative institutions which insist upon a 
Lloyd-Thomas appraisal as the primary step in 
the planning of business maneuvers. 


Whether it be for the purpose of merger, bond 
issue, credit extension, insurance adjustment or 
invested capital, Lloyd-Thomas appraisals have 
been proved indispensable. The great saving 
involved in money, time and energy—usually 
cover, many times over, the original cost of the 
appraisal. 


Maintaining a large staff of highly trained and 
experienced specialists, the Lloyd-Thomas or- 
ganization, flexible and efficient, can meet the 
most exacting demands of accuracy and speed. 


Recommend that your institution use this short 
cut to accurate, authentic, dependable informa- 
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“The annual production of the pack- © 
ing industry,” continued Mr. Wilson, 
“constitute about seven per cent—which 
is a very large ratio in this connection— 
of the value of all the products turned 
out annually by all the industries in 
the United States. 

“That is size built on service, for the 
last census figures show that in the 
packing industry the manufacturing 
margin, including wages and all pro- 
duction expenses, amounted to only 
eleven per cent of the total value of 
the products. 

“But the census report also shows 
that ‘the total cost of raw materials, 
principally livestock, was $3,774,901,- 
000, or 88.8 per cent of the total value 
of products.” 


























































































































tion regarding physical values. 


The [loyd-Thomas Co. 


RECOGNIZED AUTHORITIES ON PHYSICAL VALUES 


33 75 Fulton St., New York 


Detroit Indianapolis 
Pittsburgh Memphis 
Minneapolis Kansas City 
Oklahoma City 


APPRAISERS \t) ENGINEERS 5 
SSeS 


More than 25,000 people attended 
the formal opening of the Fidelity and 
Columbia Trust Company in their new 
headquarters in the banking rooms of 
the Citizens Union National Bank, 
Fifth and Jefferson Streets, Louisville, 
Kentucky. 


Plans are being drawn for the erec- 
tion of a two-story bank and office 
building for the Adams State Bank of 
Chieago. 


Effort is being made to complete 
the new home of the Exchange Na- 
tional Bank, Tampa, Florida, by the 
first of January. It will be two stories 
in height with a mezzanine floor. 


BANK PROMOTIONS IN 
ST. LOUIS 


F. O. Watts, president of the First 
National Bank announces the following 


promotions have been made: E. G.: 


Coffman, F. C. Hunt, Oliver G. Lucas, 
R. Palmer McElroy, and L. N. Watts, 
assistant cashiers, and John R. Shepley, 
formerly special representative, have 
been promoted to assistant vice-pres- 
idents. 

These promotions were made to 
prepare for the enlarged and more com- 
prehensive service which Mr. Watts 
anticipates will be made upon the bank- 
ing institutions of St. Louis during the 
revival of commercial and _ financial 
activities now under way in the great 
Mississippi Valley. 

The work of these officials has been 
of a character which has brought them 
closely in contact with the outside work 
of the bank, and the new titles are more 
nearly descriptive of the character of 
their responsibility at this time. These 
promotions are a fitting recognition of 
the valuable service rendered during the 
many years they have been associated 
with the bank. 


The Stratford State Bank, Stratford, 
Wisconsin, and the Farmers State Bank, 
Waconia, Minnesota, have withdrawn 
from the Federal Reserve System. Both 
banks are small institutions, the former 
having a capital of $50,000 and depos- 
its of $242,000, while the latter has a 
capital of $25,000 and deposits of 
$370,000. 


Kenneth Suter of Sibley, Iowa, and 
his cousin have purchased the First Na- 
tional Bank of Newell, South Dakota. 
Mr. Suter previously was assistant cash- 
ier of the First National Bank of Melvin, 
Towa. 


Thomas I. Miller, prominent young 
banker, has been promoted to the posi- 
tion of cashier of the Central office of 
the Citizens and Southern Bank, 
Atlanta, Georgia. 


The State Bank of Rosemond, Chris- 
tian county, Illinois, secures charter. 
The bank has a capital stock of $10,000 
and a surplus of $2,500. The president 
is W. O. Wileox; vice-president A. C. 
Butterfield and the cashier C. H. Bon- 
nell. 


The Springfield Avenue Trust Com- 
pany, Newark, New Jersey, moves into 
its new home at the junction of 
Fifteenth and Springfield Avenues and 
Tenth Street. 


Great progress is being made in build- 
ing the new addition to the Doylestown 
Trust Company, Doylestown, Pennsyl- 
vania. 
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FEDERAL LAND BANKS 
NOW IN PORTO RICO 


XTENSION to Porto Rico of the 
Federal Land bank, authorized by 
congress some time ago, has been ac- 
complished by the opening in San Juan 
of a branch of the Baltimore Land bank, 
after several months of preparation, 
with Ernest H. Thomas of Rushville, 
Ind., in change. 

Slight modifications in the law to 
make it applicable to Porto Rico have 
been made, and already there are many 
indications that the small farmers of 
the island are preparing to avail them- 
selves of the long-time loans offered by 
the bank. The maximum amount that 
may be borrowed is $5000, just half the 
maximum in the United States, but in- 
quiries indicate that the average appli- 
eation for loans will not exceed $2,000. 
The interest rate fixed for the island is 
6 per cent. At a recent meeting of 
farmers a speaker asked those who 
were paying 2 per cent per month to 
hold up their hands, and the number 
of hands raised was large. 

Representatives authorized to accept 
applications for loans have been named 
in the seven towns of the island where 
there are registries of property. 


BANKS ARE ABSORBING 
BONDS WITH CIRCULA- 
TION PRIVILEGE 


QN November 1 Federal Reserve and 

national banks held a total of $476,- 
129,390 of various issues of United 
States bonds having circulation privilege, 
compared with $741,916,940 December 
30, 1921, an increase of $4,212,450. 
Total of bonds outstanding having cir- 
culation privilege is only $793,115,530 
and has not been increased for many 
years, so that the only way banks ean 
secure additional bonds is through sale 
by institutions, estates or investors who 
favor a small amount of the pre-war 
issues mixed with other government 
issues. 

These figures are exclusive of the 
special issue of Pittman Act certificates 
issued in connection with sale of silver 
to Great Britain. These certificates 
were sold only to Federal Reserve banks 
to secure issues of Federal Reserve Bank 
notes in small denominations to replace 
silver certificates retired to release silver 
dollars securing them. Dollars are now 
being recoined out of silver bought in 
under the act and with reissue of silver 
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Bankers Invited 


All over this broad land merchants, tradesmen 
and agents are, at an ever increasing rate, purchasing 


the products of the vast industries of the Great 
Lakes Region. 


Bankers in distant cities are, as a result, being 
asked many questions about Detroit and Detroiters, 


Michigan and Michiganders, which they never before 


have been asked. 


All such bankers are invited to correspond with 


this organization. 


Our close contact with the com- 


mercial activities of this district puts us in first 


position to serve you. 


(Formerly First & Old Detroit National Bank) 


FIRST NATIONAL BANK 


DETROIT 


MICHIGAN 


The First National Bank, the Central Savings Bank and the 
First National Company of Detroit, are under one ownership. 





certificates the Federal Reserve Bank 
notes are being retired and the Pittman 
certificates redeemed. 

Of the two issues of Panama 2s total- 
ing $74,901,580, Reserve and national 
banks own $74,044,140, which have been 
deposited with United States Treasurer 
to secure circulation, leaving only $857,- 
440 of these issues available to secure 
deposits of public moneys and for in- 
vestment. 


Out- 
Loan Rate standing Circulation Deposits Total 
US. Loan of 1925 %  $118,489,000 $ 84,277,000 $ 171,000 $ 84.449,000 
US. consols 1930 2 599,724,000 587,807,000 1,181,000 588,988,000 
Panama 1936... 2 48,954,000 48,369,000 152,000 48,521,000 
Panama 1938... 2 25,947,000 25,674,000 44,000 25,718,000 
$793,115,000 $746,129.000 $1,548,000 $747,677,000 
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The accompanying table shows bonds 
having circulation privilege outstanding 
November 1, amount held by Reserve 
and national banks to secure circula- 
tion, amount used to secure deposits of 
public moneys and total securities held 
by these institutions. 

Between December 30 last and Novem- 
ber 1 the amount of Pittman certifi- 
cates held by Reserve banks to secure 


circulation has been reduced from 
$118,000,000 to $38,000,000, or by 
$80,000,000. 





Work of remodeling the First Na- 
tional Bank, Washington, Pennsylvania, 
is progressing rapidly. A large counter, 
which will be utilized in the foreign 
and domestic departments of the bank, 
is being constructed. 
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A Century of Service 


This bank offers to its patrons the service of 
an institution with a history reaching back 


more than a century. 


Our banking, foreign, credit, securities and 
trust departments offer a complete financial 
service to meet the varied needs of our 


clients. 


Detailed information of the service 


rendered by any of our special departments 
will be gladly supplied upon request. 


Established 1810 


THE MECHANICS & METALS > 
NATIONAL BANK 


of the City of New York 


Capital, Surplus and Profits $27,000,000 


The Hampstead Bank of Hampstead, 
Maryland, began business in 1900 with 
a capital of $5,000 and from the start 
has made steady and continuous pro- 
gress. In 1912 its resources were $410,- 
000 and its capital $20,000. Today the 
capital is the same, and the resources 
are $1,100,000. This is due to the way 
the bank’s affairs have been conducted 
by J. William Kelbaugh, treasurer, 
and the board of directors, a body of 
the most prominent men of the com- 
munity. 


National City Bank of Ottawa, IIli- 
nois, establishes a trust department of 
which James P. Catlin, vice-president, 
has been appointed trust officer, and 
Alfred Taylor assistant trust officer. 


E. B. Dubuisson succeeds Dr. John 
A. Hass as president of the Opelousas 
St. Landry Bank and Trust Company, 
Opelousas, Louisiana. Leon S. Haas 
was named to succeed Mr. Dubuisson as 
first vice-president and Henry D. 
Lareade, Jr. trust officer. 


H. T. Clary has been elected pres- 
ident of the McDuffie Bank, Thomson, 
Georgia, to fill the vacancy caused by 
the death of the late Senator Thomas 
EK. Watson. 


John N. Malone, a former city tax 
assessor, has been appointed as special 
agent in charge of the realty loan de- 
partment of the Atlanta Savings Bank, 
Atlanta, Georgia. 


ARE YOU “CASHING IN” ON 
YOUR OUTLAY FOR 
ADVERTISING 


(Continued from page 27) 


“What’s that?’ said Black abruptly, 
“Explain yourself!” 

“Tl tell you just what happened,” 
promised Lee. “Not so long ago, one of 
your stockholders approached me on 
the matter of opening an account at 
your bank. Instead of selling your serv- 
ice to me, he tried to buy my account 
by talking about the high rate of interest 
you paid. Offhand that may sound 
like a good sales talk. But where will 
you bankers come out if you start com- 
peting in your interest rates?” 

“T’ll take care of that right away,” 
Black said grimly. “Now about the 
teller—” 


“T was in the lobby of your bank a 
few days ago and heard a young lady 
inquiring about the investment possibil- 
ities of a certain bond. The teller 
pleasantly enough said he thought it 
was a pretty good buy, but he said it 
so casually and seemed so indifferent 
towards her problem that she walked 
out of the building without further in- 
quiry. 

“Now that young lady may have 
asked out of casual curiosity, and may 
have been perfectly satisfied with the 
answer, but I wasn’t. I had just read 
an advertisement of yours that spoke 
feelingly of the service you had for 
small investors. Perhaps that young 
lady had been encouraged to inquire 
about that bond because of your ad- 
vertising, and although the amount in- 
volved may have been small it would 
have meant disaster to her to invest 
unwisely. Do you suppose that your 
advertising will ever be anything to her 
now except a lot of empty words totally 
unrelated to facts?” 


“Go ahead, rub it in,” Black grunted. 
“What else can you tell me?” 

“T can tell you that a good share of 
your selling is done by your staff, and 
if you don’t make salesmen and service 
people out of them you are wasting 


money to talk about service in your 


advertising. 


“Your staff and officers compose your 
inside selling force. For an outside 
selling force you have your stockholders. 
See that they are informed of your sales 
policy, and see that they cash in on the 
good-will that your advertising has been 
creating. Make arrangements with the 
schools and with employers to make the 
opening of an account at your 
an easy thing to do. Get the women 
interested by working on their problems. 
Show them how to manage a home and 
a husband. Financial problems are 
everyone’s lot. Get your bank into ther 
daily lives by really doing something 
with their problems. 
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“In your commercial work pick out 


di nid het: wk walk “ss CY WUMM|MUM YW); 


“a . - a WOUVLILOLLLLLLLLLSSLLLLELLEN NEE ba " oe i cae ; we ; 7 
erackerjack service for it—something 


that no other bank has ever done—and | MAKING B/L BUSINESS MORE PROFITABLE 
then sell your bank to that industry | FOR CORRESPONDENT BANKS AND _ SHIPPERS—No. 1 


on the special service that you can really 
deliver. 

“Have some one go over your files 
carefully to determine just what pro- 
portion of your customers are using 
certain departments of your bank. Then 
find out what additional departments 
they’re prospects for and go out and 
harvest that field a bit. Right there is 
your best opportunity to use the mails 
with good effect, for these people already 
have the habit of coming into your bank 
and so your letters will have to do 
nothing but convince them of their need 
for additional service. 

“Your file of present depositors is 
an acre of diamonds that you can’t 
afford to overlook, and if you’d spend as 
much effort in cultivating it as you do 
in soliciting business away from your 
competitors you’d find your advertising 


Soe aine im aay” wee | WW hen B/L Commodities 


jected Mr. Black. 


“And there’s at least one group of St iy t M k t— ee 
people,” Lee continued, “that you can ar O ar e : 
serve better and more conveniently than 


any other bank. It’s the group that The experienced shipper immediately brings the papers to his 


lives nearer to your bank than to any local banker, who forwards us the B/L with draft attached. 
Son a at meas - ae These papers put our B/L Department on the watch for the 
is in bringing people to any particular goods from the earliest date of possible arrival. 

institution, but I doubt your bank ever 


made an intensive selling campaign in Our aim is to hasten delivery and payment — or to help ‘the 


its immediate territory. How about it?” | shipper meet any unforeseen condition that requires a prompt 
“You're right there,” Black said. decision. Quickened turnover reduces the shipping and credit 
“We've never thought of it. What else 










































ie pen see?” risk—makes the funds immediately available to the correspondent 
Lee smiled at his friend. Don’t | and shipper, and is an economic factor of importance in reduc- 
think I’ve got the idea that I’ve given ing waste and broadening the market. 






you a lot of original suggestions for 


getting business. I’ve just cited these Over a period of years we have thoroughly developed our facili- 
eases to indicate the sort of thing that 


; ; , ties to meet this responsibility as the B/L Bank in America’s 
I believe you’re weakest in. Many a freight center. These facilities are always at the service of 
man and many a firm has expected our correspondent banks and their commercial customers. 
advertising to solve their selling problem 

for them. They have had the idea that 
money spent for advertising was an 
acceptable substitute for work, for 
selling effort. After spending a mint 
of money for advertising without get- 
ting the great increase in sales that 
they expected, they sit back and com- 


plain about advertising. 
“Advertising is not a substitute for 


selling. On the contrary, if you want 


fo get the full benefits from your ad- i : O M P A N } 
Vertising you will have to increase your 





















selling efforts as you increase your ad- OF CHICAGO 
vertising. If you have sowed and cul- : ; . 
tivated a thousand acres you should Offering the Seven Essentials of a Banking Home 


also plan to harvest a thousand acres.” Safety Spirit Experience Caliber Convenience Completeness Prestige 
Lee stopped and grinned amiably Z 


‘eross the table. “That ought to be 
‘nough for one day. Let’s go!” 





Uy 
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CHICAGO 


VER since The Merchants Loan and Trust Com- 
pany Bank of Chicago was founded, more than 
sixty years ago, the big end of its business has 


been commercial banking. 


Today this Bank is recognized as one of the leading 
trust companies of the United States in volume of com- 
mercial business and holdings of bank deposits. 


BOARD OF DIRECTORS 


CLARENCE A. BURLEY 
Attorney and Capitalist 
ROBERT W. CAMPBELL 


Knapp & Campbell 
ARSRARS. FIELD 

Marshall Field, Glore, Ward & Co. 
ERNEST A. HAMILL airman 
Corn Exchange National Bank 
HALE HOLDEN President 
Chi ieage, Bus paneges & Quincy R. R. Co. 

MARVIN Cc 


airman 
Chic: aaa a Railway Co. 
EDMUND HULBERT President 
The Merchants Loan & Trust Co. 

Illinois Trust & Savings Bank 

Corn Exchange National Bank 

CHAUNCEY KEEP Trustee 
Marshall Field Estate 


CYRUS H. McCORMICK Chairman 
International Harvester Co. 

JOHN J. MITCHELL Chairman 
The Merchants Loan & Trust Co. 

Illinois Trust & Savings Bank 

JOHN S. RUNNELLS Chairman 


Pullman Co. 
EDWARD L. RYERSON 


Chairman 
Joseph T. ——— & Son 
JOHN G. SHEDD 
ORSON SMITH 


resident 
JAMES P. SOPER 
Soper Lumber Co. 


Marshall Field’ & Co. 
ALBERT A. Ue’ Chairman 


5 Chairman 
Advisory Committee 
Sprague, Warner & Co 


President 


WE INVITE INQUIRIES IN REGARD TO ANY 
FEATURE OF OUR SERVICE 


JOHN J. MITCHELL, Chairman of Board 
EDMUND D. HULBERT Presid 

FRANK G. NELSON 2 
JOHN E. BLUNT, JR. - - 
C.E.ESTES -.- - - 
F. W. THOMPSON - - - 
H.G.P. DEANS - - - - 
JOHN J. GEDDES Cashier 


Vice-President 


F. E. LOOMIS - Assistant Cashier 
A. F. PITHE — Cashier 


Capital and Surplus Fifteen Million Dollars 


J. C. Pickerill of Leitehfield, Ken- 
tucky, was appointed State Bank Ex- 
aminer by State Banking Commissioner 
James P. Lewis, to succeed Argus Fran- 
cise of Glasgow, who resigned. 


John C. Batchelder, 
and cashier of the Merchants National 
Bank of Leominster, Massachusetts, to 
sueceed Frank H. Borden, who resigned. 


vice-president 


E. L. Nissly, of Florin, Pennsylvania, 
was elected president of the First Na- 
tional Bank of Marietta, Pennsylvania, 
to succeed the late Barr Spangler; 
Abram Grove, vice-president and J. 
Barr Spangler, member of the board of 
directors. 


The Guaranty State Bank of Wilmer, 
Texas, decreased its capital stock from 
$15,000 to $10,000. 


The Builders and Merchants’ State 
Bank of Chicago, which was organized 
last July with a capital stock of $200,- 
000 and a surplus of $25,000 has now 
been opened for business. G. Hallbom, 
former vice-president of the Union 
Trust Company, is president and 
Edward M. Olson is cashier. 


Peter Hackett assumed his duties as 
cashier of the Farmers Deposit Bank 
of Cresson, Pennsylvania. Mr. Hackett 
was employed as a teller at the First 
National Bank of Johnstown, Pennsyl- 
vania, for the past ten years. 


BUSINESS CONDITIONS 
LOOKING UP 


October bank clearings for cities 
outside of New York were 14 pe 
cent larger than those of September and 
19.9 per cent larger than the figures for 
September, 1921. This gain, which was 
general though irregular throughout the 
country, indicates a definite and sub- 
stantial increase in trade and industrial 
activity. 

The volume of commodities carried 
on the railroads has lately risen to totals 
only exceeded by the record year of 
1920. Cars loaded in the last reported 
week of October 28, numbered 1,014, 
480. Coal and grain loading may he 
thought to account for this, but mer- 
chandise and miscellaneous freight has 
also been increasing. The largest gain 
in the week of October 28 was in freight 
of this class; and the totals. approach 
the record weeks of 1920. 

The railroads on October 21 were 
short 166,349 cars of enough to meet 
the demands of traffic. This inadequacy 
of railroad equipment is, and probably 
will be for some months, a hindrance to 
expanding production and trade. Con- 
gestion on the railroads is bad in that 
it makes for temporary shortages and 
higher prices in certain kinds of com- 
modities, because all of the supplies of 
those commodities cannot get to market. 
In times of expanding business poor 
railroad facilities prove to be costly. 

Output of pig iron and steel ingots, 
regarded as a good indicator of the 
course of the general business, has been 
rapidly recovering the ground lost on 
account of the coal and railroad strikes. 
The total output of pig iron in October 
was the’ largest since December, 1920. 
The number of furnaces in blast and 
the daily average output surpass any 
month this year. The daily average 
production in October is reported by 
The Iron Age as 85,092 tons, a gain of 
25 per cent over September. October 
steel ingot production gained 498,636 
tons and was the largest since October, 
1920. These gains taken in connection 
with the continuation of large railroad 
orders for equipment make it appear 
probable that the iron and steel industry 
will before long reach a point of normal 
operation.—First Wisconsin National 
Bank. 


The Mossy Creek Bank of Jefferson 
City, Jefferson County, Tennessee, has 
filed an amendment to its charter de 
creasing its capital stock to $60,000 
from $75,000. 


Burt Hendrick was elected cashier 
of the First National Bank, Waukon, 
Towa, to succeed E. A. Allanson, who 
resigned. 
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A MESSAGE FOR BANKERS 
OF THE YOUNGER SCHOOL 


(Continued from page 21) 


solution of which calls for men of clear 
vision and understanding, men who ean 
think straight and ean do constructive 
work. He thinks confident, courageous, 
optimistic, dominant thoughts and he 
builds up his whole physical and mental 


being. His right thinking is reflected B ff: l 
in his right actions, and right actions u a Oo= 


bring right results. 


“a een the Largest Grain Port on the 
Thought is the very parent of prog- 
ress. Thought creates everything. Great Lakes. 
When bank workers realize that mental Grain receipts for 1921 over two hundred 
power is supreme—that it dominates, , and fifty-three million bushels. 


regulates and directs every other power 


Twenty-eight elevators provide a storage capa- 
there is—that it can be acquired, de- city of over thirty million bushels of grain. 


veloped and controlled—that it is un- Over six million barrels of flour milled on the 
limited in its activity, it becomes Niagara Frontier during 1921. 

apparent that this is one of the most 
important qualifications for a_ big 


BUFFALO—a city of enterprise aided by the 
banker to possess, for it helps to over- | 
come your obstacles, solve vour diffi- 


culties and equip you for progress on | 
the financial ladder. TRI IST COMPANY 
‘Third—they became good teamwork- 


ers. Unless you become a good team- | OF BUFFALO ; -- 


worker you are little likely to become 
a big banker. Teamwork is everything Capital and Surplus, $17,000,000.00 
in the banking business. The econom- | 
ical and rapid handling of so many 
hundreds of thousands in a bank each 
day is only possible through organiza- 
tion and teamwork. And it is only | i me 
through the maintenance and develop- 
















































ment of this organization in all its pp Kane cxeuxuuu CUKEKAEENEEEAEEECOCEAES ES ESESEEE C1 CEAEE AA SAESELELE CELAAIAAIEIEILLE 11 FETEAIAEAEIIAAIT 
details that. a bank ean give efficient H 
service. i K 
Charles H. Sabin, chairman of the | : 4 

Guaranty Trust Company of New York 5 j F 
says: “It doesn’t ame how brilliant | Equipped 5 
d either a ball player or a worker may be to.Serve Commetce E 
y if he is not a teamworker; if you can- 5 
e not depend upon him to throw the ball at Home and Abroad iE 
y to the other party at the right time and a 
if be prepared to sink what he might ; F 
er regard as his own personal glory for | IB 
36 the sake of the final grand result. In E 
of, every well-drilled organization, as in a THE E 
on well-drilled football team, the goal must | \ NATIONAL PARK I: 
ad be the first consideration always.” : FE 
ar A big banker is a teamworker who is BANK 5 
ry courteous, thoughtful, good-tempered. OF NEW YORK IK 
nal He is complaisant, obliging, helpful. 5 
nal He co-operates. He places more stress F 

on getting things done than he does Trust Department E 

about getting credit for doing them. Safe Deposit Vaults 4 

He puts his institution, his bank, first. Foreign Exchange Department 
son He knows that his paramount duty is ‘ti FE 
has to see that the bank prospers, and that yO bibl rere § 

: : ’ - 2 EAPO UB ap Soe dese re. . te} 
de- if the whole prospers, he, as an active, | \| 2 Al ‘ ae Co ee 5 
000 ficient, progressive part of it, will | “Ae of" a ee IE 

prosper with it. AS RON lp is 


Serving Financial 
Fourth—they studied human nature. 











is Every banker of distinction is a great sapesieie Institutions Since 1856 
nm student of the human mind. He not 214 Broadway 
ho only understands facts and figures, but 

te understands human beings. Bank- 

ing is something a great deal more than 
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the adding and subtracting of figures, 

It is a matter of making and keeping 

friends, of dealing with human beings, 

of judging character, of estimating the 

soundness of investments largely by « 

knowledge of the men back of them. 

The ability to “get along with people” 

HE illustration shows the upper stories of the —what a wonderful asset it is. One of 

MAGNOLIA BUILDING in Dallas, Texas, the most conspicuous financial successes 

This splendid pile rises high above everything of our day, the late George W. Perkins 

commercial in the state. The building on the right of Morgan & Company, possessed this 

in the picture is the Adolphus Hotel—the highest power to an extreme degree. Even 

hotel structure in Texas. J. P. Morgan, who was not distinguished 

for his sweet disposition, promptly 

succumbed to the charm of Perkin’s 

personality. Henry P. Davison was 

another financial giant whose spectac- 

ular rise was attributable in an unusual 

degree to his success in winning friend- 
ships. 

The big banker has learned from ex- 
perience what the temperament of John 
Jones is and how to approach him in 
calling a loan, and he knows likewise 
the temperament of Bill Smith who has 
come to borrow $10,000 with which to 
purchase a new motor car. He has the 
gift of saying “No,” firmly, but not 
offensively. He says it in such a tone 
and manner that Bill leaves the bank 
convinced that after all, he did not need 
a new car and that his banker has con- 
ferred him a favor in refusing the loan. 
These things he must or else it will 
prove that he is not a big banker. 

Fifth—they stuck to their jobs. 
Why must we fret if it takes us a few 
years to rise above the commonplace? 
Must we quit if we are not made bank 
officers at once? In giving reasons 
why bank clerks often fail in their 
attempts to become anything more than 
mediocre, David R. Forgan, president 
of the National City Bank of Chicago 
hit the nail on the head when he said: 
“Few nowadays enter a bank with the 
determination to make banking their 
life work. Instead of viewing it as a 
profession to be followed, with the pres- 
idency of a big bank as a goal, they 
simply “go to work in a bank,” and 
most of them leave and go to work in 
a soap factory if the owner of it will 
MAGNOLIA BUILDING, DALLAS, TEXAS pay them a dollar more a week.” 

Architect, Alfred C. Bossom Do you know that perhaps the most 


infinential banker in America today, 
We invite correspondence and shall George E. Baker, chairman of the First 


be glad to have our skilled architects National Bank of New York, is over 
and engineers consult with you with- seventy years of age? He did not quit. 
out obligation on your part. He stuck. There is not one salient 
figure in our financial, commercial oF 
industrial life today under forty. They 


ALFRED. C. BOSSOM are all stickers. They sweated and 


toiled with body and brain from early 
Bank Architect and Equipment Engineer morning .to late at night, tasting de 


spair— y stuck 
680 Fifth Avenue NEW YORK oe 
It is said of James §. Alexander, 
president of the National Bank of Com- 
merce in New York, that it took him sit 
years to become an assistant transfer 
clerk and three years more to become 


The ground floor of the Magnolia Building is 
specially designed for a bank’s use. 
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transfer clerk. For fifteen long, rather 
dreary years he kept his nose on the 
grindstone, giving to each job the best 
there was in him. Although the institu- 
tion was not going ahead very fast and 
promotions along the line were dis- 
heartingly slow, Alexander never once 
allowed his ambitions to die. He too 
was a sticker. 

The pace in the financial world today 
calls for men of red blood, men of grit, 
men with staying powers. There is no 
market for rolling stones. Without the 
quality of stick-to-itiveness no bank clerk 
is likely to climb to the top of the 
financial ladder—and stay there. 

These are the five great outstanding 
qualities that make for the success of 
a big banker. It is necessary for me 
to say that these men were honest, in- 
dustrious, courageous, temperate? That 
much may be safely assumed, I think. 
Few men succeed in any calling without 
those qualities. 

Success as a banker is within reach 
of any man of average ability, fair 
education and good character, who 
possessing those natural talents adds 
to them by persistent, well-directed 


effort. Big bankers are constantly on - ” 
the lookout for bankers of the younger e ed ristmds 4 1 t oe 
school who can assume larger respon- 


sibilities, so the sooner we face the facts 
squarely and honestly with ourselves 
and mould our lives accordingly, the 
nearer we will be to our dreams and 
































NHE Holiday Season offers a special 
— opportunity for securing new depos- 











ee. “=< itors by featuring a Savings Account 
Contract for the new bank building with one of our Home Banks in a holly 
that is to be erected on the corner of ~ box as a Christmas Gift of far-reaching 
Broad and Main Streets for the Wash- l 
ington Trust Company, Norwich, Con- value. 
necticut, has been awarded to R. A. T - " d . hi All : 
Sherman’s Sons Company. It will be 0 assist in doing this, we wlll agree to 
ent Se set on eine os pack in holly cartons (as illustrated) any 
e ground floor, taking in their presen 
bank building os well. The building is safes ordered from Sencha om and also to 
to be five stories high. The banking furnish an appropriate holiday window 
rooms will be two stories in height, and placard, without extra charge. 
three floors will be for offices. 
Ea a More than 6,000 Banks have found our 
ton, Massachusetts, one of the largest Home Safes to be the most effective and 


and oldest savings banks in Brockton, 
has two new up-to-date vaults and 





least expensive means of securing new 






_ new fittings, which will be ready accounts. 
The aw ea — We manufacture 35 styles of Home Savings 
larged for the second time. Banks. Write for particulars and samples. 









The Houma Trust and Savings Bank, 
Houma, Louisiana, is preparing a new 
home which will be one of the finest he i I OMA] IC 
banking rooms in the South. Approx- 


imately $20,000 will be spent in alter- 


ycimvaer | RECORDING SAFE CO 
will be modern in every respect, the in- ” 
terior to be finished in white marble. 159-NORTH:STATE:STREET 

— are being drawn by the Home CHICAGO 


talty Company, Wm. H. Malone, 
President, Park Ridge, Illinois, for a 
one or two-story bank. 
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Again! Loss on an Uncollected Item 

Party giving name of H. O. Roberts, 
described as about 5 ft. 6 inches tall, 
about 45 or 50 vears old, fair com- 
plexion, blue eyes, slightly gray hair, 
recently opened an account with a check 
for $250.00 and $100.00 in cash. 

Check was made payable to H. O. 
Roberts, was drawn on the Kirksville 
Trust Company of Kirksville, Missouri 
and purported to be signed by Anna W. 
Schaffer. 

Before returns on check had _ been 
made, which proved fraudulent, Roberts 
sueceeded in withdrawing $297.50 from 
his aceount. 


The Missouri Bankers Association 
offers a reward of fifty dollars for the 
apprehension, conviction and imprison- 
ment of one Ray Rice on the charge of 
having defrauded a member of their 
Association by means of checks bearing 
forged signatures of Sam Rice. 

The offender is described as follows: 
Age, 23 to 25 years; height, 5 ft. 9 
inches; weight, 160 to 165 lbs.; com- 
plexion, hair, light brown; eyes, blue; 
features, regular; build, well built with 
square shoulders. He is inclined to 
be talkative, unkempt and untidy in 
appearance and usually wears bib 
overalls. 


A New Swindle 


The Ohio Bankers Association reports 
that a man representing himself to be 
Frank §. Miller has hit Athens, Warren, 
Piqua and Findlay, with a proposition 
that has netted him good results. He 
calls on a local surgeon and states that 
he desires an operation performed. The 


The Alarm 
That Leads 
Them All 


The Safety Burglar Alarm 
is safeguarding hundreds of 


banks and giving genuine 
satisfaction. 


Real protection at minimum 
costs. 


Send for Catalog 


Safety Burglar Alarm Co., Inc. 


16 Fulton St. W. GRAND RAPIDS, MICH. 
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SAFEGUARDING YOUR VAULTS 








surgeon examines him and finding such 
an operation advisable, arranges for 
same at loeal hospital. 
surgeon 
made payable to Frank S. Miller and 
signed Geo. E. 
brother living at Dover, Ohio. 


against 
Dover, and in a second ease, against the 
Ohio Savings & Trust Company of New 








Miller then asks 
to endorse a check for $250 


Miller, 


said to be a 


The check in one instance was drawn 
the State Savings Bank of 


Philadelphia. The checks, of course, 


are purely bogus. 


Miller is deseribed as: About 60 


years; height, 6 ft.; weight, about 175 


Ibs.; hair, dark gray; eyes, light; 
appears to hear with difficulty and talks 
in a loud voice; writes with a shaky 
hand. 


The Safe Keeping of Stamps 


Under the provisions of the Amer- 
ican Bankers’ Association Standard 
Form of Bank Burglary and Robbery 
Insurance Policy, “Uneancelled United 
States postage and revenue stamps in 
current use, war savings certificate 
stamps not attached to registered cer- 
tifieates, and thrift stamps are classed 
as money.” 


Another provision is that the insur- 
ance company is not liable for loss or 
damage to any property unless it is 
owned by the assured or the assured is 
legally liable for such loss or damage. 


On account of these provisions in- 
surance companies have denied liability 
for the loss of War Savings Stamps 
held by the banks for safe keeping. In 
these cireumstances all banks holding 
war savings stamps for safe keeping for 
their customers are advised to send 
them to their city correspondents for 
safe keeping inasmuch as the companies 
expect to stand out about the payment 
of losses in which these instruments are 
involved. 


A man and woman driving a large 
sedan automobile are going throngh 
Minnesota leaving a trail of fraudulent 
checks in their wake. They make pur- 
chases of about $4.00 each and take the 
balance of a $25.00. check in cash. The 
checks are all signed J. L. Johnson and 
payable to Helen Johnson. At Detroit 
checks were given on the State Bank of 
Hawley. At Hawley checks on Grand 
Forks were put out. 

The woman is described as follows: 
Age, about 25 years; auburn or reddish 
bobbed hair; weight, about 130-140 Ibs. 
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“Counter” on Checks 

Members are particularly requested 
when purchasing new supplies of check 
blanks for their institution, to designate 
to the printer furnishing same that on 
checks to be used for counter purposes, 
the word “COUNTER?” should be placed 
on the check form, perferably through 
the body of the check, thus placing any 
one accepting such a check on notice 
that the check form was picked from 
the counter of a bank. 

This will assist, we feel, in eliminat- 
ing the bogus and forged cheek evil 
which has been the cause of so much 


trouble to bankers in this and_ other 
states. 
Co-operation by the use of 


“COUNTER” checks in all _ banks 
throughout the State is especially re- 
quested.—Ilinois 
Bulletin. 


Bankers’ Association 


All banks are advised to be on guard 
against a dangerous forger who has 
been operating recently with forged 
Missouri Pacifie Railroad Company 
vouchers. On September 29 he operated 
at Fort Smith, Arkansa and on October 
6, made his appearance in Kansas Ctiy. 

The forgery in question appeared to 
be on the regular form used by the 
Missouri Paeifie Railroad Company, 
and on the face of the voucher the 
criminal gives a typewritten statement 
that the voucher is for time lost as 
machinist during a certain month while 
engaged in certain work, per letter of 
general manager, ete. 

Such vouchers when genuine should 
be approved for payment by the gen- 
eral auditor of the road, F. A. Johnson. 
However, the forged vouchers show 
“approved for payment” signed “F. A. 
Lattig,” “For general auditor.” 

In Fort Smith the criminal used the 
name George Purcell. In Kansas City 
he used the name of H. J. Blevins. ~ 

An accurate description of the forger 
is not available, but the best description 
that has been seeured is as follows: 
Age 25 to 30 years; height, 5 ft. § 
inches; medium build; brown _ hair; 
smooth shaven; wore cap pulled dow 
over eves. 


Report comes to us that H. M. Berry 
obtained, through forgery, Cashier’ 
Cheek No. 12168 in amount of $7,251. 
payable to H. M. Berry from the At 
zona Central Bank, Kingman, Arizoni. 

Berry is described as: 37 years of 
age, 5 ft. 4 inches tall, 130 Ibs., stock! 
build, dark complexion, dark hair, se 
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over left eve and scar on left upper 
and lower lips and at the time he visited 
the bank wore dark glasses. 

Warrant for his arrest is held by the 
Sheriff at Kingman, Arizona. 


A party using the names of F. B. 
Varney, alias Ralph B. Varney, alias 
Ralph B. Rule has been operating in 
eastern Ohio issuing bogus checks 
against the Continental Trust Company 
of Washington, D. C. Checks usually 
are for $25.00 $30.00 and $35.00. 

He claims to belong to Battery B. 
7th Field Artillery, Camp Meade, Mary- 
land and on a few oceasions has signed 
“Lieut. Col. F. B. Varney.” 

Information from the War Depart- 
ment indicates that the 7th Field Artil- 
lery was never located at Camp Meade. 

It is also pretty well established that 
his correct name is “Rule.” 


Checks have been appearing, drawn 
on the Hinckley State Bank, Hinckley, 
Illinois, made payable to Roy Brophy 
and George Reim, signed C. N. Darnell. 
It is alleged that Brophy, who was con- 
nected with some bad check operations 
several months ago has served a term 
of three months in the county jail. 

He is described as about 5 ft. 8 inches 
tall, weighs about 145 Ibs., slender 
build, a little stoop shouldered, rather 
large nose and speaks with a peculiar 
accent. He has brown hair, blue eves, 
a ruddy complexion, although very 
tanned and is a farm laborer by oceupa- 
tion. His features are somewhat con- 
tracted, giving him a rather idiotie ex- 
pression. 


A Chicago Bank recently reported 
two of their customer’s checks being 
returned. Investigation proves that 
said customer has left town, presumably 
heading West, and has already sent two 
of these checks with request that du- 
Plicate deposit slip be forwarded to 
general delivery. 

First check sent in was for $150, drawn 
on the San Bernardino National Bank, 
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Readers will confer a favor 


DIEBOLD BANK VAULT EQUIPMENT 
Lauded By ‘“U. S. Investor’’ 


‘A plant which turns out such massive and yet such perfect work, must naturally be just what the 
plant of the Diebold Safe & Lock Company is: the ultimate result of several generations of devotion 
to the single ideal of making every product that bears the Diebold name, whether lock or safe de- 
posit boxes, safe or vault, as good a product as human ingenuity knows how to create.” 


This is an extract from editorial which appeared in the June 17th issue of the U.S. Investor 


DIEBOLD SAFE & LOCK COMPANY 


CANTON, OHIO 


BALTIMORE 
CLEVELAND 
DETROIT 


. 


CHICAGO 
ST. PAUL 
MINNEAPOLIS 








San Bernardino, California, made pay-. 


able to W. W. William, signed Leo G. 
Lusk and endorsed by D. G. Logan. 

The second check appearing was for 
$200, drawn on the American State 
Bank, Omaha, Nebraska, made payable 
to Roger T. Worth, signed M. G. Rogers 
and endorsed D. G. Logan. 

Without a doubt all names are fieti- 
tious as handwriting is very similar to 
Logan’s on both checks. 


It is alleged that W. E. Parr with an 
A. I. B. eard, who has been discharged 
from the Central Trust Company of 
Illinois, Chieago, Illinois has _ been 
travelling about passing bogus checks 
in several of the states. He has been 
working in Virginia, North Carolina 
and within the last week was again 
heard from in Savannah, Georgia. 

Parr is deseribed as 30 years old, 5 
ft. 10 inches tall, 165 lbs., ruddy com- 
plexion, reddish hair and good appear- 
anee. He is married and was formerly 
connected with the Goodyear Rubber 
Company of Dayton, Ohio. He is re- 
ported to be going around to the various 
banks claiming to be allowed extra vaea- 
tion period because of activities shown 
in securing new savings accounts for 
the bank and uses his membership ecard 
in the American Institute of Banking 
as identification. 


Be on the watch for fraudulent 
checks made payable to R. L. Canter, 
on printed form of Black & Decker 
Mfg. Co., Portable Electrie Drills and 
Air Compressors, New York City, made 
pavable to R. L. Canter and drawn on 
the Corn Exchange Bank, New York. 
Checks are signed Black & Decker Mfg. 
Co., per J. W. Moore. 

The payee, the date and amount are 
inserted with typewriter and a_ pro- 
tectograph is also used. All checks so 
far have been signed by J. W. Moore 
and on one oceasion one was counter- 
signed by one A. F. Clancey. 

Upon wiring Black & Decker Mfg. 
Company they say no such party as 
R. L. Canter is in their employ. 
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Waco, Texas, is proceeding rapidly. 





Your Vaults 


need thorough testing and 


inspection by competent 
engineers. 


We specialize in consultation and 
inspection service upon bank vaults. 
We test all classes of building 
materials, supervise the erection 
of buildings, make examinations 
and prepare reports on properties, 


operations and processes of all 
kinds. 


Let Us Serve You 


ROBERT W. HUNT & CO. 
Engineers 


2200 Insurance Exchange 
Offices in Principal Cities 


Chicago 


LET US FURNISH ESTIMATES 


TELLERS CAGES 
Grill Work and Wickets 


INDIANAPOLIS WIRE & IRON WORKS’ 
Indianapolis, IND. 





Two men representing themselves to 
be Dr. Porter and Dr. H. 8. White of 
the University Hospital, Columbus, 
landed at Derby, Ohio, not leng ago. 
They claimed to be selling a belt which 
had great curative qualities, especially 
effective in cases of rheumatism. 

The pair succeeded in interesting an 
old gentleman and his wife at Derby 
and procured the old gentlman’s sig- 
nature to a blank check by making him 
believe he was signing a receipt. They 
immediately headed for the bank at 
Harrisburg where the old couple kept 
their account, filled in the check for 
$87.50, got the cash and then departed. 
They travel by automobile. 

The construction of 
ing for the Liberty 


build- 
Bank, 


the new 
National 
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Famous the World over 
BUY NOW 


MAUSER 


FIRE ARMS 


Automatics 
The solid construction, simplic- 
ity and power, make this one of 
the best pistols for defense or 
sporting purposes. 
25 Cal. Vest Pocket Model,8 shots. $15.00 
25 Cal. Regular Model, 10 shots... 16.00 
32 Cal. Regular Model, 9 shots.... 18.00 
Mauser Holsters, either caliber.... 1.50 
Mauser Ammunition: per 100 
25 Cal., $4.50; 32 Cal 
Mauser Rifle Ammunition, 
all calibers, per 100 


Genuine Qaieun 


Automatics 


Thoroughly reliable, dependable { 
and accurate. A wonderful 
pistol under all conditions; hardshooting. 
30 Cal. Regular Model; penetration 
6% inches; pine at 50 yds., 8 shots $27.50 
Luger Holsters, 30 Cal 2 
LONG LUGERS—6 and 8 inch 
barrel. Acknowledged one of the 
most powerful pistols made. Fur- 
nish all complete with wood 
stock and holster attachment... $67.50 
uger Ammunition — per 100; 
Cal... $6.00; 9 mm $7.00 
A complete stock of Genuine Repair 
Parts for Mauser and Luger Fire- 
arms; Mauser Rifles; Imported and 
American Ammunition always on hand 


Genuine MAUSER RIFLES 
A hard shooting big game 
Rifle for Sportsmen 


_ Weimport the only genuine, orig- 
inal 30 Cal. MAUSER; made to 
take the 1906 Govt. cartridge in the 
following models: 
ort Stock, walnut; with matted 
rib, 24” barrel 44 octagon. $80.00 
Sport Stock, with 24” round barrel, 
plain finish $70.00 
Carbine full walnut stock to muzzle 
(Mannlicher-Mauser type) $85.00 


OFFICERS FIELD $16 
GRAY GLASSES 
Eight power, perfect lenses. A 


splendid glass for all purposes. 
omplete with carrying case.. $16 


STOEGEROL 
The greatest combination gun 
solvent, lubricant, and rust pre- 
ventor. Every gunownershould 
have a can of this Price $1 


Prices on all firearms are 
advancing. Take advan- 
tage cf these offers—send 
money order, draft or pay 
postman—order TODAY. 


Beware of Imitations 


Every Miauser or 
Luger Firearm sold 
by us is guaranteed 
new and genuine. 


A. F. STOEGER 


Sole Authorized Importer of 
MAUSER & LUGER ARMS 


and Mauser and Luger Ammunition 


606 W. 49th St., NewYork 
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BANK SERVICE AS A PRAC.- 
TICAL FORM OF 
ADVERTISING 


(Continued from page 32) 


contract for deed must of necessity 


make regular visits to the bank and the 
chances of his opening a saving account 
are thus bettered with each visit. There 
is not a stronger incentive for saving 
than that which is created when paying 
for a home. I speak from personal ex- 
perience as well as from observation. 
Possibly there is a mortgage to take 
care of and this in itself means saving. 
Many of these home buyers are un- 
learned in business matters and want a 
lot of information as to how a deed is 
eventually obtained and how to record 
it, how and where to pay the taxes and 
such things which to the average trained 
person seem trifles, and the collection 
man ean by truthfully and politely 
taking eare of their needs make fast 
friends of them to the bank’s advantage. 

Just to show to what an extent con- 
fidence can be created by scrupulous 
attention to details, an elderly lady came 
to me asking for assistance in procuring 
a loan of $50,000, on mortgage, and 
we would have succeeded in helping her 
except that she finally balked at paying 
a commission which for the amount in- 
volved would have been impossible for 
the lender to waive. 

Service of this kind constitutes a 
practical way of promoting the interests 
of the bank. 


The Citizens’ Bank of Paducah, Ken- 
tucky, will erect a building costing 
$200,000 


Work has elready been started on the 
new home of the Old Point National 
Bank of Phoebus, Virginia, which will 


cost $13,711. They expect to be ready 
for business within three months. 


The Industrial Bank and Trust Com- 
pany, Memphis, Tennessee, purchased 
brick building at 70 Madison Avenue 
for a consideration of about $45,000. 
The rapid expansion of the business of 
the Industrial Bank is the reason given 
for the purchase. 


The Central National Bank of Oak- 
land, California, will establish a branch 
at Fruitvale Avenue and East Four- 
teenth Street. A $100,000 structure 
will be built. 


Directors of the Elkton Banking and 
Trust Company, Elkton, Maryland, -are 
making arrangements for the erection 
of a bank in Cecilton, Maryland. 

Plans are being drawn for making 
alterations and addition to the Northern 
National Bank of Philadelphia, Penn- 
svivania. 


BOB IS ON HIS WAY UP 
TO THE TOP OF THE 
LADDER 


(Continued from page 23) 

an ambitious bank man as an institute” 
convention. Here, usually for the first 
time, he gets a real view of the broad 
sweep of banking. He begins to under- 
stand its importance in the general 
scheme of things. He goes back fired 
with enthusiasm. Yes, perhaps he is 
fired from his job too, before long—into 
a higher one. Sending the right kind 
of young men to a national A. I. B. 
Convention is a wonderfully good in- 
vestment for any bank. 

One thing more in closing. Keep 
abreast of the current thought on bank- 
ing. A convention helps. But. the 
student will attend this forum if his 
A. I. B. chapter has one. He will read 
the newest books on banking, economics 
and kindred subjects. He will read 
regularly the bank magazines, never 
letting an article slip by that will help 
him in his work. Perhaps he will feel 
impelled to contribute articles of in- 
terest to his fellow bank men, possibly 
aiding to blaze the trail ahead. This 
will help him even if the articles are 
never printed. Forming opinions and 
expressing them clearly is a great aid 
to clear thinking in one’s work. And 
if an article does get across it means 
good advertising and some extra iron 
men for Saturday night. 

Shall we sum up Bob’s experiences 
of ten years in ten sentences? Here 
goes: 

Attend strictly to business 

Capitalize mistakes 

Take an active part in the A. I. B. 

Discover what you can do best 

Avoid the rut 

Make suggestions 

Despatch—keep your desk clean 

Rudeness—never; practice courtesy 

Get to an A. I. B. Convention when 
possible 

Keep abreast of 
thought 

As Ring Lardner says, “That’s the 
whole thing declared in a nut shell.” 
Hit the line hard and you'll break 
through to your goal. The chaps in 
the cages and behind the counters today 
are going to make many of the banking 
touchdowns of the future. There are 
five figure incomes and fame waiting 
for some of us. Let’s help one another 
and break through to real success. 


eurrent banking 


Plans are now under way to build the 
five-story annex to the Carter building 
early in the year so the Lumbermans 
National Bank, Houston, Texas, ¢caa 
move in its own building next year. 

‘The First National Bank of Millers- 
burg, Pennsylvania, will make interior 
and exterior alterations to their bank 
building. 


writing to our advertisers 





he 
ng 
ns 
an 


LETTERS OF A BANKER 
TO HIS SON 


(Continued from page 26) 
idly follow. If you spend your surplus 
time burning gasoline on North Meri- 
dian or throwing lovesick glances from 
a box at Keith’s to a filmy ballet dancer 
you can feel sure that your hardware 
dealer and your department store man- 
ager are going to send their wives to 
their mother’s for a while so that they, 
too, may have a little freedom. If you 
attend church too punctiliously and 
pray too loud or too long it is a safe 


bet that after your leading merchants - 


get through sniggering behind your 
back that they will fall in and become 
Sunday school superintendents and Boy 
Scout captains. I don’t think vou have 
any business in Indianapolis and I don’t 
feel any alarm about you becoming a 
religious fanatic but it is good for the 
soul to go to church on Sunday as it 
is for the heart to practice religion the 
other days of the week. 

Just because you have a snug sum 
of money in your vaults don’t get the 
idea that you are a rich man and try 
to spend more than you make; the 
money doesn’t belong to you. Nor 
should you become a tightwad through 
overzealousness in the protection of 
other people’s property. The human 
body requires sufficient food and the 
human brain requires diversion in order 
to maintain them at their greatest effi- 
ciency. There is always a middle 
ground between the hill top and to the 
valley and it is here that safety is found 
away from the blizzard’s sweep or the 
river’s flood. Spend money liberally 
but not extravagantly and always be 
sure to know where the next dollar is 
coming from before the last is spent. 

The environment in Claflin will be 
different than it is in Greenward. Here 
is a new country that but yesterday was 
pioneer. In the grand, free sweep of 
the prairie is a broadness of humanity 
that is not be found in the older states. 
Conventions are less conventional, re- 
strictions are less restricted. In short, 
there is more gossip in your new home 
than you have been used to. You found 
it here, as you did in Boston, as you 
probably would in New York or London 
or Paris; it is a little more noticeable 
here because the scope is narrower. 
Claflin is no doubt similar, only worse, 
and there are going to be a good 
many things said about you when 
you are not listening that it is just as 
well you didn’t hear, and they will travel 
like a prize pup that has gnawed loose 
from his kennel for the first time. It 
isn’t very often that a lie will hurt your 
reputation as much as it will certainly 
warp your character if you allow it to; 
the fear of what people might say about 
you and of what they have said is far 
worse than the falsehood. After all is 


said and done, it is not the lie that hurts, 
but the truth. 


Keep vour life ordered 






BANKERS MONTHLY for DECEMBER, 1922 















































R 


weakest point. 

































































vault protection. 







bank vault. 




















protection. 


























so that anyone has but meager oppor- 
tunity to say any detrimental thing of 
you and don’t worry about what gossip 
says. 

This arrangement I have made may 
not at first appear like I was doing 
right by you but as the years roll on 
their way you will find that, according 
to my usual traits, I have made the best 
financial investment possible and that 
IT have done more—I have given you a 
chance to develop character, which is 
something not included in the ecurricu- 
lum of even eastern colleges. 

Fishing is good this year on the 
Beaver. Be sure and come home for a 
couple of weeks and we will have some 


reat sport. . 
S P Sincerely yours, 


Dad. 


VKERS MONTHLY 





Uniform Protection 


For Your 


} VAULTS 


EMEMBER that a vault is no stronger than its 
It is practically a waste of money 
to construct a vault with a door that is burglar-proof 
and walls that are not burglar-proof; or vice versa. 
Robbers will seek to attack the weakest point, and rates 
on burglary insurance are based on the weakest point. 
For protection and favorable burglary insurance rates, 
vaults should be uniformly 


—Missouri Bankers’ Association. 


HIS statement of the Missouri Bankers’ Associa- 
tion is endorsed generally by all of the State 
banking associations as well as by individual bankers 
who appreciate the importance and value of uniform 


The Rivet-Grip System of Reinforcement 
provides positive protection to all points of the 


It is not uncommon practice in bank vault con- 
struction to place fine, strong heavy doors in vaults 
whose masonry wails have only a small fraction of 
the protection strength of the doors. 


But our Rivet-Grip System of Reinforcement 
furnishes equal protection value in the doors and 
the masonry structure. With this idea, “Balanced 
Protection”’ in mind, the Rivet-Grip System is 
offered to the bankers of America as sound vault 


We shall be pleased to recommend for your bank a method of 
vault reinforcing to balance any size or type of vault doors. 


THE CONCRETE REINFORCING 


AND ENGINEERING COMPANY 
CLEVELAND, OHIO 
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strong throughout. 5 


Contract has been awarded for the new 
quarters of a million dollar home of 
the Wayne National Bank, Goldsboro, 
North Carolina. 


The Bank of Italy has just coneluded 
a convention of 200 branch managers 
at San Francisco. Fifty-seven branches 
were represented at the meetings. The 
object of the meeting was to bring the 
branches into closer relationship with 
each other. 


James Ellington, formerly of the 
Farmers Bank at Millersburg, W. Va., 
has resigned his position there and ac- 
cepted the post of assistant cashier at 
the Cabell County Bank of Huntington, 
Wa VR 





FOUNTAIN PEN 


YOU 


Your Friends—Every 


man and woman who has 
a checking account in your 
bank have every day use 
for both a fountain pen 
and a check protector. 


The Check Protector 


in the end of the ‘‘Security™ 
fountain pen enables you to 
write a check and protect 
it wherever you may be. 
It is the equal of any ex- 
pensive check protecting 
machine made. 

Unique and exclusive pat- 
ented mechanical features— 


Points of Perfection 


1 Check protector concealed 

in cap. Equal to any ex- 
pensive machine on the 
market. 
Screw pressure filling de- 
vice. ills and cleans with 
a turn of the bottom. 
14-karat tempered iridium 
tipped gold pen. Made by 
secret process. 
Rolled gold spring clip. 
The clip with a grip. 
Patented air cushion feed 
bar. Ends forever the curse 
of leaks and blots. 


—make the ‘Security” 
check protector fountain 
pen— 

A Most Appropriate Token of 


your interest in friends and 
customers. 

If you are interested in our 
net prices on quantity orders mail 
the coupon attached at once 


KRITIKSON BROS., Inc. 
116-122 W. Illinois St., Chicago 


Please quote your prices on......... 
Security pens. With or without our 
bank's name imprinted on the cap. 


Bank name. 


In quantities of two hundred and fifty or more 
we will imprint your bank’s name on the cap 
charging only for the die. An unconditiona! 
five year written guarantee is issued with 
every pen. Prices on single pens, $3.00, $3.25, 
$4.00, $4.50, $5.00, long or short models. 


KRITIKSON BROS Inc 


CHICAGO ILLINOIS 
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WHERE LESS LANGUAGE 
GETS MORE EFFECT 


(Continued from page 18) 

The cost of outdoor advertising, as 
is the case with other mediums, is based 
on circulation. The agencies that main- 
tain the showings have made checks of 
the number of people who pass the dif- 
ferent locations, and they guarantee a 
certain circulation for each. 

In Detroit a “full showing” of posters 
—160 boards located at desirable points 
throughout the city—costs $2,200 a 
month. Of these boards 36 are lighted, 
while the others are unlighted. <A “half 
showing” consists of just half the above 
figures in every respect. The advertiser 
also pays for the lithographing, which 
eosts from $1.50 to about $6, depending 
on the class of work desired. This 
means that a Detroit bank using a half 
showing of posters that cost $5 each 
would be investing $1,500 a month in 
this form of publicity. Considering the 
fact that the panels cost only an aver- 
age of $18.75 a month each, ineluding 
the cost of the poster, this is not, how- 
ever, by any means a prohibitive rate. 

Painted bulletins, unlighted, cost from 
$25 to $50 a month, while the lighted 
ones usually cost from $100 to $250 a 
month. There are less expensive lighted 
bulletins to be had, but the locations 
are not very desirable. The difference 
in eost between the lighted and un- 
lighted bulletins is due not so much to 
the cost of lighting as to the fact that 
the lighted ones are usually placed 
where the cireulation is larger. 

The cost of painted walls varies in 
accordance with the amount of service 
desired. In some eases the advertiser 
merely employes the agency to paint 
2 wall and requires no other service 
until the wall again needs painting. 
In other cases, the agency leases the 
space, maintains lights, and changes the 
showing at stated intervals. p 

Advocates of outdoor advertising 
declare that it can be used to advantage 
in almost any location, from villages of 
only a few hundred population to the 
largest cities. The advertiser may 'pre- 
pare his own outdoor bulletins, pro- 
vided he has the locations, or he may 
engage an agency that makes a specialty 
of this form of advertising. There are 
now several such agencies that main- 
tain bulletin throughout the 
country and that give the small-town 
advertiser the service as they 
accord his city brother. 

As already stated, the cost of such 
advertising depends upon the cireula- 
tion. In smaller cities or towns, the 
cost would be less than in Detroit, which 
has a metropolitan population of more 
than one million. 


boards 


same 


A large addition will be made to the 
building of the New Bedford Institution 
for Savings, New Bedford, Mass. 


GUARANTY TRUST TEAM 
WINS GULF CUP 


OT long ago about 100 prominent 

members of New York’s_ banking 
fraternity left things pretty much in 
the hands of their secretaries and 
gathered on the first tee of the West- 
chester-Biltmore Golf Course, to settle 
many old scores as to their individual 
and collective golfing ability. 

The cause of the exodus was the 
annual tournament of the Bankers 
Athletic League of New York. Those 
eligible to compete in this event were 
officers, directors or ‘trustees of New 
York’s banking institutions. 

The teams competing were composed 
of five members. Team members were 
numbered one to five, each team member 
competing against the entire field of 
corresponding numbers. 

The winner of each group won the 
number of points comprising the dif- 
ference between his score and the scores 
of his opponents. 

R. C. James was the “Surazen” 
of the event with a fine low medal ecard 
of 83. 

C. A. Corliss of the Chemical Na- 
tional Bank, a 24 handicap man, won 
the low net score with an 81. 

The ambition of the contestants was 
to capture the massive silver trophy 
donated by Alvin W. Krech, president 
of The Equitable Trust Company of 
New York. 

This cup which must be won three 
times before permanent ownership is 
established, was won by the Guaranty 
Trust Golfers. 

The Guaranty team will guard the 
trophy until the next event. 


Isaac N. Powell, president of the 
South Side Trust and Savings Bank of 
Chicago, was elected president of the 
Washington Park National Bank of 
Chicago to sueceed Augustus E. Olson, 
who recently resigned. Mr. Powell for- 
merly was chairman of the board ot 
directors. 


A. G. Adams, president of the First 
Guaranty State Bank of Jacksonville, 
Texas, is favored by the bankers ot 
Dallas to fill the vacaney of the class A 
director of the Federal Reserve Bank. 
which will be created on December 31. 
Mr. Adams has had twenty-seven years’ 
banking experience. 

John Parks was elected president of 
the East Chattanooga Bank, Chatta- 
nooga, Tennessee, T. W. Anderson, vice- 
president, and C. C. Shearer, cashier. 


E. E. Hamilton, for eleven years, 45 
sistant eashier of the First State Bank 
of Corsicana, Texas, was appointed a 
bank examiner. He was assigned to the 
Vietoria district. 


writing to our advertisers 


















ABROAD 


through every State— 


Bankers 


AB-A 


$20, $50, and $100. 


New York City 


BANKERS MONTHLY for DECEMBER, 1922 


THEY ARE AT HOME 


and in this country they have traveled 






Association Cheques 
FOR TRAVELERS 


These safe, convenient, and universally ac- 
cepted cheques will smooth out the bumps 
in the financial roadway for your customers, 
no matter where they travel. These travel 
funds have an international reputation. Sold 
in compact wallets in denominations of $10, 
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Don’ts—By Directors Who Did 

B was a director of the X bank, and 
by his recklessness, if not criminal mis- 
management, he involved the bank in a 
loss of over $100,000. Before the bank 
beeame aware of the fraud B died, and 
his estate of about $150,000 went to his 
heirs. When B’s fraud was unearthed 
the heirs thought they were safe, for 
B had switehed the money, but the 
courts made them restore the $100,000. 

A was indebted to the X bank and 
applied to Y, a local money lender, for 
a loan to pay off the bank. Y refused to 
lend the money unless the X bank 
guaranteed the loan, which the directors 
agreed to do, and A having got the 
money from Y on the guarantee, paid 
it over to the bank and wiped out his 
indebtedness. “We're no better off than 
we were before,’ demurred one of the 
directors, “for we'll have to pay our 
guarantee when the debt falls due.” 
“No we'll not,” said one of the bright 
ones, “for under the National Banking 
Act we have no power to give a guar- 
antee and we’ve got Y’s money and he 
ean whistle.” 

The directors were the ones who 
whistled, however, for when Y sued the 
bank on the guarantee the Court held 
that he could collect on the ground that 
the bank, having got the benefit of the 
agreement, could not repudiate it, even 
although it were beyond the powers of 
the bank. 


Readers will confer a favor 


Changes at Kansas City 

The Commerce Trust Company, 
Kansas City, Missouri, recently made 
some changes among their directors and 
officers, of which J. W. Perry is retir- 
ing president, being succeeded by W. S. 
McLucas. W. T. Kemper, retiring 
chairman of the board of directors, is 
succeeded by A. F. Adams; S. Zach 
Miller, FH.. H:. ¥:. Demon, H.-C, 
Schwitzgebel, Albert Newman, Gerald 
Parker, C. M. Vining, Jas. T. Bradley, 
Richard C. Menefee and Townley Cul- 
bertson, vice-presidents; E. P. Wheat, 
eashier; F. B. Brady. A. B. Eisenhower, 
W. H. Glaskin and A. W. Kennedy, 
assistant cashiers; J. M. Kemper, 
treasurer; George W. Dillon, secretary; 
Wm. E. Graves, W. H. Potts, F. W. 
Harpest, and Miss Emma M. Hall, as- 
sistant secretaries; B. C. Howard, trust 
officer; Ralph L. Adams, assistant trust 
officer; F. M. Staker, manager publi- 
city department; C. R. Scheppe, man- 
ager safe deposit vault; M. E. Dixon, 
manager Commerce building; Clyde V. 
Shubert, auditor. 


The Fidelity Trust Company’s elub 
of Buffalo elected the following officers : 
Herbert B. Fisher, president; William 
yreenthaler, vice-president; Gertrude 
Fuchs, secretary; Edward Miller, treas- 
urer; W. Demary Lampman, editor; 
Charles C. Pateh, librarian and Elmer 
F. Wolf, historian. 
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G. W.-° Pendarvis, eashier of the 
Farmers State Bank, Berwick, Illinois, 
has been elected cashier of the Avon 


State Bank, Avon, Illinois. He will: be 
sueceeded at Berwick by H. V. Greene 
of Alton, Illinois. 


The name of the Los Angeles Trust 
and Savings Bank of Los Angeles has 
been changed to the Pacific Southwest 
Trust and Savings Bank. 


The Equitable Trust Company of 
Omaha, Nebraska, who recently began 
enlarging its city real estate business, 
has opened a building department and 
now has seven houses under construc- 
tion. 


William E. Walter, vice-president of 
the United States Trust Company of 
Paterson, vice-president of the First 
National Bank of Clifton and of the 
Peoples Park Bank of Paterson, New 
Jersey, was elected vice-president of 
the New Jersey Credit Men’s Associa- 
tion affiliated with the National Credit 
Mens Association during the past 
month. Mr. Walter is also a member of 
the Legislative Committee of the Na- 
tional Credit Men’s Association. 


The Audubon National Bank, Audu- 
bon, New Jersey, will build a $60,000 
bank, two stories high. 
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SELECTING INVESTMENTS 
FOR YOUR SURPLUS FUNDS 
(Continued from page 12) 


time they anticipate market conditions 
for the period during which the loans 
are to run. Beeause of this funda- 
mental fact, it is but natural that the 
average rate on commercial paper 
should be higher than the rate for call 
money. Call money rates are more sen- 
sitive and erratic since they depend 
largely upon the balances of banks and 
trust companies from day to day. 
Commercial paper rates respond more 
closely to the underlying conditions over 
a long period, and hence obtain a better 
representative rate on the average. 
The table on page 12 shows compar- 
atively the monthly average call money 
rates, the 60 to 90 day commercial 
paper rates, and the four months com- 
mercial paper rates during the 19 year 
period from 1890 to :1908, covering 
conditions during the pre-war period. 
A superficial study of call money 
rates and commercial paper rates during 
the war period might lead one to believe 
that call money rates would average 
higher. A study of the facts, however, 
shows that the same conditions that 
prevailed in pre-war days held true 
during the war period and even in the 
post-war period. The only exception 
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to this condition was that which existed 
for a short time in 1919 when the credit 
strain was greatest and the call money 
rates rose to abnormal levels. The 
tabulation on page 12 shows com- 
paratively the average monthly rate for 
call money and for commercial paper 
from 1914 to date. 


On the basis of this table the average 
monthly prevailing rate for call money 
during the war and post-war period 
was 4.65 per cent while the average 
monthly rate on commercial paper was 
5.14 per cent. On the basis of the above 
facets it would appear that banking 
funds, can, vear in and year out, be 
more profitably employed by investing 
them in commercial paper rather than 
in brokers’ loans. This, however, should 
not be taken to mean that the call 
money market is not the best and most 
logical place for employing banking 
funds at certain times to meet special 
conditions. Every commercial bank is 
continuously subject to heavy calls for 
funds within a short period of time. 
Such possible calls may be large or 
small, depending upon conditions. In 
large measure they can be anticipated 
but not absolutely. No better place 
exists for the use of funds held to meet 
such conditions than the eall money 
market with its secondary reserve fea- 
tures and the easy and quick liquidity 


of funds so used. If there were no call 
money market to take up this class of 
banking funds, banks would be severely 
penalized. 


The Mercantile Trust Company of 
San Francisco has been authorized by 
the state banking department to open 
branch offices in that city at the follow- 
ing places: 600 Irving Street, 3900 
Twenty-fourth Street, and at Broadway 
and Ulloa Street, according to a state- 
ment from Jonathan S. Dodge, State 
Superintendent of Banks. 


The Planters’ National Bank, Rich- 
mond, Virginia, has filed an application 
for a building permit, plans having 
been completed for the erection of a 
braneh bank building. It will be a 
one-story structure and will cost $31,- 
500. 


Bids are now being received for a 
new three-story bank building for the 
First National Bank of Long Beach, 
California. The building will contain 
modern passenger and service elevators, 
safe deposit vaults, locker rooms and a 
complete heating and ventilating plant 
and will cost $250,000. 


The Ephrata National Bank of 
Ephrata, Pennsylvania, are erecting a 
one-story bank valued at -$100,000. 
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THE Hollenden is central to 
all the important activities of 
down-town Cleveland. A little 
city in itself; you can bank, 
and purchase many 
things on the ground floor of 
the hotel, while just outside 
and around the corners are all 
the other facilities of the city. 


Inside you have the independ- 
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freedom and comfort of beau- 
tiful lobbies and the accommo- 
dations of 
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MAKING THE BANK STATE. 
MENT MORE EFFECTIVE 


THE September 15th call for a state- 
ment of conditions has been the cause 

for the publication of statements out 
of the ordinary. Statements to be 
mailed to customers have been for years 
a standard form of advertising the 
strength and character of the bank. 
Recently efforts have been made to 
simplify and explain the meaning of 
the statement to the layman, who does 
not understand the advantages of “loans 
and discounts” and other classifications. 

Often banks are taking pains to 
prepare a more attractive statement. 
One way to accomplish this is to have 
the front and back pages engraved in 
advance putting on these pages only 
information that will not be changed. 
This has been done by the Fourth Street 
National Bank of Philadelphia whose 
trade mark and name appear on the 
first page and on the last page an an- 
nouncement of the business conducted. 
As soon as the statement is released this 
is printed on the inside. In this ease 
the officers and directors are listed on 
the right hand page and the statement 
on the left. In other statements the 
officers have been engraved on the back 
and the resources and liabilities printed 
on the two inside pages. 

A variation of this plan with very 
pleasing results was used by the Na- 
tional Shawmut Bank of Boston. In 
this ease the front page was reproduced 
by the offset process showing a drawing 
of the entrance of the bank with the 
head and shoulders of the famous Shaw- 
mut Indian superimposed on this. The 
directors names appear on the back 
while the statement oceupies the center. 

The Live Stock Exchange National 
Bank of Chicago used a very fine piece 
of paper with deckle edge for a series 
of statements in gray, gold and black. 
The folder is really eight pages with 
the sheet uneut between pages two 
and three and six and seven adding still 
more to the impressive appearance. 
The gray and gold border that sur- 
rounds each page adds dignity to the 
message that appears on the left hand 
page inside, closing with “This bank 
believes in the future of the industry 
which it serves. The production feed- 
ing, slaughtering and distribution of 
live stock must be continued on an ever- 
increasing scale and we bespeak the 
active co-operation of banks and indi- 
viduals interested directly or indirectly 
in the welfare of the industry.” The 
resources and liabilities appear on the 
opposite page. 

Still another unique idea was worked 
out by the Minnesota Loan and Trust 
Company of Minneapolis which is affi- 
liated with the Northwestern National 
Bank. In the spring this bank installed 
a radio sending station with a radius 
of 1000 miles. A process color illustra- 
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GINCE its organization over thirty years ago, dur- 
ing which time it has continued under the same 
management, 


THE NATIONAL BANK OF THE 


REPUBLIC 


OF CHICAGO 


has constantly endeavored to be of the right sort of assis- 
tance to its patrons. That the relationship between the 


bank and its customers has proved mutually pleasant and" 


profitable is evidenced by the substantial success of both. 
To those desiring this exceptional banking service in 
Chicago, the management continues to offer its facilities 
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tion of this station with attractive draw- 
ings: occupies the cover which, like 
the statement mentioned above was 
printed on deckle edge paper. Page two 
is blank while the third page is devoted 


to an announcement of the radio broad- 


casting under the heading “Bringing 
the World’s Investment News to Your 
Door.” The services and _ facilities 
offered by the various departments oe- 
cupies a page while similiar space is 
devoted to the statement of conditions 
and to the directors and officers. 

Inasmuch as the statement is the 
bank’s record and its best recommenda- 
tion to customers and prospects, efforts 
to make clear the field of the bank and 
the meaning of the statement are 
distinetly in order. 





The Central Savings and Commer- 
cial Bank of Vallejo, California, pur- 
chased a controlling interest in the 
Sonoma Valley Bank of Sonoma, Cali- 
fornia. The Sonoma Valley Bank, one 
of the oldest financial institutions in 
the state, is capitalized for $150,000 
and holds deposits totalling $1,500,000. 


The bank will increase its capitaliza- 
tion from $250,000 to $1,000,000, and 
with the addition of safe deposit and 
trust features, will be known as the 
Home Bank and Trust Company. 
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NEW LAND POLICIES 
AFFECT EUROPEAN 
ARGRICULTURE 
AGRICULTURE in Central Europe is 


changing from a commercial basis 
to one of producing enough food to 
meet individual needs, according to Dr. 
L. C. Gray, Agricultural Eeonomist for 
the United States Department of Agri- 
culture, just returned from a study of 
agricultural conditions in Europe. The 
new land policies in the Balkan States 
of cutting up large estates into small 
farms is having the effeet of reducing 
surplus food producion, Dr. Gray said, 
but he feels that this may be only a 
temporary result due to the 
character of the change. 

Agriculturally, there is every sign of 
rapid recovery in Central Europe, but 
financially, the countries are plunging 
from confusion to chaos, Dr. Gray said. 

“Tt is considered by well-informed 
cbservers that Austria will scarcely 
survive the beginning of cold weather 
and Germany faces the certainty that 
if her process of curreney inflation is 
eontinued she will be a recognized 
bankrupt. This will seriously atfect the 
purchasing power for American prod- 
ucts. 


radical 


“Prices of farm products in Central 
Europe have continuously advanced due 
to currency inflation, but most of the 
countries are handicapped by searcity of 
eertain fertilizers‘and feedstuffs which 
must be imported. The number of live 
stock and work stock has not yet re- 
turned to the prewar basis.” 

Discussing agricultural conditions in 
England, Scotland and Russia, Dr. 
Gray said: 

“In England and Seotland war prices 
and special war legislation resulted in 
abnormally enlarging the area of land 
in crops. Since the artificial eneourage- 
ments to grain production have been 
removed, land in England and Scotland 
is rapidly being returned to grass, as 
in the prewar period. This season there 
is very large production of truek crops 
including potatoes and small fruits, and 
the British markets glutted with 
these products. Potatoes are searcely 
repaving the cost of shipment to market. 
Russia is practically out of the game, 
and will be unable to bring her agri- 
cultural produets into the markets of 
the world for several years to come.” 


are 
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WHERE SAFETY LIES 
IN CATTLE LOANS 


Breeding pure-bred livestock is a 
highly technical business, but grade 
cattle paper is almost always safe 


By W. A. FREEHOFF 


N late years there has been a general 

reluctance on the part of banks all 
over the eountry to advance money to 
farmers who wished to buy pure-bred 
livestock. It is the consensus of expert 
opinion that few farmers can make a 
fortune, or even make money, out of 
pure-bred dairy cattle. The exception 
to this rule is in the case of farmers 
who wish to borrow money with which 
to buy a pure-bred sire. 


When we consider all the propaganda 
which has been spread over the land 
upon the advisability of increasing the 
pure-bred livestock business, this atti- 
tude on the part of the bankers is hard 
for anyone who is not a banker to un- 
derstand. As a matter of fact, the 
bankers are following their present 
policy of serutinizing applications for 
loans in connection with pure-bred live- 
stock with eare simply because they 
have found that in the past many of 
these notes proved hard to collect. 


Today the man who wishes to buy 
grade dairy cows, for instance, has no 
trouble in getting all the credit he needs 
if he has any standing at all. Grade 
cattle are always in fairly active de- 
mand, but breeders of pure-bred live- 
stock know that for the past two vears 
there has been very little demand for 
registered stock. 
This situation is now almost entirely 
overeome, and 


Money was too searee. 


such centers of pure- 


bred dairy cattle as Waukesha county, 


Wisconsin, report a very’ active trade 
in pure-bred Holsteins and Guernseys. 

Reid Murray, at the present time 
seeretary of the Wisconsin Livestock 
Breeders Association, was until recently 
supervisor of farm accounts at the Old- 
Commercial National Bank, of Oshkosh, 
Wisconsin. In his official connection 
with the bank, Murray was actively en- 
gaged in directing its patrons along the 
line of more progressive livestock farm- 
ing. He helped patrons buy better 
dairy cows, and helped to finance them. 
Such farmers as he knew were level- 
headed and careful he did not hesitate 
to back to the limit in the matter of 
purchasing pure-bred bulls and females, 
but in general he explained that his 
poliey was as follows: 


“We did not get excited over the pure- 
bred dairy cattle business in the sense 
that we over-urged the farmers of our 
valley to engage in pure-bred livestock 
breeding. © This highly 
specialized one, and not every farmer 
is able to make money at it. In my 
judgment, the greatest factor in in- 
creasing the wealth of a community is 
to get pure-bred sires. at the head of 
gerade herds.” 


business is a 


In the cases where communities have 
made a go of the pure-bred livestock 
venture, the situation, when analyzed, 
always proved one of two things. 
Either the community is one of. skilled 
and natural born 


stockmen, or else 


The cultivation of alfalfa has brought wealth and prosperity to the farming communities of 


Wisconsin. 
of alfalfa. 


Some of the Wisconsin banks are encouraging the farmers in the scientific growing 
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od 
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there has been heavy edueational and 
supervising work by local breed associa- 
tions. A case ot the latter kind is that 
of the community where many farmers 
deal with the Waukesha National Bank, 
of Waukesha, Wisconsin. The bank 


was able both during and after the war 


to adequately finance its patrons at 
6 per cent, but E. R. Estberg, president, 
declared in an interview that he believed 
that the work done by the livestock 
breed associations of Waukesha county 
was largely responsible for whatever 
degree of prosperity enjoyed by the 
banks of Waukesha. The Waukesha 
bankers have always gone out of their 
way to encourage the pure bred dairy 
eattle industry, and while they probably 
guessed wrong on several occasions, in 
the main they have lived to see their 
policy succeed. 

As I have already indicated, there is 
an active demand for grade dairy cows. 
The only way to get them is by means 
of pure-bred bulls. Any community 
which would eater to this demand would 
have to invest largely in these bulls, 
and it is more than likely that the banks 
would be asked to take quite a 
notes. 


few 
That kind of livestock paper is 
almost universally safe. 

It is my judgement that no farmer 
should be accommodated with money for 
the purehase of pure-bred females, ex- 
cept perhaps a nominal sum of a few 
hundred dollars for a foundation cow, 
if his standing is so poor he has to give 
the bank a chattel 
cows. 

The breading of pure-bred livestock 
is a highly technical and skilled business, 
which requires considerable experience 
to insure 


mortgage on the 


success. Many men, unless 
they are held in check, plunge into it 
lured on by the hope of quick, easy, 
and extravagant profits. In most com- 
munities the men who actually make a 
small fortune in-the breeding business 
ean be counted on the fingers of one 
hand. Yet, as in the case of Waukesha 
county, a community of good stockmen 
ean with help transform a_ poverty- 
stricken region into one of considerable 
prosperity by building up a large pure 
bred business. 

The bank eashiers and presidents who 
become personally so enthused in the 
possibilities of the pure bred business 
that they cannot see the other side of 
the question, are going to have a few 
bad moments in the future. In the 
main, however, now that the hoom days 
are over and livestock values have been 
deflated, the banks of a community 
which take a liberal attitude towards 
pure-bred paper are going to help that 
community on to a greater degree of 
prosperity than it ever enjoyed before. 

The Citizens’ National Bank, Rialto, 


California, will erect a modern new 
home, 
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The live stock industry is again coming into its 
own. Banks interested in financing and clear- 
ing operations in this line find a connection 
with this institution extremely advantageous. 


THE LIVE STOCK wircnt BANK 
OF CHICAGO 


Attend the International Live Stock Exposition, Chicago, Dec. 2-9, 1922 


World Will Have Less Wheat 
Total world 


eluding 


wheat production, ex- 


Russia and Mexico, is 
3,012,293,000 bushels by 
the United States Department of Agri- 
culture, based on’ official and unofficial 
estimates from 


now 
estimated at 


reporting countries. 
The revised estimate for the same coun- 
tries last vear was 3,049,074,000 bushels. 
The previous estimate for this year was 
3,093,870,000 bushels. 


Adding to the world 


bushels for use the coming vear as com- 


pared with 3,273,588,000 bushels during | 


the past year. 

The vield of wheat in 
estimated at 235,380,000 bushels as 
compared with 323,467,000 bushels in 
1921; in 69,670,000 bushels 
compared with 107,798,000 bushels; in 
the United States 810,123,000 bushels 
compared with 794,893,000 bushels. A 
late unofficial estimate places produe- 
tion in Jugoslavia at 47,800,000 bushels, 
4,068,000 
the vield last vear. 

The total vield for Europe ineluding 
revised estimates is placed at 985,650,- 
000 bushels compared with the pre- 
viously published estimate of 1,100,- 
991,000 bushels, and the revised estimate 
for last vear of 1,215,084,00 bushels. 
Latest reports continue to predict a 
vield in Russia sufficient to 
domestie requirements. 


Germanv 


a decrease of bushels from 


supply 


ages have been shown in Argentina and 
Australia. 


production | 
figures the stocks on hand show as a | 
total available supply of 3,192,037,000 | 


France is 


Increased acre- 
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CINCINNATI'S 
BANK OF 
SERVICE 

















At Your Command 











The facilities and ex- 
perience of this Bank are 
at all times at the com- 
mand of out-of-town 
banks desiring to avail 
themselves of our con- 
structive co-operation in 
special matters and our 
general good service in 
all matters. 































































































State your problems. 
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How often do you read 
the Want Ad Page? 


In this issue you w ll 
find it on page 112. 
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UPON the foundation of more 


than half a century’s experience 
and growth is based the present organi- 
zation of the FIRST NATIONAL 
BANK of CHICAGO and the FIRST 
TRUST AND SAVINGS BANK. 


This experience has developed 
a highly specialized service in both 
banks, applicable to the needs of banks 


and bankers. 


Calls and correspondence are 
invited relative to the facilities afforded 


FRANK O. WETMORE, President 
First National Bank of Chicago 





Plans have been drawn for the con- 
struction of a $15,000 bank building for 
the Milton Loan and Savings Co., West 
Milton, Ohio. 


The Chicago Savings and Trust Com- 
pany, Chicago, Illinois, will erect a 
fourteen story bank and office building 
which will cost $1,500,000. 


Plans have been drawn for making 
alterations of a store into a bank for 
the Morris Bank, New York. These 
alterations will cost $10,000. 


The Union Trust Bank of Bristol, 
Sullivan County, Tennessee, has filed an 
amendment reducing its capital stock 
to $250,000 from $500,000. 


for the transaction of domestic and in- 
ternational financial business of every 
conservative character. 


Combined Resources exceed $300,000,000 


JAMES B. FORGAN, Chairman 
Board of Directors of Both Banks 


MELVIN A. TRAYLOR, President 
First Trust and Savings Bank 


A third story will be added to the 
Kansas City Joint Stock Land Bank, 
Kansas City, Missouri, for which plans 
are being drawn. 


for 
and 
Na- 
cost 


Final plans have been drawn 
making an addition to the bank 
office building of the Exchange 
tional Bank, Tulsa, Oklahoma, to 


- $1,500,000. 


Plans are under way to make im- 
provements on the bank building to be 
occupied by the new bank to be organ- 
ized at Breckenridge, Texas.. The old 
building formerly occupied by the State 
Bank will be remodeled. A large lobby 
will be provided. The improvements 
will cost about $5,000. 


BUILDING THE FARMERS 
CONFIDENCE IN THE BANK 


(Continued from page 13) 

Walter Weickert, who also tried 
Golden Glow, said to me, “It is an ex- 
cellent silage corn and yields the 
greatest for grain in this locality. We 
think the corn is enough of an improve- 
ment over the corn that we have grown 
for the last fifteen years, so that we 
expect to plant Golden Glow on ten 
acres this coming year.” 

In fact all the farmers who tried the 
seed are enthusiastic and expect to 
plant more of it next year. Not only 
did the bank strengthen the friendship 
of the 80 farmers but interested other 
farmers in the variety, for the corn was 
widely admired by neighbors who ex- 
changed help during silo-filling time 
and had the opportunity of handling 
the corn. However, little of the corm 
went into the silo for, as Herman 
Schultz explained, “I’m going to save 
all the seed I can.” 


Mr. Nyhus has also been working 
with the cabbage growers who last year 
formed an association and elected him 
secretary. While cabbage is a profit- 
able crop the yields are being much 
reduced by black rot or stem rot and 
black leg. These diseases are carried 
on the seed as well as in the soil and 
so cannot be controlled by changing 
fields. Last year the seed was treated 
with corrosive of sublimate which kills 
the disease to some extent but now the 
First National Bank believes it has 
found a better method of control as 
well as a remedy for some of the other 
problems of the cabbage growers. 

The cabbage growing district around 
Puget Sound is free from these diseases 
so seed was sent there and several fields 
planted to produce seed for the 1924 
crop. It takes two years to grow this 
seed so that this winter representatives 
of the Appleton Cabbage Growers are 
going to cull the field of small sized and 
odd shaped heads thus securing seed, 
not only free from black rot, but from 
uniform stock thus insuring a more 
uniform yield of cabbage which will 
bring a higher market value. This 
venture, if successful, will greatly in- 
crease the yield as well as the market 
value of the crop with no increase in 
cost and place Appleton in the front 
as a cabbage growing center. 

Not all of Mr. Nyhus’ work has been 
in inereasing crop yields. He has done 
notable work among the live stock 
breeders and with boys and girls. 

Two years ago, the First National 
Bank organized a boys’ and girls’ calf 
club following a series of talks at coul- 
try schools around Appleton. Thirty- 
four calves—mostly Holsteins—weré 
sold to the boys and girls at 10 per cent 
above cost on their own notes. The 
10 per cent was placed in a trust fund 
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with the trust company, affiliated with 
the bank, to pay the notes on any calves 
that might die. This not only protects 
the children but the bank as well. 

At the end of the first year the bank 
sent the boys and girls with the ten best 
calves to the state fair where they ex- 
hibited the calves, winning $50. Twelve 
Appleton firms paid the expenses in- 
curred in sending the rest of the boys 
and girls to the state fair. As the 
heifers neared the breeding period, 
breeders with good bulls were interested 
in breeding the calves without charge to 
the boys and girls. 
that will be dropped this winter will 
represent some of the best breeding in 
the country. 

The Holstein and Guernsey breeders 
have strong organizations within the 
county. Mr. Nyhus has co-operated 
with them in various ways. These as- 
sociations made trips to the farms of 
leading breeders. in the state seeing the 
stock and studying their methods. 
These trips, one of which included 52 
automobiles, were planned by Mr. 
Nyhus who also took charge of the 
publicity. 

One stretch of road running out of 
Appleton three and a half miles has 
27 farmers on it, 25 of them owning 
registered Holsteins. Mr. Nyhus got 
these men together at a meeting where 
plans were laid to call the road Hol- 
stein Road and signs made to post on 
the farms. The bank took care of the 
details of having the signs made. 


Mr. Powell, himself, is a dairyman, 
and each year offers a cup for the Hol- 
stein breeder whose cow makes the best 
record for seven days. Another cup 
is offered for the best record made by 
a beginner. 


And so I could run on over a dozen 
other projects in which the First Na- 
tional Bank has had a guiding hand. 
But a few words about Paul Nythus 
whose initiative, resourcefulness, and 
confidence backed by the whole-hearted 


support of the bank, has accomplished 
so much. 


Nyhus is a young man whose frank- 
ness quickly wins your confidence—a 
quality of great value in this kind of 
work. As he went over the different 
projects with me he repeatedly pointed 
out that the farmer was inclined to feel 
suspicious of anyone who expressed an 
interest in his business but that once 
he trusted a man, his confidence was 
great. “I never tried to argue or 
convince a man into doing what we 
wanted. We -weren’t preaching. We 
simply offered him Golden Glow seed 
corn or Grimm Alfalfa, or my time in 
organizing a Holstein or Guernsey trip. 
And if he didn’t accept the first time 
he probably would the next. 


“In the back of our minds we have 
~ had a picture of better country 
ife and a more prosperous community. 
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Thus the calves 
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S=SIHE friendly feeling 
Rf) «which exists between 
the Drovers and its 
correspondents is not confined 
to the holidays, but the Christ- 
mas spirit is typical of the gen- : 
uine good will which permeates 
our dealings throughout the 
whole year. To all our friends 
we send sincere wishes for all 
the good things which make a 
truly Merry Christmas. 
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National Bank 


Union Sto ck Yards-Chicago 





JRESTTDROVERS SERVICE |) tern etd 


at 99 ADVERTISING 
A “TOYCO” sattoon 
Will attract the kiddies to your bank—bring the 


grown-ups in and make depositors of them both 
Ask us how 


THE TOYCRAFT RUBBER COMPANY 


Pi esa 


For Advance 
Reports on 


Dept. BM ASHLAND, OHIO, U.S. A. 
meseeere || Bond 
URINE t1000 Cicer Healthy Onds 


aCe Bek, Smart Bees. 

i re, Irritat . 

Your EYES flamed orGranulated, 
use Murine often. Soothes, Refreshes. Safe for 
Infantor Adult. At all Druggists. Write 
for Free EyeBook., Marine Eye RemedyCo.. Chicago 


Proposed issues, 
bids wanted, etc. 
WRITE 


Twenty-five thousand dollars will be 
spent in making alterations from resi- 
dence into a bank building for the 
Morris Trust Company of Morrisville, 
Pennsylvania. 


PACIFIC NORTHWEST 
PRESS CLIPPING BUREAU 


Hinckley Bidg., SEATTLE, WASH. 


WROVERS | 
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ORN EXCHANGE 
NATIONAL BANK 


OF CHICAGO 


UOCTEAECCAEL ALATA ETE 


Capital and Surplus $15,000,000 


HEE eee 


OFFICERS 


ERNEST A. HAMILL, 
hairman of the Board 
EDMUND D. HULBERT .- President 
CHARLES L. HUTCHINSON, 
Vice-President 
OWEN T. REEVES, JR., Vice-President 
J. EDWARD MAASS .- Vice-President 
NORMAN J. FORD- - Vice-President 
JAMES G. WAKEFIELD, Vice-President 
EDWARD F. SCHOENECK, - Cashier 
LEWIS E. GARY - - Assistant Cashier 
JAMES A. WALKER Assistant Cashier 
CHARLES NOVAK - Assistant Cashier 
HUGH J. SINCLAIR - Assistant Cashier 


DIRECTORS 


WATSON F. BLAIR 
CHAUNCEY B. BORLAND 
EDWARD B. BUTLER 


BENJAMIN CARPENTER 
CLYDE M. CARR 
HENRY P. CROWELL 
ERNEST A. HAMILL 


EDMUND D. HULBERT 
CHARLES H. HULBURD 
CHARLES L. HUTCHINSON 
JOHN J. MITCHELL 
MARTIN A. RYERSON 


J. HARRY SELZ 


ROBERT J. THORNE 
CHARLES H. WACKER 


BANK OF DETROIT 


DETROIT, MICHIGAN 
TRANSIT DEPARTMENT 


With our direct connections and satisfactory arrangements 
with banks in Michigan, we are in a position to 
offer quick service at a minimum of cost 


OFFICERS 
JAMES ———  Teanidoes 


jar T. WHITEHEAD, Vice-President 
H. HABERKORN, JR., Vice-President 
<“dEo. B. JUDSON, ice-President 
R. B. GRIPMAN, Cashier 
F. J. BEYER, Assistant Cashier 


INNEY, Assistant Cashier 
W. R. LAING, Assistant Cashier 
A. McPHERSON, Assistant Cashier 
G. T. MURRAY, Assistant Cashier 
Cc. S. GODDIN, Auditor 
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| ability as a farm leader. 


| most helpful in his work, 


| headlines of the 


| will erect a 

| building, for which plans are now being 
drawn. 
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That was why we were working so 
But we did not let our ideal crop 
We translated our 


definite plans and_ then 


“For this kind of work a man needs 
to be somewhat of an idealist so that 


| he does not become discouraged. He 


must know farming and he must have 
Furthermore, 


he must have the character and _per- 


| sonality that inspires confidence.” 


I asked Mr. Nyhus what he found 


to which he 

promptly replies, “The whole-hearted 

backing of the bank and its officers, 
SD 


| If they look upon the work as an ex- 
| periment, it naturally lacks the stability 
| and far sighted policies that make for 


suecess. Mr. Powell and the bank view 
this work as a bank policy just as we 
have policies on loans and _ eashing 
checks for strangers.” 

Naturally the question arises, “What 
does the bank gain by this policy?” 
This 10-cage bank establishes as close 


| a contact with farmer customers, as can 


the smallest bank in town and, yet, at 
the same time offers the experience, 


| prestige, and funds of the largest and 


oldest organization. The activities of 
the farm business department are ex- 
tended also to non-customers, thus creat- 


| ing a point of contact for new business. 


And lastly, the work accomplished keeps 
the name of the First National in the 
newspaper and _ the 
minds of the people. 


Preliminary sketches are being made 
for making alterations to the Mechanics 
and Metals National Bank of New York 
City. 


The Castleton Avenue Realty Com- 
pany of West New Brighton, New York, 
$75,000 bank and _ office 


A bank and office building will be 
erected by the Phoenix National Bank, 
L. P. Broadhurst, president, Hartford, 
Connecticut. 

Fifty thousand dollars will be spent 
in making a second story addition to 


| the bank building of the Southington 


Bank and Trust Company, Southington, 
Connecticut. 

The Central National Bank Oakland, 
California, of which Mr. Joseph F. 
Carlston is president, expect to be in 
their new bank building within six 


months. The structure will cost in the 
PSE Yes vicinity of $100,000. . 
De GEORGE R. ANDREWS, Vice-President ARTHUR J. LACY, Attorney 


ipod Park State Bank C. HAYWAR PHY, Sec. 
ant ES COUZENS, President Murphy ~ ee 


ELLIS, Publisher . 
KLONZO P. EWING, Director Detroit City ~ene  e 


cw HABERKORN, Jr., Pres. C. H. Haber- H.H. RACKHAM, Director Detroit Trust Co. 


eke, Inc., & Haberkorn Investment Co. J.T. WHITEHEAD, President Whitehead & 
GEO. B. JUDSON, Vice-President Kales Iron Works. 


reer The Hamilton Trust & Savings Bank, 
East Chattanooga, Tennesse, has bought 
the Bank of East Chattanooga, and it 
will be operated as a branch of the 
purchasing bank. 
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A Protected Field 


of Prosperous Investors 
in. Legitimate Securities 


is afforded advertisers in The Chicago Daily 
News. Among its more than 1,200,000 daily 
readers—yearly daily-average circulation 401,698 
—The Daily News is esteemed as ‘‘guide, coun- 
selor and friend” in matters of investment. 


Its carefully edited Financial Pages stimulate ° 
habits of thrift and sound investment, and its ad- 
vertisements of securities are credentials to the 
confidence of stock and bond buyers. 


Moreover, The Daily News is the logical medium 
for the sale of securities in Chicago, because its 
“Financial and Market” section, in the ‘‘Final 
Edition,” reaches the reader with the COM- 
PLETE story of the financial day TWELVE 
HOURS EARLIER than any morning news- 
paper supplies the same information. 

















This section is read in the home when buying 
decisions are made,and your advertisement there- 
in shares the reader’s interest and confidence that 
is enjoyed by Chicago’s favorite home newspaper. 


nt 
to 
on 


THE CHICAGO DAILY NEWS 


First in Chicago 
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COSTS 


“Young Women, Why Don’t You?” 

Do women really want to be on an 
equal footing with men? 

This question was asked in an ad- 
vertisement by the Union National 
Bank, Houston, Texas, and attracted 
unusual attention. A few days after 
this advertisement appeared in Houston, 
an editorial on it appeared in a paper of 
Fort Worth, Texas, discussing at length 
the question of why women never attain 
the financial independence of men. The 


advertisement read as follows: 


We offer the same banking service to the 
young woman in the business world as we 
do the young man. 

Yet, invariably he will make use of a 
savings account, a little later come to us for 
an investment, soon open a checking account 
and seek the advice and assistance of our 
officers in his finances. In short, he builds 
up his credit. 

Seldom, does a young woman climb this 
ladder of credit—not even when “making 
a man’s salary.’ 

Yaung Women, 


Why Don’t You? 
Phebe K. Warner, commenting on it 
in the editorial, said: ‘For the sake of 
the salaried girls of our day, we are 
both glad and grateful that there is a 
bank somewhere that is actually study- 
ing the lives of our young women in all 
their vocations, and truly interested in 
their financial welfare as a _ whole.” 
Lower salaries, greater cost of living 
and a.lack of financial training were 
given by the writer as reasons for the 
fact that young women do not save. 


HE Liberty Central 

Trust Company 
prides itself on being 
equipped to render 
prompt and efficient 
service to out-of-town 
correspondents. Special 
attention given to 
collections. 


LIBERBY CENTRAL 
TRUST COMPANY 
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KEEPING 


Fe 


SCHOOL 


SAVINGS GROWING 


j}OW that school savings systems 
have again been put on a practical 
operating basis for the year, and sys- 
tems newly initiated have a good start, 
the question that should be occupying 
the attention of those responsible for 
the suecess of the plans is how to keep 
the school savings accounts already 
opened, alive and growing. It is the 
same question as that presented by the 
adult account. It is the concensus of 
opinion of progressive savings bankers 
that the effort to get the new accounts 
has overbalanced the attention which 
should be given to keeping active the 
accounts that have already been opened. 
It is a matter of common realization 
that an industrial savings plan, in order 
to be successful, requires constant atten- 
tion, personal interest and encourage- 
ment. So, too, the home savings director, 
in order to secure lasting results, en- 
deavors to follow up the interest she 
has created in scientific income manage- 
ment, until the lasting habit of thrift 
is established. 


Nowhere, however, is the necessity 
for constant encouragement more 
evident than in the ease of school sav- 
ings. Children of school age are in 
their habit-forming years. The school 
is the most fruitful ground for sowing 
the seed of thrift. But a child learns 
by repetition, and unless his attention 
and interest are repeatedly directed 
toward the lesson to be learned, it does 
not become his lasting possession. 

This means that in the ease of teach- 
ing thrift, the lesson must be presented 
each time in a new and interesting way. 
This can be done first by outlining in 
advance a well-planned course in thrift, 
or adopting an outline that has already 
been planned such as; “The Secret of 
Thrift”, by Clifford Brewster Uptown; 
“Teaching Children How to Save” and 
“Ten Lessons in “Thrift” published by 
the Savings Division, War Loan Orga- 
nization of the Treasury Department. 
This may be more or less elaborate, as 
the size of the community, the time 
allowed or the co-operation of the school 
authorities may dictate. One bank, for 


example, arranged for a talk in each 
school room each week, on a thrift or 
banking subject suggested by a colored 
thrift poster hung in the school room 
and changed for a new one each week. 
Posters are made very inexpensively by 
the school savings director who keeps 
her eyes open for attractive cut-outs 
to be adapted to thrift subjects. 


Besides the instruction in thrift and 
banking practice, which is the primary 
essential to the success of any’ school 
savings plan, there are many other 
methods of stimulating interest in school 
savings. Children, above all other 
people, are aroused by competition, and 
there are excellent opportunities to 
arouse interest in school savings by 
competition. In one city the classes in 
each building are given percentage 
ratings, that is, when every member of 
a class is a depositor, the class is rated 
at 100 per cent. When a class percent- 
age begins to fall or when the bank 
thinks it ought to be improved a repre- 
sentative calls on the class and makes a 
few minutes’ talk. (Better to make the 
talk, however, before the percentage 
begins to fall.) In another city, certif- 
icates of thrift proficiency are given to 
school children who in the opinion of 
the teacher have saved consistently re- 
gardless of the amount saved, and who 
have lived up to the standards of neat- 
ness and cleanliness. In many cases the 
children who have savings listed in the 
school thrift bank are each given 4 
button which entitles them to vote in 
their rooms in the election of bank 
directors. These room directors choose 
the officials of the school thrift bank. 

A popular plan is to offer prizes for 
the best essays on savings banking, how 
to save, ete. These essays may be 
published in the newspapers by the 
bank, together with the pictures of the 
writer. Thrift poster contests are also 
popular, particularly among the chil- 
dren in commercial art departments. 
All prize money should be in the form 
of a savings account. 

One school held a “special election 
contest” between the “Thrift party and 
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into your bank. 


made of steel and white enameled. 


Bank of Chicago are among its users. 


108 North Dearborn St. 





the “Thriftless party.” This proved to 
be a very good feature in maintaining 
interest. 

“Marks of Credit” were given to the 
members of one commercial class who 
proved efficient in securing the opening 
of new school savings accounts. Cer- 
tificates signed by local school author- 
ities and savings bank officers may be 
given to school rooms where 100 per 
cent of the enrollment has begun thrift 
work. One bank sends an attractive 
calendar with a letter to each school 
child. 

The first attempt to stimulate the 
pupils’ interest in school savings in one 
city is an indirect one, namely, the 
sending of weekly reports of the stand- 
ings. Schools are complimented and 
an encouraging word is said to those 
who are a bit behind. Occasionally, a 
report of the other schools in the sys- 
tem is sent to each principal. This 
creates a healthy rivalry. After all, 
one of the most important factors in 
the success of school savings work is 
to make sure that the school represen- 
tatives who are responsible for the con- 
duct of the work are thoroughly “sold” 
on the idea. 


The following quotation from a letter 
received at headquarters describing 
school thrift work in one community is 
of interest. “Beginning January 1, we 
inaugurated a new campaign to in- 
troduce thrift in the home through the 
thrift-wise school children. The end 
sought in this is the organization in 
every home of a thrift elub so that 
each family may get the full benefit out 
of its income and opportunities. The 
basis of the plan is the carrying home 
from school of three messages in leaflet 
form one week apart, the first entitled, 
‘A Message to Mother,’ the second ‘A 
Message to Father’ and the third, ‘A 
Message to Father and Mother.’ It is 
anticipated that this plan will be effee- 
tive in reaching many families which 
Would not otherwise consider thrift as 
of importance to their daily life.” 

Other banks reach the home through 


A Complete Savings Campaign 


The.Only Plan that secures and builds new 
accounts on a definite and profitable basis. 


The Baseball Bank Campaign possesses a genuine appeal to 
everyone in your community and draws interested depositors 
It then develops these new accounts by offer- 
ing a definite incentive after the initial deposit has been made, 


and safeguards your bank for one year against withdrawal. 
The Baseball Bank is identical in size with the regular league baseball, is 
Holds quarters, dimes, nickels and 
pennies. Made to carry $25.00 in assorted coins. 
The Chase National Bank of New York and the Boulevard Bridge 


Write today for complete details and 
secure exclusive rights in your city. 


THE MILLER BANK ADVERTISING SERVICE 


Manufacturers and Distributors of Home 
and Pocket Savings Banks 


CHICAGO, ILL. 






















Especially adapted for employes’ contests 
and personal solicitation. 


Solid and Insertable 


CELLULOID TAB GUIDES 


for 


CHECK FILES 
CARD INDEX 
CORRESPONDENCE 
LEGAL FILES 
SIGNATURE and 
LEDGER FILES 


THE J. C. HUB MFG. CO. 


2041 E. 3d ST. 


48 
CLEVELAND, such | 


DEPOSIT BOXES. 


UNIT CONSTRUCTION 


THE 


J. BAUM SAFE & LOCK CO. 


613 to 625 East Front Street 


CINCINNATI, OHIO 


Send us your specifications and 
let us submit our proposition. 


Let Us Serve You 








the school children by distributing 
monthly house organs to the children 
who carry them home, besides being in- 
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terested in them themselves. This has 
proved to be a most effective plan.— 
New York Savings Bank Association. 


The Business World’s 
Standard of Accuracy 


ee deals in figures. It re- 
quires exact—not approximate— 
records of its transactions. There is no 
other kind of business in which that 
requirement has been so long and so 
consistently maintained as in banking. 


The banker’s books are balanced daily; 
he tolerates no errors. He would never 
use a mechanical device unless it gave 
him accuracy day in, day out, under 
continuous use. 


The fact that by far the greatest pro- 
portion of all the figuring and bookkeep- 
ing machine equipment used by banks 
bears the name Burroughs is convinc- 
ing testimony of Burroughs quality, 
dependability and accuracy. 


And in other lines of business the 
same evidence is to be found, for today 
business continues to use more Bur- 
roughs Machines than figuring machines 
of any other make. 


For as Burroughs has met the bank- 
ers’ standard of accuracy, so has it met 
the standards of retailers, jobbers and 
manufacturers for a generation. 


Burroughs Adding Machine Company 


DETROIT, MICHIGAN 


Sales and Service offices in more than 200 cities in the 
United States and in the principal cities of the world. 
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Tying the Bank up with the Town 

The First National Bank of Sleepy 
Eye, Minnesota, wants all banks that 
have anything to do with it to know 
that Sleepy Eve is a mighty fine place 
to live in and if you can’t move there you 
can at least include it in your next 


| automobile trip to Minnesota. The letter- 
head used by the bank earries four 

} ° ° r a 

| illustrations in color. Three of these 


have to do with the state park at Sleepy 


| Eve and the lake on which the park is 


located. The fourth picture is of the 


| Indian chief Ish-tak-ha-ba after whom 
| the town was named. These bits of 
| loeal history and local scenery give the 
| bank an intimate contact with the 
| people it serves. 


The First National Bank in St. Louis 


| is running a series of splendid civie 
| advertisements in the St. Louis papers. 


“A Better Understanding of Better 
St. Louis” is the headline, very attrae- 
tively played up and in the body of 


| each advertisement, the bank features 
| an industry in which St. Louis leads the 
| world and mentions the fact that the 
| First National Bank with its excellent 


organization and large resources believes 
|in St. Louis and stands back of St. 
| Louis business and industry. 


A Home in the Bank 

Kitchens with gleaming linoleum floor 
| coverings, white cupboards, spotless 
| sinks and white eurtains blowing in the 
| wind are not commonly associated with 
banks. Yet right in the Savings Bank 
of Utiea on the second floor there is 
| such a kitehen and furthermore a living 
| room with reed furniture and with the 
| cozy atmosphere possessed by all living 

rooms worthy of the name. 
| Over this delightful little apartment 


| presides Miss Sophie B. Hurd and it 
| is her business to demonstrate the pos- 
| sibilities that lie in “home saving” and 
| home comfort. Her hours are 10 to 

12; 1.30 to 3; Monday evenings, 6.30 
| to 8. During these hours visitors are 
| cordially welcomed. The department is 

intended for the use of the savings 
| bank depositors and their friends and 

is in line with constant aim of the bank 
| to give service. 

Miss Hurd will assist in planning 4 
budget for efficient management of the 
| home funds, so that by wise spending 
| savings may be increased. 

Suggestions will be given regarding 
food problems, marketing, invalid 
cookery, children’s dietaries and all 
matters pertaining to nutrition. 

Miss Hurd is prepared to address 
clubs or other organizations on any of 
the subjects mentioned above. She 
will also assist in the organization of 
savings clubs before which demonstra- 
tions in the selection and preparation 
of foods may be given. 
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A SIMPLE TRUST ACCOUNT- 
ING PLAN FOR THE 
AVERAGE BANK 


(Continued from page 16) 

The sum of all cash balances in the 
cash account section of all trust accounts 
in the ledger should equal the “Trust 
deposits” account in the bank’s general 
ledger. 

The four columns at the right under 
the “investment account” heading do 
not enter into the cash account. They 
are used for memorandum records of 
the investment 
They operate the same as the corres- 
ponding columns on the daily cash 
journal as later explained. 

The duplicate voucher check plan is 
used for all disbursements except those 
of minor nature made from petty cash. 

The form of voucher check, is ar- 
ranged with a check portion also a state- 
ment portion which permits a desecrip- 
tion of the purpose for which issued. 

The duplicate copies of all voucher 
checks are filed under the name and 
number of the trust which they affect. 
The duplicate copies of any vouchers 
issued and paid for the bank’s own 
account are filed by name of payee in 
the files of the trust department. 

A large filing envelope bearing the 
name of the trust and the trust number 
is filed in the trust department _ files. 
This envelope contains all of the papers, 
copies of reports, instruments, ete., re- 
lating to said trust. This plan keeps 
available in one place all of the material 
relating to any given trust. 

The cash journal or daily balance 
form also runs across two pages, that 
is, clear across the book when open. 
(Figure ITT). 

The columns at the extreme left of 
the left hand page under “Trust In- 
vestments” are for memorandum record 
purposes and do not enter into the eash 
account or general ledger of the bank. 

This section will show at any time the 
total of all investment of all the trusts 
being handled. Such investments cover 
everything owned by the trust except 
eash which account is kept individually 
in the trust ledger and in total in the 
general ledger of the bank as “Trust 
deposits.” In this trust investment see- 
tion the totals on this form are closed 
and posted each day. 

The total inventory of the trust as 
shown on the inventory form (Fig- 
ure IT) is entered in the column “In- 
ventory and additions value taken.” 
Postings are made from here to the 
individual trusf ledger as the amounts 
affect each trust. Each new trust 
coming in is added and a running total 
1s kept in the first column. All eash 
received in an estate will be charged 
in the debit column of the cash section 
Which next follows on the form. 

Any property sold is properly de- 
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SYSTEMATIC FILING 


AT LEAST COST 


Now in use in over 


3000 BANKS 


‘92,88 


A Sheet of Gummed 
Labels in Ev ery Box 


The New 

Simple Patented 
Features will save 
you Time and Money 


DURABLE—PRACTICAL—ECONOMICAL 


READ THESE FACTS: 


With Bankers Boxes your old records will be 
systematically filed, instantly accessible and 
permanently protected in economical sturdy 


dust-proof boxes made of the best corrugated 
fibre board. 


One simple pull of the string fastener and the 
box is securely sealed, strong as steel and very 
light; no nails screws nor clips of any kind to 
work loose and they cannot warp or come apart. 


3 Extremely economical —24 inches of clear filing 
* space in each box; they come to you flat and 
occupy very little space untfl ready for use. 


4 Vaults are always neat and orderly because 
* “Bankers Boxes’’ assist in making transferring 
a clean, quick job. 


Each bor contains a sheet of assorted labels for desig- 
nating its contents. 


Write us today sure for complete infor mation, variety of sizes and prices. 
We can give vou 24 hour service on anv requirement you may need. 


BANKERS BOX COMPANY 


INCORPORATED 
ORIGINATORS, PATENTEES AND MANUFACTURERS OF 
BANKERS CORRUGATED FIBRE BOARD FILES 


Rand MCNally Building 


and entered in the column 
“Disposed of value taken” under the 
trust investment section. If there has 
been a profit or loss on the transaction 
the amount is entered in the “Profit 
and Loss” column—gains in black, losses 
in red. A net total of this column is 
forwarded from page to page. Sub- 
sequent purchases from the funds of 
any entered at cost in the first column. 


seribed 


The difference between the totals of 
the first and second columns is the total 
amount of investments owned by all 
trusts. This amount must equal a 
grand total of all balances thus shown 
on all of the inventory sheets. 

The total of the investment items of 
each individual trust as shown in the 
trust ledger must agree with the total 
of the corresponding inventory of each 
trust. 

This affords a complete and accurate 
check on all trust investments. The 
perpetual inventory gives immediate in- 
formation which otherwise is not avail- 
able without taking a complete new in- 
ventory. 

A petty eash fund is carried in the 
eash drawer for actual cash payments. 
For such payments, a simple form of 
cash voucher for each item can be used. 
Practically all disbursements should be 
made by trust department 


duplicate 
voucher checks. Small 


items only 


should be paid in eash as in any bus- 


iness. 


by mentioning THE BANKERS MONTHLY when writing to our advertisers 


CHICAGO, ILL. 





BRONZE CHECK DESKS 


GRILLE WORK, CAGES, ENCLOSURES 
BRONZE TABLETS, BRASS SIGNS 
RAILINGS, GATES, BULLETIN BOARDS 
Write for Folder “B" 

THE NEWMAN MANUFACTURING CO., 
418 Elm St., Cincinnati, Ohio 


DAVENPORT TAYLOR MFG (0 


itatie tt) 
MEW YORK 


CHANGEABLE 


Bulletin Boards, Desk and Wall Cal- 
endars, Building Directories, Name- 
plates, Bronze Signs and Tablets. 


Write for Folder 


DAVENPORT-TAYLOR MFG. CO. 


160 N. Wells St. 101 W. 42nd St. 
Chicago New York 











A regular voucher check should be 
used at times to reimburse the petty 
cash fund. Items paid in cash may be 
chargeable to a trust aecount or to the 
trust department itself. If to a trust 
account, when the reimbursing voucher 
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—HAILLBERN~ 


Automatic 


SAVINGS 


He” to make savings 


depositors out of an 


unprecedented proportion 
of your population— the 
most amazing savings sys- 
tem in banking history — 
is explained in this booklet, 
just issued. Sent to any 
bank executive on request. 


Hillbern Thrift Corporation 


CONTINENTAL AND COMMERCIAL BANK BUILDING 


CHICAGO 


check is made up, the cash vouchers 
bearing the voucher check number are 
filed in the envelope or folder contain- 
ing all of the trust papers. In this 
same folder the duplicate of regular 
voucher checks representing disburse- 
ments of that trust will be filed. This 
folder will contain a complete record 
of cash vouchers and check payments 
affecting that trust. 

The cash section on this form is for 
use in recording the receipts and pay- 
ments from the regular cash and not 
from the petty cash fund. A payment 
made by voucher cheek is entered in the 
“Trust department checks payable” 
column with the number of the check. 
A “trust checks payable” account is 
set up in the general ledger of the bank 


just the same as a eashier’s check ac- 
eount. 

Following date and _ description 
columns the form is divided into sec- 
tions and are here explained in the 
order in which they appear. 

*Any debits or credits to the trust 
department expense or earning accounts 
are debited or credited in these columns. 
The account name or number is in- 
serted in the column provided for that 
purpose. For example, if a check is 
issued for salary, the entry is, credit 
trust checks payable and debit expense 
(salary account or its number if account 
numbers are used.) 

If a check is received for certain 
fees, the entry is debit cash and credit 
earnings, noting the name or number of 


the earning account inserted in the 
proper column. The general ledger of 
the bank has a trust expense account 
and a trust earning account and the 
totals only of the expense and earning 
columns will be posted to these accounts 
at the end of each day. If the trust 
expense and earning accounts are to be 
analyzed in detail it is done on a re- 
capitulation sheet by the trust depart- 
ment. The bank’s general ledger carries 
the totals only. 

The next section takes items 
the regular asset and liability accounts 
of the bank and any items in these 
columns will be posted each day in total 
for each account to the bank’s general 
ledger. For example, if the bank makes 
a loan to the trust department for 
$1000, the commission deducted might 
be $20, and a net check issued for $980. 
The entry would be, credit trust checks 
payable $980—credit earning account 
$20, and debit trust loan or mortgage 
loan account $1000. The latter amount 
goes in the debit column of the general 
ledger asset and liability section. 

The next section is for use in 
charging accounts receivable if any. 
This would be used in a case where a 
mortgage loan was under contemplation 
and in investigating the property 
appraiser and abstractors would have 
to be paid. The expense incidental to 
this work is chargeable to the borrower. 
Until the money is turned over such 
items are charged to accounts receivable. 
When the money is paid this amount 
would be deducted from the check in 
the same way as illustrated above. The 
amount is then credited to accounts re- 
ceivable. This form contemplates the 
use of one column for both debits and 
credits, the latter in red. At the end 
of the day the debit and eredit items 
are added and the difference is the net 
total. 

The next section is the control for 
the trust ledger cash account. This sec- 
tion controls the trust ledger which 
deals only in receipts and disbursements 
of cash. 


affecting 


For example, if actual cash is paid 
out for some trust from incoming cash 
(not petty cash) the entry is, eredit 
eash and debit trust ledger cash account 
giving the number of the trust and 
designating by I or P whether it is 4 
payment for Income or Principal. 
Most cash payments are for expensé, 
but, to illustrate, if a piece of real 
estate is purchased for $5000 cash, then 
it would be P (for principal.) Income 
in this sense means the income and er 
pense account for the trust and net 
merely income. In the trust ledger yo! 
will note income (meaning income and 
expense) and principal are kept sep* 
rately. Hence, entries must be so de& 
ignated on the Cash Journal from 
which the postings are made to the trust 
ledger. 
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The totals of this section are posted 
to the general ledger of the bank each 
day to the debit and credit of the “trust 
deposits” account. 

The last section on the form can be 
used when the trust department handles 
a real estate rental business. In this 
ease it would be used for the landlord’s 
account. Or it may be similarly used 
for other purposes. 

At the close of each day the clerk 
keeping this record makes up a form to 
hand the bank’s general bookkeeper 
for use in posting to the general ledger. 
In a general way this is as follows: 

Charge cash amount in total of cash 
debit column. a 

Credit cash amount in total of cash 
credit column. 

Charge trust expense with total of 
trust expense column. 

Credit trust earnings with 
amount in trust earnings column. 

Charge total of each account affected 
in the the asset and liability debit 
column. 

Credit total of each account in the 
credit column of same heading. 

Charge accounts receivable total of 
that column if the net amount is in 
black. 

Credit the same if it is in red. 

Charge trust deposits total of the 
debit column in the trust ledger cash 
account section. 

Credit the total of credit column in 
the same section. 

The number of transactions are com- 
paratively few each day and the above 
ean be drawn off very easily at the close 
of the day. 

This explains this form so far as it 
affects the general books of the bank 
and the receipts and disbursements in 
the trust department. 


total 


Indexing and Filing Trust Records 

The records of each trust are filed 
under the number assigned to such trust. 

The docket sheet, continuation sheets, 
inventory and trust ledger sheets are of 
uniform size. This permits filing the 
records of each trust together in one 
binder. 

The trust record binder is provided 
with a numerically tabbed index. Under 
No. 1 will be filed, first—the title page, 
then the supplemental trust record, then 
the inventory and trust ledger record 
in the order named. The same group- 
ing will be followed for trust No. 2 and 
SO on. 

An additional binder is used for the 
cash journal record which requires no 
index because it is created in regular 
date order. 

An alphabetical index by trust ac- 
count names should be provided as the 
ross index to the numerical trust 
record. Small index cards carrying the 
trust names and numbers may be used 
for this purpose. If the trusts handled 
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from us who specialize in 


Service 
to Banks 


HE illustration is a new and pro- 
gressive idea in rubber stamps 
comprising a nickel plated pressed 
steel mount with our patent cellular 
pneumatic cushion, augmented with 
a celluloid covered index, acknowl- 
| edged as the most advanced type of 
rubber stamp on the market. 








All banks use ‘‘up to date’’ equip- 
| ment, especially that which can be 
observed by the patron or visitor. 







It is wise and timely to give your 
clients a good rubber stamp. Why 
not? It is an article that must be 
used every day for check endorse- 
|| ment. Why not make this article 
| worth while? This stamp will give 
unusually long service and stand 









time your name appears plainly on the 
index. (You can call it error or time 
saver.) At the same time, “‘Jt’s a 
silent advertiser as well.” 
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up against hard usage. At thesame. 
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OTHER SWISHER PRODUCTS 





35 Years of Knowing How | 
Swisher Products—although costing no more than others, | 
outwear them many times. 


Our complete catalog at your request 


THE R. D. SWISHER MFG. CO. 
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Better Service—Longer Life. 


PERFECT INDEX STAMP 


Nickel plated metal base with 
pneumatic cushion. 


| | 

The Very Best Product for the Purpose | | 
. | 
! 


The stamp is produced at a very 


to the old fashioned wood base 
stamp and it is snappy. — iI 


Ink Pads 
Stamp Racks 
Seals 


etc. 








CHICAGO, ILL., U.S.A. | 











are very few, a typewritten list of trust 
names in alphabetical order showing the 
corresponding trust numbers may be 
attached to the fly leaf of the trust 
record binder. 

A trust duties tickler may be easily 
arranged, with index cards filed by dates 
that matters must receive attention. 
This will insure prompt attention to the 
collection of interest coupons, filing of 
reports, payment of taxes, payment of 
insurance premiums, distribution to 
beneficiaries and other matters. 


A one-story bank building valued at 
$50,000 will be erected by the Belmont 
Trust Company, Philadelphia, Penn- 
sylvania. 
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O. W. Osterlund, president. 


A member bank studying ledger sys- 
tems reports that of the sixty-two sav- 
ings banks in Greater New York, fifty- 
two use card ledgers, and ten use book 
ledgers, as follows: 


Bronx County—Two banks use cards. 
One bank uses books. 

Kings County—Twenty-one use cards. 
Two use books. 

New York County—Twenty-three use 
cards. 
Four use books. 

Queens County—Five use cards. 
Two use books. 

Richmond County—One uses cards. 
One uses books. 


—New York Savings Bank Association 
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CONDITIONS OF GERMAN FINANCE | 
WEAKEN BRITISH INDUSTRIES 


The near collapse of the German Mark and falling off 
of foreign trade cause much concern in English finan- 
cial circles, reports London Joint City and Midland Bank 


[ is so generally admitted in England 

that the creditors of Germany have 
small prospect of exacting anything in 
the nature of substantial indemnity that 
the controversy between the allied dele- 
gates of the Reparation Commission has 
excited comparatively little attention 
here. So much has been promised and 
so little has been received, the fluctua- 
tions in the marks exchange have been 
so violent and so frequent, that the 
average British taxpayer has grown 
tired of reading that 40 marks ex- 
changed last week for one penny and 
that to-day the same number of marks 
are worth only one half-penny. Unless 
actively engaged in transactions involv- 
ing the exchange of British and Ger- 
man currencies he has, perhaps natur- 
ally, long since abandoned interest in 
foreign exchange and reparations and 
is more concerned with personal and 
domestic problems more _ obviously 
touching his own immediate future. 


The fact that German finance is in 
danger of complete collapse and that 
the mark is following rapidly the course 
of the Austrian krone and the Russian 
rouble is, however, a matter of vital 
importance to commercial and industrial 
interest in this country, and conse- 
quently to all of us. The breakdown 
of Germany, involving her elimination 
even temporarily as a factor in world 
trade, would be paralysing in its effect, 
and we in this country would suffer in 
common with other trading nations. 

The economic lives of two great 
trading nations are mutually dependent. 
Before the war Germany was our great 
competitor in foreign trade. She had 
built up rapidly an export trade very 
similar in many essentials to our own, 
and both countries by the investment of 


surplus income assisted in the develop- 
ment of overseas markets. But if the 
two countries were great trade rivals 
they were also very large mutual cus- 
tomers, and each gained from the other’s 
prosperity. Then the war came and 
with it a suspension of ordinary trading 
conditions. The re-establishment of 
peace found both countries impover- 
ished. Much real wealth had _ been 
squandered; debts, internal and ex- 
ternal, had accumulated; currencies 
were inflated; and overseas markets, 
so assiduously cultivated in years of 
peace, were neglected. The Treaty of 
Versailles effectually prevented the 
straightening-out process which might 
otherwise have taken place. 

This country was the-first to perceive 
not only that the reparation demands 
were beyond Germany’s capacity to pay 
but that, if within her capacity, they 
could only be satisfied at the expense 
of other manufacturing countries be- 
cause the world’s demand for manu- 
factured goods could not be increased 
beyond a certain point. But, unfortu- 
nately, there has been no general reali- 
sation of this truth, and in consequence 
economic and financial conditions in 
Central and Eastern Europe have 
become chaotic. Just as we shared in 
the general prosperity before the war, 
so now we suffer in the general adver- 
sity. We have a mass of unemploy- 
ment, and unemployment is bound to 
increase still more if Germany breaks 
down, and the world’s power of pro- 
duction is further reduced. 


The Reparation Commission is now 
in Berlin considering what measures 
ean be adopted to save the situation. 
Sir John Bradbury, the British delegate, 
has formulated a scheme which in his 


opinion may restore confidence, prevent 
a further collapse in the mark, and 
ultimately put Germany in the position 
of being able to pay something in re- 
paration. Briefly his proposals are: 


(1) Suspension of all cash payments 

falling due between January 1, 
1923, and December 31, 1924, 
with discretion to extend the 
period for a further two years. 
German treasury five-year 
bonds for an equivalent amount 
to be handed to ereditor govern- 
ments, and sold by them under 
guarantee to their own nationals. 
To fix a rate of exchange as be- 
tween gold and paper marks. 
To prohibit the issue of addi- 
tional Reichsbank notes except 
against gold, approved foreign 
currencies, and commercial bills. 
To prohibit further issues of 
legal tender otherwise than by 
the Reichsbank. 
To reconstruct the Reparation 
Commission and transfer it to 
Berlin with a view to intimate 
co-operation with the German 
government. 


Reparation payments by means of 
deliveries in kind, services rendered, 
ete., would continue to be made but it 
is proposed that in return therefore 
Germany should obtain from each re- 
cipient Government the latter’s guaran- 
tee to German treasury bonds with 
the right to negotiate them. The whole 
question of the aggregate liabilities of 
Germany under the Peace Treaty 
should, it is contemplated, come up for 
revision not later than July 1, 1926. 


To what extent the foregoing pro 
posals will be incorporated in the com- 





le 
of 
ty 
or 


mission's final arrangement is not yet 
known, but the French delegates have 
submitted an alternative plan demand- 
ing guarantees and wide powers of 
control and supervision over Germany’s 
finances. In brief the French require- 
ments are: 


(1) The control of the public finan- 
ces of Germany by a Committee 
of Guarantees domiciled in Berlin. 

(2) Budgetary equilibrium and cessa- 
tion of inflation. 

(3) Control of the Reichsbank. 

(4) Prohibition of State financing 
through the Reichsbank. 

(5) The issue of gold _ treasury 
bonds abroad with the two-fold 
object of strengthening the 
Reichsbank reserve and of making 
reparation payments. 

(6) The continuance of an _ export 
tax of at least 25 per cent, pay- 
able in gold or sound foreign 
currencies, the proceeds to ‘be 
paid into a special account in 
the name of the Committee of 
Guarantees, but to be at the dis- 
posal of the German government 
in the discretion of the Repara- 
tions Commission.—London Joint 
City and Midland Bank, Ltd. 


W. B. Parker, for the past six years 
National bank examiner for the Eighth 
Federal Reserve District, has become 
associated with Mark C. Steinberg & 
Company, as general representative for 
the bankers of the St. Louis district. 
Mr. Parker organized, and was cashier 
of the Peoples’ Bank of St. Charles, 
Missouri, in 1916. 





A. W. Newett, cashier of the Bank of 
Groveland, has bought a controlling in- 
terest in the Bank of Trilby with re- 
sources of $125,000. 


A. E. Bowdler, of Akron, Ohio, was 
elected president of the newly formed 
Real Estate and Guaranty Mortgage 
Company of Wheeling, West Virginia. 


John G. Hughes, Jefferson City, Mis- 
souri, state finance commissioner, re- 
signs and accepts position as vice-pres- 
ident of a Kansas City Bank and Trust 
Company. 


John P. Harding, president of the 
Harding Hotel Company, and William 
Roy Carney, president of the Chicago 
Radio Apparatus Company, have been 
elected directors of the Transportation 
Bank of Chicago. 


J. Z. Miller, Jr., is to head the Com- 
monwealth National Bank of Kansas 
City, Missouri. Mr. Miller was until 
last summer governor of the Federal 
Reserve Bank of Kansas City. 


BANKERS MONTHLY for DECEMBER, 1922 






Readers will confer a favor 






NULL 


S2UPVINNNNIUTAN NANA 


London County Westminster 
and Parr’s Bank Limited 


ESTABLISHED IN 1836 






IUULETUU ALU 








AUTHORISED CAPITAL - 
PAID-UP CAPITAL - - - 
RESERVE ” - - a 


Chairman: WALTER LEAF. 
.Deputy-Chairman: SIR MONTAGU TURNER, 


(30th June, 1922) 
Current, Deposit and other Accounts 


R. HUGH TENNANT. 


45,018,590 
es « «= 45,018,590 


- $1,497,564,820 





Head Office: 41, LOTHBURY, LONDON, E.C.2. 
Chief General Manager: 
Foreign Branch Office: 82, CORNHILL, LONDON, E.C.3. 


AFFILIATED ABROAD 


LONDON COUNTY WESTMINSTER & 
PARR’S FOREIGN BANK, LIMITED 


JOHN RAE. 





HL. 


ULSTER BANK LIMITED. 


= 


il NA 


The Bank of Detroit, has appointed 
D. B. Kirk executive assistant in charge 
of new business and advertising. Mr. 
Kirk formerly was with the Campbell- 
Ewald advertising agency and was ac- 


count executive handling 
Detroit advertising. 


Bank of 


Miss Hazel Hatch has been appointed 
assistant eashier, to fill the vacancy 
caused by the recent resignation of 
Floyd Harding of the First National 
Bank, Delta, Colorado. 

Carlos P. Dunn, who has been auditor 
of the First National Bank of Santa Fe, 
New Mexico, for the past several 
months, has been elected cashier of the 
institution. 


B. A. Mattingly, for some time con- 
nected with the trust department of the 
Central Trust Company of Illinois, was 
elected assistant secretary of the bank. 
Mr. Mattingly for the year previous to 
his coming to the Central Trust Com- 
pany was assistant to the director of 
the bureau of the budget in the Treasury 
Department at Washington. During 
the war he was a captain in the United 
States Army assigned to Military Intel- 
ligence Division General Staff Head- 
quarters in Washington. For many 


vears previous he had been engaged in 
newspaper 
Washington. 
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—PARIS: 22, Place Vendéme. 

FRANCE BORDEAUX: 22 and 24, Cours de l’Intendance. 
LYONS: 37, Rue de la République. 
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EXECUTOR AND TRUSTEE DUTIES UNDERTAKEN 


in Baltimore and 
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C. L. Kinney has resigned as assistant 
eashier of the First National Bank at 
Sedan, Kansas, and will move to [os 
Angeles, California, where he plaris to 
engage in the lumber business. 


Henry M. Wells, vice-president of 
the Irving National Bank of New York, 
in charge of the Brooklyn office has 
retired after thirty-seven years in the 
banking business. Mr. Wells will con- 
tinue as a member of the advisory board 
of the Brooklyn office of the bank: 


W. C. Anderson has been: elected pres- 
ident of the Calvert State Bank of 
Calvert, Texas; S. M. Gibson, vice- 
president; Scott Field, Jr., cashier, and 
G. R. Gibson, assistant cashier. 





Thurman 
eashier of 


Williams, new assistant 
the Greensboro National 
branch of the American Exchange Na- 
tional Bank, Greensboro, North Caro- 
lina, has assumed his duties. Mr. Wil- 
liams for the past year was connected 
with the War Finance Corporation in 
Raleigh, and prior to that he was for 
three years a bank examiner. 


G. E. Zippel was elected director, 
filling a vacancy on the board caused 
by the death of William Shippen, 
former president of the First National 
Bank of Hoboken, New Jersey. 
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EXTENT OF BRITISH WAR 
PURCHASES AND LOANS 


HE Bankers Trust Company, of 

New York, has obtained through its 
English Information Service, figures; 
giving in detail the expenditures made 
in the United States by the British Govy- 
ernment during the period in which 
loans were made to Great Britain by 
the United States Government. 

In brief, the figures show that while 
the total cash advance of the United 
States to Great Britain amounted to 
$4,277,000,000. The British Govern- 
ment expended in the United States 
during the same time the sum of $7,- 
220,000,000. That was $2,943,000,000 
more than the total amount lent to 
Great Britain. 

The items upon which these British 
expenditures were made in the United 
States were as follows (April, 1917 to 
November, 1920) : 

Purchases of munitions 

(including horses, etc.) . 

Cotton purchased, cereals 


purchased (to July, July, 
1917) and bills of ex- 


$1,536,000,000 


change bought to meet 
expenditures in U. S.. 
Payments for cereals after 
July, 1917 
Purchases of other foods. . 
Tobacco purchased 
Paid for other supplies ... 
Payments for shipping ... 
Interest paid to the U. 
Treasury 
Repayment of loans raised 
in the United States ... 
Purchases of Silver 
Paid in miscellaneous ways 


1,683,000,000 


1,375,000,000 
1,169,000,000 
99,000,000 
215,000,000 
49,000,000 


388,000,000 


353,000,000 
262,000,000 
91,000,000 


~ $7,220,000,000 


A number of the above purchases 
(notably cereals, sugar and munitions) 
were made by the British Government 
for other Allied Governments and those 
governments subsequently repaid Great 
Britain $1,854,000,000. However, after 
deducting those repayments, the net 
expenditures by Great Britain in the 
United States for British purposes were 
$5,366,000,000, or above $1,000,000,000 
more than was lent to the British Gov- 
ernment by the United States. 

The above expenditures were provided 
for as follows (April, 1917 to Novem- 
ber, 1920): 

Loans by U. S. Treasury 
(net after deducting re- 
payments) 

Dollars paid by U. 8S. Gov- 
ernment to British Gov- 
ernment for sterling 
required to make pay- 
ments in England .. 

Dollars paid to British Gov- 
ernment for Rupees and 
Gold from India Sold 
to U. 8S. Treasury .... 
Money raised by _ the 


British Government from 
other sources 


$4,197,000,000 


449,000,000 


81,000,000 


689,000,000 
$5,366,000,000 
The final item includes any payments 

to Great Britain for services rendered 
(such as transportation of troops, ete.) 
which the United States made in dollars 
in America, together with such sums 4 
the British Government amassed from 
interest on or sales of American se 
eurities owned by it, shipments of gold 
and other exports, and so forth. 
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FRANCIS WEEKES ELECTED 
PRESIDENT BROOKLYN 
BANKERS CLUB 


Francis Weekes, vice-president of the 
Mechanics Bank, Brooklyn, New York, 
was elected president of the Brooklyn 
Bankers Club. 

Mr. Weekes succeeds Charles J. Ober- 
mayer, president of Greater New York 
Savings Bank. He has been vice-pres- 
ident of the Mechanies Bank since 1914, 
when that institution absorbed the 
Nassau Trust Company. Mr. Weekes 
was secretary of the Nassau Trust at 
that time, having started in 1890 as 
a clerk and worked his way up through 
various steps to the secretaryship. 
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Roy B. Pike of Canton, Ohio, has 
been elected to the presideney of the 
First National Bank of Canton, to sue- 
ceed the late Wirley N. Beard. Mr. 
Pike has been connected with the bank 
for twenty years and has been vice- 
president for several years. 



































Skandinaviska 
Kreditaktiebolaget 


GOTHENBURG STOCKHOLM - 


MALMO . 
BRANCHES IN ALL PARTS OF SWEDEN 


~ Paid-Up Capital & Reserves Kr. 182,000,000 


BANKING Business of Every Description Transacted. The 


Bank affords every facility for transactions between Scandi- 
Announcement has been made by navia and the United States. 
H. E. Horack, vice-president and cash- 2 


ier of the National Bank of Pontiac, 
Michigan, and Dr. H. S. Chapman, pres- 
ident of the American Savings Bank, 
of the consolidation of the two institu- 
tions to take effect as near as possible 
on January Ist. The resulting combina- 
tion will have capital of $400,000, sur- 
plus of $100,000, and total resources 
approximating $5,000,000. Officers of 
the new institution will be as follows: | 
H. M. Zimmerman, president; A. F. 
Newberry, F. M. Warner, and David 
R. Wilson, vice-presidents; Jos. E. 




















EK. S. Welch resigns as manager of 
the Southern Trust and Commerce 
Bank’s branch of Coronado, California, 
to take the position as vice-president 
of a new bank in Redondo Beach, 
California. 





















The Union Bank of Richmond, Vir- 
ginia, which has just rounded out its 
66th year of service, is undergoing ex- 
tensive interior repairs, which will make 
it one of the handsomest and most con- 
venient banks in the city. The Union 
Bank building was erected in 1835, and 
is the oldest bank building in Richmond. 
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Fred J. Oehler becomes assistant 
cashier of the Sacramento-San Joaquin 
Bank of Sacramento, California. Mr. 
Oehler became associated with this in- 
stitution when but a boy, having occu- 


pied every clerical position available in 
the bank. 
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U.S. PLAN OF FINANCING 
WEATHERED THE WAR 


The use of budgets, and the gradual reduction 
of debt by means ofa sinking fund have made 
government paper the world’s premier security 


By J. H. CASE 
Deputy Governor, Federal Reserve Bank, New York 


ITHIN the past few weeks many 

thousands of individual investors 
have given a convincing demonstration 
of their confidence in the financial pro- 
gram of our Government by subseribing 
$1,400,000,000 in eash for an offering 
of $500,000,000 or thereabouts of 414 
per cent 25-30 year bonds and by 
further tendering some $250,000,000 of 
short dated Government paper in ex- 
change therefor. This heavy over-sub- 
seription been obtained without 
anything in the nature of an active 
bond campaign or of intensive advertis- 
ing other than the publicity given the 
treasury notice that the bonds were for 
sale accompanied by a statement of the 
purpose for which they were issued. 
Private issues of one quarter this size 
or less have required the most energetic 
efforts of nation wide syndieates to 
effect their distribution, and many for- 
eign governments are finding it ex- 
tremely difficult to obtain much smaller 
loans regardless of the terms which they 
are willing to offer. The key to our 
government’s ability to command such 
vast sums at moderate rates lies in the 
excellency of its credit. I think it may 
justly be said: that A United States 
Government bond is the premier secur- 
ity of the world! 

The credit of a nation reflects the 
integrity and thrift of its people, the 
resources at its command, and its abil- 
ity to marshall these resources effectively. 
In this respect a government is like a 
great business corporation, its wealth 
in plant and other properties, and the 
soundness of its commercial and finan- 
cial policies. While the difficulties that 
we as a nation have had to meet in re- 
cent years have admittedly been less 
severe than the troubles with which 


has 


many other peoples have had to struggle, 
nevertheless, they have heen gigantic 
and we may take great satisfaction in 
the general soundness of the plan of 
financing by which the government’s 
credit has been maintained at a high 
level through an exceptionally trying 
period. 

The increase in the function of gov- 
ernment and the tremendous financial 
undertaking which results from modern 
warfare make the question of financing 
methods of vital importance. A private 
corporation may suffer from its own 
bad management, but unless it is one 
of large ramifications the consequences 
of its errors and failure are not likely 
to be felt bevond a limited radius of 
its business associates. A government, 
however, which mismanages its fiseal 
system may shake business to its very 
foundations. This’ is particularly true 
in times sueh as during the war when 
the sums involved were beyond any- 
thing hitherto conceived as possible. 

In 1918, the vear on which the 
heaviest cost of our war effort fell, the 
total ran to the stupendous sum of 
nearly $19,000,000,000, beside which the 
totals for Civil War and Spanish War 
years are dwarfed into relative insignifi- 
cance. For the five years from 1917 
to 1922 the total expenditures reached 
$49,000,000,000, or more than double 
the total expenditures for the entire 
preceding period from 1860 to 1916. 
Figures for other countries actively en- 
gaged in the war would show equally 
astounding comparisons. For instance, 
it has been ealeulated that the United 
Kingdom’s war expenditures during the 
six fiscal years ended March 31, 1920, 
amounting to over £11,000,000,000, a 
sum larger than the total expenditures 


for the two and a quarter centuries 
preceding 1914. 

If sums so great as these are badly 
handled the possibilities for mischief 
are enormous. The examples of seri- 
ously disturbed economie conditions that 
prevail in many parts of Europe bear 
eloquent testimony to the flagrant evils 
that are likely to result when the publie 
finances are mismanaged. 

The first rule of good financing in 
running a home, a business, or a govern- 
ment is a balanced budget. To be 
sound, a government quite as much as 
a private corporation, must pay eurrent 
expenses out of current income. During 
war periods the pressure of national 
necessity often requires the temporary 
abandonment of this principle, but on 
the return of peace it should be the first 
task of the public officials to re-establish 
a balance of income and outgo. In our 
own ease after the recent war this point 
was attained on August 31, 1919, when 
the gross war debt reached its highest 
level at $26,596,000,000. 

Our problem in dealing with this enor- 
mous debt was two-fold. First, we 
had to establish a means for its gradual 
reductions and extinction by keeping 
expenditures below income and main- 
taining a surplus of revenue, and, 
second, we had to provide by refunding 
for a large amount of the debt which 
would mature too soon to be taken care 
of by the slower process of aceumulat- 
ing revenue. 


Towards the solution of the first 
problem—gradual total debt retire- 
ment—we took a first important step 
when we made it compulsory to inelude 
in the budget a sinking fund charge 
upon ordinary receipt for the purpose 
of retiring a certain portion of the debt 
each year. This charge was set at 24 
per cent annually of total Liberty and 
Victory issues outstanding July 1, 1920, 
less the foreign debts to us on that date, 
to which was to be added interest saved 
on any issues retired by the sinking 
fund during the year or in previous 
years. At present, this rate of retire- 
ment works out to about $250,000,000 
a year. Through the operation of this 
sinking fund, plus money derived from 
reducing the Treasury’s working balance 
and from sale of surplus war property 
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Vice-President 





and liquidation of other war assets, we 
have succeeded in accomplishing a steady 
reduction of debt amounting to about $3-, 
800,000,000 from the high point, or at 
the rate of about $1,200,000,000 a year. 
This is a good beginning, and it is im- 
perative that the good work should go on. 
It is with real concern, therefore, that we 
may view estimates that the Treasury 
faces a deficit of around $670,000,000 
for the current fiscal year, but govern- 
ments like other enterprises are subject 
to the effects of economic changes and 
with the somewhat reduced commercial 
activities of recent months, (business 
already seriously burdened with taxa- 
tion) could not sustain additional im- 
positions without unfortunate result. 
Yet unless government expenditures 
are kept within the limits of receipts 
that could be no alternative except to 
again resort to borrowing, which would 
be a most regrettable step backwards 
in the direction of re-inflation and other 
evils that accompany debt expansion. 
It would be a sorry sight indeed to see 
this country with all its wealth and 
natural advantages, take place beside 
the other countries which cannot bal- 
ance their budgets. There is no other 
satisfactory way for the government to 
meet this situation than to stand guard 
over its expenditures and keep them 
within income. This will require all the 
more careful economy from now on 
because some of the sources which have 
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supplemented revenue in the past, such 
as the Treasury general fund and sur- 
plus property sales, can be little further 
drawn upon. 

The second problem in dealing with 
the debt—that of refunding the early 
maturities—is also pressing. Our short 
dated obligations at their peak in 1919 
aggregated close to $9,000,000,000, all 
maturing within a period of five years. 
Happily, however, the Treasury already 
has made considerable progress in re- 
distributing these maturities over a 
later period, and it is as the latest step 
in this program that the new issue of 
about $750,000,000 long term bends has 
just been sold. These new bonds in- 
volve no call whatever for additional 
capital, but were issued solely for the 
purpose of projecting into the future, 
maturities which come due too soon, to 
be met out of current revenue. 

For purpose of simplicity we may 
divide our scheme of debt financing, as 
it has gone thus far, into four stages. 
The first stage was during the war 
period. It was then the government’s 
policy to supplement revenues by fre- 
quent issues of short term certificates of 
indebtedness, which were partly taken 
up at successive intervals and refunded 
by means of the long term Liberty 
Loans. This process is indicated by the 
irregular growth in the volume of certif- 
icates outstanding. 
the treasury 


By these operations 
refunding 


sueceeded in 


approximately $17,000,000,000 into long 
term debt. 

After the war, in 1919, money condi- 
tions became less favorable for the flota- 
tion of further long term issues at desir- 
able rates, and with a view to tiding the 
government over until conditions should 
again favor a long term refunding issue, 
the refunding took the form of a short 
term note issue which we may consider 
as representing the second stage. Ap- 
proximately $4,500,000,000 Victory 
notes were sold in two series, b aring 
334 and 434 per cent coupons and 
maturing May 20, 1923, but redeemable 
at the option of the Secretary of the 
Treasury in whole or in part on June 
15, 1922, and again on December 15, 
1922. 

During 1920 and the early part of 
1921 there were no further refunding 
operations. By May of 1921 the Treas- 
ury faced the necessity of making 


provision for maturities within the 
following two vears amounting to 
ead e f 


$7,500,000,000, including Victory notes, 
certificates of indebtedness, and sav- 
ings issues. Money conditions _ still 
did not favor a long term bond issue, 
so the Treasury as its third major step 
in the financial program resorted to a 
series of three and four-year Treasury 
notes. By the sale of six issues, extend- 
ing over a period from June 15, 1921 to 
August 1, 1922, approximately $2,750,- 
000,000 or pressing obligations matur- 
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ing by the middle of 1923 were redis- 
tributed through 1924, 1925 and 1926. 

As the result of these operations, plus 
retirements, the Treasury by September 
30, this year had provided for $4,000,- 
000,000 of the $7,500,000,000 early 
maturities that it faced in June 1921. 
This left $3,500,000,000 still to be pro- 
vided for before the close of this fiscal 
year, including $870,000,000 Victories 
called for redemption December 15 and 
$930,000,000 due to mature May 20 
next year. To partially meet these re- 
quirements the Treasury has availed it- 
self of a favorable bond market to offer 
a new long term refunding loan, the tre- 
mendous over-subscription of which we 
have just witnessed. This constitutes 


the fourth and most recent stage in the 
financing, and brings us up to date in 
the program. The ‘successful sale of 
this new issue, realizing about $750,- 
000,000 in accepted cash subscriptions 
(and exchanges of Victories and Treas- 
ury certificates) reduces to still more 
manageable amounts the short dated 
debt maturities that remain to be pro- 
vided for. 

In closing, I should like to call atten- 
tion to the fact that these vast opera- 
tions have been performed with a 
wisdom that has protected us from any 
disturbance to outstanding securities to 
the money market or credit conditions 
in general. Step by step-with the de- 
cline in open market money rates the 
Treasury on its suecessive issues has 
effected rate reduction which have re- 
duced the charges on certificates from 
a high point of 6 per cent to as low 
as 344 per cent, and on Treasury notes 
from 5%4 per cent to 414 per cent. Yet 
so accurately have the terms conformed 
to market requirements that each suc- 
cessive issue has been heavily oversub- 
scribed® This is a demonstration of gov- 
ernment financing as it should be done. 
Undoubtedly this general recognition of, 
and confidence in, the soundness of our 
Treasury’s program, (as well as im- 
provement in credit conditions through- 
out the country,) has been an important 
factor in the recovery of and in the 
creation of and eager demand for any 
new security which bears upon its face 
the stamp of the United States Govern- 
ment. 


Work will soon be started on the 
Farmers National Bank of Knoxville, 
Tilinois. 


Remodeling the building of the Farm- 


ers and Mechanics Bank, 


Mobile, 
Alabama, will be started soon. 


FEDERAL RESERVE BANK 
IS CRITICIZED 


CASE where an employe may cast 

into discredit a great institution 
was illustrated recently in the action of 
the Farmers and Merchants Bank of 
Catlettsburg, Kentucky, against the Fed- 
eral Reserve Bank of Cleveland. The 
complaining bank asked for an injune- 
tion to prevent the Federal Reserve 
Bank and its agents at Catlettsburg, 
H. A. McGee and Mary B. MeCall, 
from continuing to make collections of 
checks drawn on the plaintiff, or from 
advertising that such collections were 
being made. 

In commenting on the case Judge 
A. M. J. Cochran of the Federal Court 
at Covington, Kentucky, characterized 
the methods of the agent of the bank as 
“a kind of refined highwaymanship 
and holdup,” and granted the restraining 
order asked for by the plaintiff, declar- 
ing he was “astonished that the plain- 
tiff waited so long a time before seeking 
redress in the courts.” 

The decision of Judge Cochran covers 
several typewritten pages. 

The court reviews the allegations of 
the plaintiff filed in affidavits to the 
effect that the defendant sent an agent 
to Catlettsburg in January, 1918, and 
that this agent began a systematic effort 
to prevail on the plaintiff bank to remit 
exchanges in payment of checks free of 
charge and to become a member of the 
Federal Reserve banking system. It 
is alleged by the plaintiff that this agent 
made various attempts to effect an 
agreement with the Farmers’ and Mer- 
chants bank, and that threats were used 
to bring about such an agreement. The 
court’s decision, reviewing the state- 
ment made by the plaintiff, says that 
the agent of the Federal Reserve bank 
likened “the Federal Reserve system to 
a mighty battleship coming up as it 
were, from a smooth sea, and all banks 
that did not affiliate could not stand its 
swell and that within the next few years 
there would be no small banks.” 

The courts says the plaintiff alleges 
that after the Farmers’ and Merchants’ 
bank continued to refuse to come to 
terms with the defendant, an express 
company was engaged to collect such 
checks as came to the local agent of the 
Federal Reserve bank. Finally, the 
court says, the express company ceased 
to act in this capacity and that one 
Frank Barbee, of Catlettsburg, was 
employed as their agent. The court 
says, in reviewing the case, that the 
plaintiff charges H. A. Magee, the Fed- 
eral bank’s agent from Cleveland, came 
to Catlettsburg and, while in the Farm- 
ers’ and Merchants’ bank, acted “in 4 
domineering, dictatorial and boisterous 
manner and created a disturbance.” 
The plaintiff further alleged, so the 
court says, that another agent of the 
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Federal Reserve bank came to the plain- 
tiff bank with a go-cart and a gun to 


protect herself from robbers and that 
she was accompanied frequently by 


dogs. This action, the plaintiff says, 
eaused the bank’s credit to be injured 
and caused humiliation and was the 
eause of the bank being required to 
carry a large cash reserve. 

The court says the plaintiff contends 
that the defendant company stationed 
an agent in a drug store opposite the 
bank where their business was exploited, 
and that this agent kept constant vigil 
from this station. It is further alleged 
that the defendant company sought and 
obtained interviews with various de- 
positors of the plaintiff bank and that 
it engaged in the practice of collecting 
checks in large numbers and presenting 
them for payment over the counter at 
the Farmers’ and Merchants’ bank. 

The court, in conelusion says that 
“in the absence of specific denials re- 
garding the alleged conduct of defen- 
dant’s agent, as charged by the plain- 
tiff, he would have to be guided by the 
affidavits presented and grant the pre- 
liminary restraining order.” 


New Investment Office 

The Central Bond and Mortgage Com- 
pany, investment bankers of Chicago, 
has opened a branch office in the Metro- 
politan National Bank building, Min- 
neapolis, Minnesota, under the direction 
of Charles P. Smith as resident man- 
ager. 

In addition to their main office in 
Chicago the firm now has branch offices 
at South ‘Bend, Indiana; Milwaukee, 
Wisconsin; San Francisco, California, 
and Minneapolis, Minnesota. 





Financing Recovery 

Foreign governments are importuning 
American bankers to place more loans 
here so as to speed up reconstruction 
work on EKurope’s crippled industries. 
Our total investments abroad break all 
records, but there is still a market here 
for good foreign bonds offered at terms 
satisfying the American buyer. The 
United States has now the broadest, 
Strongest and best organized bond 
market in the world and no nation has 
as great facilities for marketing im- 
mense issues quickly. Several interest- 
ing foreign loan announcements will be 
made before the close of the vear and 
the proceeds of these transactions will 
be chiefly used to purchase produce and 
merchandise in the United States. 









Plans are being drawn for making 
alterations to the three-story bank 
building of the Globe National Bank of 
New York City. 


Interior and exterior alterations will 
be made to the First National Bank 
building, Millersburg, Pennsylvania. 
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‘“‘When in Doubt . 


Buy Corporation Bonds” 


Commonwealth Edison Co. Ist 5’s 
Illinois Northern Utilities Co. Ist 5’s 
Sioux City Gas & Electric Co. Ist 6’s 
Lion Collar & Shirts, Inc. 1st6}’s 
Lake Independence Lumber Ist 7’s 
Indiana Power Company lst7}’s | 
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“Safe Bonds for Savings’ 


OAGLAND, ALLUM & 


Established 1909 INCORPORATED 
115 Broadway 


NEW YORK 
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Why is Your Coal Mine 
Losing Money? 


‘Is it the fault of the market—the 
management—the operation? Ask 
us. Peabody Service has found the 
remedy time after time. 39 years 
experience fits us to serve you. 






























Write for particulars 


PEABODY 


COAL COMPANY 
Founded 1883 
332 South Michigan Ave. - CHICAGO 


















Operating 44 Bituminous Mines in 12 Fields with Annual Capacity of 23,000,000 tons 






ESTABLISHED 1880 


Paine, Webber & Co. 


THE ROOKERY, CHICAGO 


BONDS AND NOTES OF 


U.S. GOVERNMENT 
FOREIGN GOVERNMENTS 
AND THEIR 
MUNICIPALITIES 
RAILROADS 
PUBLIC UTILITIES 
INDUSTRIALS 


MEMBERS 


NEW YORK STOCK EXCHANGE 
BOSTON STOCK EXCHANGE 
CHICAGO STOCK EXCHANGE 
DETROIT STOCK EXCHANGE 

NEW YORK COTTON EXCHANGE 
CHICAGO BOARD OF TRADE 


INTERESTED PRIMARILY IN THE ORIGINATION AND DISTRI- 
BUTION OF INVESTMENT SECURITIES. FIFTEEN OFFICES 
IN THE PRINCIPAL FINANCIAL CENTERS OF THE EAST AND 
MIDDLE WEST, CONNECTED BY OUR OWN PRIVATE WIRE 


FROM BANKS ON ANY 








BOSTON NEW YORK 


MINNEAPOLIS ST. PAUL 


WORCESTER ALBANY DULUTH 


Milton Cannon, former assistant cash- 
ier at the Farmers and Merchants Bank 
of Salisbury, Maryland, takes up his 
duties as cashier of the Brandywine 
Trust and Savings Bank of Wilmington, 
Maryland. 


A building will be erected at Main and 
Champman Streets, East Hartford, 
Connecticut, for the East Hartford 
Trust Company, for which plans are 
now being drawn. 

Preliminary plans are being drawn 
for remodeling and erecting a new build- 
ing for the First National Bank, Farm- 
ersburg, Indiana, to cost $30,000. 


Architect has been selected by The 
Home Savings Bank, Toledo, Ohio, to 
construct a ten-story bank and office 
building. 


CHICAGO 


MILWAUKEE 


SYSTEM, ENABLE US TO EFFICIENTLY HANDLE INQUIRIES 
INVESTMENT SECURITY. 


PHILADELPHIA DETROIT 


GRAND RAPIDS SPRINGFIELD 


HARTFORD PROVIDENCE 


Owing to an increase in the assessed 
valuation of non-operative property in 
the city of Los Angeles, as shown in 
a financial statement dated August 31, 
1922, the New York State Banking 
Department has reinstated Los Angeles, 
California, city bonds in the list of legal 
savings bank investments. Springfield, 
Ohio, has also been declared legal in 
New York on the basis of, a statement 
recently filed. 


Plans are being drawn for erecting a 
two-story bank for The Tuscarawas 
Building and Loan Company, New Phil- 
adelphia, Ohio. 


Plans have been started toward 
making an addition and remodeling 
office space into a banking room for 
The Central Trust Company, Cincin- 
nati, Ohio. 
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Trade Improving Generally 

Taking the country as a whole, trade 
is better than a year ago, although of 
course all indications are not favorable 
in the same degree, nor does every see- 
tion of the country share alike in the 
condition that gives an optimistic tone 
to nearly every business discussion. 
There is an irregularity to the advance 
which has oceurred in prices, and cer- 
tain farm products are lagging, so that 
the buying power of the West’s great 
productive industries continues to be 
curtailed. Still, expansion is sufficiently 
pronounced on the whole to bring about 
a sharp contrast in business volume and 
earnings with a short time ago, and 
there is substantial foundation for the 
cheerful views which are entertained 
and for the expectation of further ex- 
pansion on sound lines. 

Basieally, conditions in the United 
States are more favorable to business 
expansion than at any time since the 
limax, in 1920, of the hysterical post- 
war boom. Judge E. H. Gary, chair- 
man of the United States Steel Cor- 
poration, in an address in New York 
on October 27th, said that “there are 
no obstacles to continued prosperity in 
the iron and steel business of the United 
States, except such as may arise from 
interference with the natural course of 
supply and demand.” What holds true 
of the iron and steel business holds true 
of business generally, though there are 
some people who attribute the improve- 
ment that is under wav entirely to what 
they term “secondary inflation,” and 
suggest that the improvement is wholly 
apart from basic conditions, being stim- 
ulated by the comparative ease of 
money rates and the great mass of un- 
emploved credit that has piled up— 
The Mechanics & Metals National Bank, 
New York City. 


Preliminary plans are being made for 
the construction of a one-story bank 
building for the American Bank and 
Trust Company, Hazelton, Pennsyl- 
vania. 

The Mercantile Trust Company of 
San Franciseo, California, will open 
two branch offices at 4912 Third Street 
and 2196 Union Street. 


Interior alterations will be made to 
the First National Bank of Ocean City, 
New Jersey. 


Work will be started on the new 
twelve-story office building and_ bank 
home, to be built by the State National 
Bank, Houston, Texas, upon completion 
of wrecking the one story building put 
chased by them. 


The First National Bank of Laurel, 
Mississippi, will erect a four-story build- 
ing costing approximately $125,000. 
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Half of State Debts have been In- 

curred Since 1917 
Nearly one-half of the $1,071,506,- 
981.28 of outstanding state debts were 
contracted since this country entered 
the war and over a third since the 
beginning of 1920, according to the 
results of a survey of states, debts and 
securities just published by The Bank 
of America of New York. The increas- 
ing indebtedness of the states, The 
Bank of America points out, reflects 
the growing tendency in recent years 
of the state governments to assume re- 


sponsibility for large improvements and - 


welfare measures and to finance them 
by means of long-term securities. 


Since April, 1917, there has been 
issued a total of $518,997,414.20 of the 
securities now outstanding and since 
January 1, 1920, a total of $384,899,- 
997.53. All of the outstanding bonds 
of Arkansas, Illinois, Iowa, Michigan, 
Ohio, South Dakota, Washington, and 
West Virginia were issued since this 
country entered the war, and Oregon’s 
present debt dates no further back than 
January 1, 1917. Of the states men- 
tioned, the debts of Illinois, Iowa, 
Ohio and Washington were incurred 
since January 1, 1920. 


The World War was responsible for 
$139,281,722.53 of outstanding indebt- 
edness, or 13 per cent of the total. 
This, of course, does not represent the 
cost of the war to the states nor even 
all the securities issued for war pur- 
poses. These bonds represent 26.8 per 
eent of all the outstanding debt in- 
eurred by the states since the United 
States entered the war. Of this sum, the 
payment of soldiers bonuses takes up 
altogether $130,022,000, or 12.1 per cent: 
of the grand total debt, and the re- 
mainder is the cost of other welfare 
work for veterans and for war memo- 
rials. The $25,000.000 bond issue of 
Michigan, the $20,905,000 issue of Min- 
nesota, $15,000,000 of Missouri, $12,- 
000,000 of New Jersey, $20,000,000 of 
Ohio, $10,000,000 of Oregon and $12,- 
500,000 of Washington—all for soldiers’ 
bonuses—are outstanding examples of 
how the state debts have been affected 
by the war. 

The construction of highways and 
bridges is by far the leading single pur- 
pose for which the outstanding debts 
were incurred, The Bank of America 
figures show over a third of the total 
debt of the states having been con- 
tracted for this purpose. The total 
of $367,687,100, which represents the 
value of securities to finance these high- 
ways, is further significant when it is re- 
membered that the development of state 
highway systems is comparatively recent. 
Among the noteworthy highway systems 
financed by large bond issues are those 
of California ($55,000,000), New York 
($100,000,000), Oregon ($31,700,000), 


‘and Pennsylvania ($50,000,000). 
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Milwaukee, Wis. 














Waterways and harbor improvements 
come second in the list of purposes with 
a total of $215,891,400 or twenty per 


cent of the aggregate debt. Other 
physical improvements, including the 


$83,775,162 spent by Massachusetts on 
the transit, water, sewer and park sys- 
tems of the metropolitan district, rep- 
resent 9.5 per cent of the total debt. 
The largest individual item in any 
classification is that of $154,800,000 
with which New York State has been 
financing its great canal projects. 

A $350.000 five-story bank and office 
building will be erected for the Ithaca 
Savings Bank, R. B. Williams, pres- 
ident, Ithaea, New York. 








Hyney, Emerson & Co. 


Municipal and 
Corporation 


Bonds 


We specialize in the 
origination and dis- 
tribution 
Mortgage Bonds 
which are the obli- 
gations of well estab- 
lished industries 
whose products are 
rated as essential. 


Hyney, Emerson & Co. 


39 South La Salle Street 
CHICAGO 
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of First 


Kalamazoo, Mich. 





A $100,000 bank building is being 
erected for the Northern Central Trust 
Company of Philadelphia, Pennsyl- 
vania, Walter Gobell, president. 


Plans are being drawn for the eree- 
tion of a $80,000 bank building for the 
First National Bank, Brenham, Texas. 








Plans are being drawn for making 
alterations and additions to the Tyson 
Hotel of Ogontzo, Pennsylvania, con- 
verting this into a bank, four stores and 
eight apartments. 


Finishing plans are being made for 
remodeling the bank of the Union Trust 
Company, M. 0. president, 


Reeves, 


~ Columbus, Indiana. 











Careful Analysis of 
Bankers Bond List 


BILITY to furnish sound finan- 
cial advice rather than exer- 
cise high-pressure salesmanship is 
an essential qualification of every 
representative of Wm. L. Ross © 
Company, Inc. 


Regardless of its attractiveness 

we do not like to recommend 
any bond for purchase until we are 
familiar with our customer’s hold- 
ings. These are carefully scrutin- 
ized and an analysis made. Then 
we are ready to advise some spe- 
cific high-grade security that will 


maintain better 


balance in the 


bank’s list of investments. 


Without obligation, a representa- 
tive will be glad to call and furnish 
expert financial counsel regarding 
your present holdings. 


Telephone State 4360 


Wm. L. Ross & Company, Inc. 


Well Secured Bonds 
108 South La Salle Street 


CHICAGO 


ESTABLISHED 1916 


JACOB BACKER 


FINANCIAL BROKER 


EXCHANGE BANK BUILDING 


Lee F. Phelps, for twenty-nine years 
employed at the Citizens’ National 
Bank, Port Henry, New York, has ac- 
cepted the position of vice-president of 
the Washington County National Bank 
at Granville, New York. 


Readers will confer a favor 


ST. PAUL, MINN. 


Harold E. Howell, president of the 
Hawkeye Securities Fire Insurance 
Company of Des Moines, Iowa, has been 
elected president of the Des Moines Na- 
tional Bank, Des Moines, Iowa, to sue- 
ceed John A. Cavanagh, who resigned. 
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Electrifying the Nation 
The country is to be completely elec. 
trified within a few years and if the 
proposals underway are carried out, 
most of the six million American homes 


_ not yet wired for electricity will be 


properly equipped within a few years. 
The electrie light and power companies 
expended $750,000,000 for new devel- 
opment work last year and by the close 
of 1928, it is expected that a further 
investment of $4,000,000,000 will have 
been made for this purpose. Inasmuch 
as experts estimate that for every dollar 
spent on development work by the 
power companies, the publie spends 
eighty dollars for equipment, motors, 
appliances and other material, it is 
argued by some that the prodigious total 
outlay of three hundred billion dollars 
will be made for completing the electri- 
fication of the United States. What- 
ever the ultimate figures the total under- 
taking will be unprecedented and _ will 
give an enormous amount of work to 
the electrical industry throughout the 
United States—State & City Bank & 
Trust Co., Richmond, Va. 


The First National Bank of Wan- 
pum, Pennsylvania, is erecting a bank 
building estimated to cost about $25,000. 
Tt will be two stories high. 


Excavation has been started on the 
$10,000 bank building for the Cumber- 
land Bank and Trust Company, Cross- 
ville, Tennessee, T. FE. Wilson, president. 


A one story bank costing $100,000 
will be erected by the First National 
Bank, J. W. Bell, president, Abingdon, 
Virginia. 

The Farmers and Merchants Bank of 
Kaukauna, Wisconsin, has awarded 
contract to architects for remodeling 
its building. It is expected to be com- 
pleted in February. 


Contract has been awarded architects 
for the erection of a six-story building 
for the First National Bank of Whittier, 
California. The structure will cost 
$2°0,C00. 

The Euclid Avenue branch of the 
Brotherhood of Locomotive Engineers 
Bank Cleveland, Ohio, has now been 
opened for business. Its opening 
marked the first step in the bank's 
campaign to establish branches through- 
out the country. 

Officers of the bank were going ahead 
with plans for the erection of a twenty- 
one story main building at St. Clair 
Avenue and Ontario Street, a braneb 
office in Nottingham, and other branches 
in New York and other cities. 

In two years the B. of L. E. Bank 
has gathered resources of nearly $18, 
000,000. 
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IRVING NATIONAL AND 
COLUMBIA TRUST PLAN 
CONSOLIDATION 


THE Directors of the Irving National 

Bank and of the Columbia Trust 
Company have voted to recommend to 
their respective shareholders a plan for 
consolidation of the business of the two 
institutions. 

This merger, while important because 
of its size, is particularly noteworthy 
as a logical development in the combina- 
tion of the specialized services of both 
institution which for the convenience of 
their customers will cover the metro- 
politan district through e tablished 
offices in important locations in Man- 
hattan, Brooklyn and the Bronx. 


Under the plan, the consolidated in- 
stitution will operate under a state 
charter and be known as the Irving- 
Columbia Bank and Trust Company, 
with a capital of $17,500,000 and sur- 
plus and undivided profits of $10,500,- 
000. 

Of the capital, $12,500,000—or, share 
for share of its present capital stock— 
will be contributed by the Irving and 
$5,000,000—share for share of its pres- 
ent capital—by the Columbia; the 
surplus and undivided profits being con- 
tributed on the same pro rata basis by 
each institution. 


The Irving National Bank was orig- 
inally organized as a state bank in 
1851 and for over seventy years has 
specialized in commercial banking. 
During the past twenty years it has 
steadily expanded under its present 
management until its deposits in the 
last published statement showed $240,- 
000,000. 

There are six offices in Manhattan 
and three in Brooklyn. 

The Columbia Trust Company, or- 
ganized in 1884, has—in addition to 
furnishing full banking  facilities— 
devoted its efforts largely to upbuilding 
its trust department, which at present 
is one of the most important in the 
United States. Its deposits likewise 
have grown to large figures, amounting 
in its last statement to cover $90,000,- 
000. It maintains four offices in Man- 
hattan and one in the Bronx. 


The plans under consideration provide 
for the maintenance of fourteen offices 
and the retention of the present official 
and clerical staffs of both institutions. 

Lewis E. Pierson, Chairman of the 
Board, and Harrry E. Ward, president 
of the Irving National Bank will hold 
the same offices in the new company. 
Willard V. King, president of the Co- 
lumbia Trust Company, who contem- 
plated retiring on account of his health, 
will be Chairman of the Advisory Board 
in charge of the office at 60 Broadway, 
the present headquarters of the Colum- 
hia Trust Company. 
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Growth of Southern Bank 
A series of advertisements recently 
used by the American National Bank, 
Nashville, Tennessee, show the remark- 
able growth of that institution, and 
refute the unfavorable reports current 
about the South as a whole in certain 


Eastern and Nothern sections. One of 
these advertisements, headed “Consist- 
ent Growth,” opens as follows* 

“Organized in 1883, The American 
National Bank has fully kept pace with 
the wonderful development of the Cen- 
tral South by a continuous expansion 
of facilities to meet the needs of our 
growing prosperity.” 

A statement follows, showing that the 
deposits of the institution grew from 
$211,432.98 in 1883 to $20,919,974.81 
in 1922. During recent years the in- 
crease has been especially marked, the 
deposits having increased over 100 per 
cent in the past four vears, from $9,- 
161,148.27 in 1918 to the present figure. 

The statement of the bank as of 
September 15, 1922 showed $6,305,- 
229.29 cash and reserve, or more than 
30 per cent of deposits. 

Another advertisement in the series 
gives the names of officers and directors 
of the American National Bank and 
American Trust Company. 


The Farmers & Merchants National 
Bank will erect a branch at Baltimore, 
Maryland, for ‘which plans are now 
being drawn. 


Architects have been selected for the 
construction of a three-story bank and 
office building to cost about $100,000 
for the Tennessee National Bank, John- 
son City, Tennessee. 


A $150,000 three-story bank, store 
and office building will be erected for 
the First National Bank of East 
Chicago, Indiana, for which preliminary 
plans are being drawn. 


Sketches are being drawn for a 
branch bank, store and office building 
for the Commercial State Savings 
Bank, E. H. Fowler, president Detroit, 
Michigan. 


Plans are being finished for the erec- 
tion of a bank building costing $22,000 
for the First National Bank, Center- 
ville, North Dakota. 


Architects have been selected for 
erecting a $600,000 bank and office 
building for the First National Bank, 


A. F. Dawson, president, Davenport, 
Towa. 


Plans are being drawn for erecting 
a bank building for the Baltimore Trust 
Company, Camden, Delaware. 
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The Bank of Le Roy, Le Roy, New 
York, has purchased the two story 
block on Main Street for their new bank- 
ing plant. 


Contract has been awarded architects 
for the alterations of a store building 
at Oak and Dubli Streets, New Orleans, 
Louisiana, as quarters for a branch of 
the Marine Bank and Trust Company. 


The Farmers and Merchants’ new 
bank of Marion, Wisconsin, is expected 
to be completed by January 1st. 

Officers of the bank are: H. W. 
Schmidt, president; H. W. Schroeder, 
vice-president; T. J. Haufe, cashier, 
and W. F. Daley, assistant cashier. 





















Every Business 
Man Knows 


that his success 
is dependent upon 
the prosperity of 
his customers. 
Many banks and 
financial houses 
today have depart- 
ments devoted to 
promoting the busi- 
ness interests of their 
clients. That is not 
paternalism; it -is 
far-sighted business 
service. 



















Canada is a 


“Best Customer 
and the develop- 


ment of her. re- 
sources has only 
commenced. Can- 
ada needs settlers 
to cultivate her 
broad areas—to in- 
crease her output—to 
multiply her demands. 
She offers attractive 
returns. She affords 
Americans an oppor- 
tunity for far-sighted 
business service. Pros- 
perity in Canada pro- 
motes prosperity in 
the United States. 








Advertisement inserted by the Cana- 
dian Department of Immigration & 
Colonization, Ottawa, Canada 





New National Banks 
Among the applications approved by 
the Comptroller of the Currency, to 
organize new national banks, was one for 
The Queensboro National Bank, New 
York City, with capital of $200,000, 
and one from The Ozone Park National 
Bank, New York City, with capital of 
$200,000. One other application was 
approved—The Broadway National 
Bank, Chicago, Illinois, capital $200,000. 
Five charters for new institutions 

were issued as follows: 

Capital 

Continental National Bank & 
Trust Co., Kansas City. .$500,000 

People’s National Bank, State 

College, Pa 
Vale National Bank, 


50,000 
Vale, 


First National Bank, 
ford, N. J. 
City National 
wood, Tenn. 


Cran- 
100,000 

Bank, Rock- 
50,000 

Applications to organize 

were received from: 

First National Bank, Wel- 
lington, Ohio $ 60,000 
First National Bank, Bellevue, 
Towa 75,000 

Portage National Bank, 
Chieago, Illinois ........ 200,000 


New Orleans 
II 


Sugar 

Virtually all the cane sugar pro- 
duced in this country is grown and 
refined in Southern Louisiana 
where the soil and climate are best 
adapted to the quantity and pro- 
duction which makes cane raising 
and sugar refining profitable. 


Hibernia Bank & Trust Co. 


New Orleans, U.S. A. 
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B. W. Romefelt, well known as a 
specialist in handling bonds, is now 
connected with the Wachovia Bank and 
Trust Company, Asheville, North Caro- 
lina, and will have charge of the bond 
department and the handling of secur- 
ities. 


D. B. KIRK 


Recently appointed New Business Manager of 
The Bank of Detroit 


John Campbell was elected as one of 
the directors of the American Savings 
Bank, Maquoketa, Iowa, to succeed the 
late J. H. Sokol. 


Fred J. Stebor, former eashier of 
the First National Bank at Iona, Min- 
nesota, has been employed by the Mon- 
ticello State Bank, Monticello, Iowa, 
to fill the vaecaney caused by the res- 
ignation of H. C. Wunder, assistant 
cashier. 


Sale of the First National Bank of 
Vian, Oklahoma, to R. W. Armstrong 
of Sallisaw, Oklahoma, has been per- 
fected, of which Mr. Arstrong will 
become cashier. He succeeds D. S. 
Coleman, who will become associated 
with the City National Bank of Fort 
Smith, Arkansas. 


Albert Frank & Company, New York 
and Chicago, announce the addition to 
their Chicago staff of John C. Healy. 
Mr. Healy has been active in Advertis- 
ing for fifteen years, having been as- 
sociated with the Chicago Tribune, the 
John Lee Mahin Advertising Company; 
the MeCutcheon-Gerson Service and 
other organizations. 


Students Enroll for Bank Work 

A large number of students of the 
Los Angeles High School have entered 
the banking class at the school. The 
subject has never been taught in a city 
high school before, and its popularity 
is growing among the students. 

According to W. H. Housh, principal 
of the school, there are two ways of 
presenting the banking subject. From 
the standpoint of finance and from the 
point of investment. The latter method 
has been adopted by the school as the 
subject for the year’s work. 

This course will include lectures and 
research work, including the develop- 
ment of banking systems from the time 
of 500 B. C., until the present, with 
special emphasis laid upon the revised 
banking principles of today. The Fed- 
eral reserve system which has proved so 
successful since its institution in 1913, 
is fully treated. 

Each member of the class is to be 
assigned to a bank in the city with in- 
struction to call personally and secure 
certain information. 

At the end of this course each member 
of the class will be able to transact any 
ordinary banking business intelligently. 
For those students who wish experience 
in handling money, positions in the 
student body office of the school will be 
provided. 


George E. Farner, former resident of 
Martin, Tennessee, and at one time 
cashier of the People’s Bank, but who 
in the past few years has been a res- 
ident of Nashville, was elected secretary- 
treasurer of the recently organized 
Fourth and First Joint Stock Land 
Bank of Nashville. The organization 
makes loans upon farm lands only and 
has paid-up capital of $250,000. It is 
operated in connection with the First 
Savings Bank and Trust Company. 


Millard F. Jones, cashier of the 
Planters National Bank, Rocky Mount, 
North Carolina and for the past 
two years vice-president of _ the 
commercial organization, was named 
president of the Rocky Mount chamber 
of commerce. J. L. Suiter was chosen 
first vice-president, W. A. Bulluek, 
second vice-president and John J. Wells, 
retiring president, treasurer. 


Plans are being drawn for the eree- 
tion of the South Pasadena Home Con- 


mercial & Savings Bank, Pasadena, 
California. It will cost $20,000. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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American Bankers Association 
Executive Council to Meet 
The Executive Council of the Amer- 

ican Bankers Association will hold its 

next annual Spring Meeting, April 23, 

24, 25 and 26, 1923, at the Westchester 

Biltmore Country Club, Rye, New York, 

it has been announced by the Adminis- 

trative Committee of the Association. 

This annual function draws together the 

chief governing body of the Associa- 

tion composed of leading bankers from 
all parts of the country, and, in the 
affairs of the organization, is second in 
importance only to the annual conven- 
tion recently held in New York City. 

A four day session instead of the usual 

five days will be held. 

The preliminary outline of the pro- 
gram provides for committee meetings 
throughout the day on Monday, April 
23. The meetings of the whole council 
will be held on Tuesday, Wednesday 
and Thursday mornings. At these ses- 
sions action will be taken on economie, 
business and banking questions of gen- 
eral public interest in addition to the 
transaction of association busines. In 
the afternoons on these days there will 
be no sessions of the Council, but 
special meetings of the members may 
be arranged for symposiums on activ- 
ities of the American Bankers Associa- 
tion. 

Formal notice of the meeting and 
further details of the arrangements will 
be sent later to the members of the 
Executive Council, which comprises 
about 300 bankers. 






Wm.:H. Thomas and Lewis P. Smith 
have been elected directors of the City 
Bank Trust Company, Syracuse, New 
York, to fill vacancies caused by the 
resignation of Henry E. Mills and the 
death of Anthony Will. Mr. Thomas is 
president and general manager of the 
Straight Line Engine Company and 
Mr. Smith is a member of the law firm 
of Mackenzie, Smith & Lewis. 





James White, president of the White 
City mills in Clarke county, Athens, 
Georgia, and prominent voung business 
man, has been elected a director of the 
Commercial Bank of Athens. Hugh 
H. Gordon, Jr., is president of the insti- 
tution, which has recently moved into 
a new home on College Avenue. 





F. F. Florence, first vice-president 
of the Republic National Bank of 
Dallas, Texas, was appointed City 


= of Dallas for the next two 
years. 


W. K. Park, formerly assistant na- 
tional bank examiner, has been ap- 
pointed cashier of the First National 
Bank of Columbus, Georgia. He suc- 
ceeds the late Fletcher H. Ferrell. 
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HE officers in charge of our Banks and 

Bankers Department have served the bank- 
ers of this country for many years and have 
developed a highly specialized Department. 


The services of this Department and the advice of the Officers 
in charge of it are at the disposal of our correspondents. 


She NATIONAL GTY RANK. 
of CHICAGO 


DAVID R. FORGAN, President 


Banks and Bankers Department 


FRED A CRANDALL, Vice President 


S. P. JOHNSON, Assistant Cashier 
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Walter S. MeLueas, vice-president of 
the National City Bank of New York, 
has aecepted the presidency of the 
Commerce Trust Company of Kansas 
City, Missouri. 


Mac S. Bethel, formerly assistant 
manager of the statistical department 
of the B. F. Goodrich Rubber Company, 
has accepted a position in the new bus- 
iness department of the Guardian Sav- 
ings and Trust Company, Cleveland, 
Ohio. 


J. T. Sox of Laneaster, South Caro- 
lina, has come assistant treasurer of the 
Columbia Federal Land Bank, sueceed- 
ing J. W. Watson of Greenwood, who 
resigned in September. 
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H. N. Nelson of Amherst Junction, 
Wisconsin, who has been a state bank 
examiner for the past several years, 
has tendered his resignation and has 
accepted the position of cashier of the 
Algoma State Bank at Algoma, Wis- 
consin. Mr. Nelson was formerly ecash- 
ier of the Security State Bank at 
Amherst Junction for many years. 


E. J. Buck, vice-president of the In- 
terstate Trust and Banking Company, 
New Orleans, Louisiana, has resigned to 
assume the management of a mortgage 
finance company in Mobile. 


Kyle Caudill has accepted position 
with the Guaranty Bank and Trust Com- 
pany, Lexington, Kentucky. 


Monograph on Bank Architecture 

A very beautifully illustrated booklet 
of special interest to every banker con- 
templating even remotely the erection 
of a new bank building has _ been 
published by the Indiana Limestone 
Quarrymen’s Association showing some 
seventy banks of fine architecture. 
The dignified and imposing 
structures .used to illustrate the desir- 
able points in modern bank design in- 
dicate the possibilities to be found in 
limestone as a building material. 

The booklet well points out that “far 
more than any other type of commer- 
cial structure, a bank building is a 
monument—a monument not only to the 
suecess and soundness of the institution 
itself, but to the whole commercial 
fabrie of the community that supports 
it—a vital part of all enterprise with 
which it has relations. The community 
recognizes this fact and expects that 
the building which houses this index to 
its commercial life shall be a fine and 
dignified structure, a symbol of its sub- 
stance and a distinet addition to its 
architecture.” 

The banks represented by the beau- 
tiful illustrations seattered from 
coast to coast in every climate and scores 
of different cities. A copy of the booklet 
may be secured by writing the associa- 
tion at Bedford, Indiana. 


designs 


are 


The Springfield Federal Land Bank, 
Springfield, Massachusetts, will ereet a 
handsome structure costing $100,000 
for its own use. The work of construc- 
tion will begin in the spring. 


Yonkers National Bank of Yonkers, 
New York, has opened a new branch at 
381 South Broadway. 


During the last three years the assets 
of the Yonkers National Bank has 
jumped from $1,900,000 to approx- 
imately $4,000,000. 


Plans have been completed and bids 
are now being received for the erection 
of a two-story brick bank and office 
building at the southeast corner of 
Avenue 56 and Pasadena Avenue for 
the Security Trust and Savings Bank 
of Los Angeles, California. The build- 
ing will be of brick construction with 
terra cotta and cast stone facing and 
will eost $60,000. 
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Plans are about drawn for the erec- 
tion of a bank building for the Rock- 
wood National Bank, Rockwood, Penn- 
svlvania. It will cost about $65,000, 
and will be two stories high. 

Among the important happenings of 
the coming year in financial and _ bus- 
iness circles of Houston, Texas, will 
be the removal of the Lumbermans Na- 
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New home of Lumbermans National Bank 


tional Bank to enlarge quarters in the 
Carter Building. 

The Lumbermans National Bank was 
organized in 1907, one of the hardest 
financial years in American history, and 
has enjoyed a steady growth, until it 
stands at present among the foremost 
banks in Houston. 

It has been evident to Houstonians 
for some time that the Lumbermans Na- 
tional Bank had outgrown its present 
quarters, and the move will come as a 
welcome change to the friends as well as 
the personnel of the bank. The banking 
room will occupy a space in the corner 
of the building 125 feet deep with a 
front width of 50 feet and an “L” giving 
a rear width of 100 feet. The entire 
second floor above the banking room 
will be arranged-for working space, 
thus providing spacious room for daily 
contact with the public entirely apart 
from the confusion incident to the in- 


ternal working of the office. 

With the added facilities the bank 
will be able to render. to its clientele 
a service which will be complete in 
every detail as the customers viewpoint 
is the paramount consideration in laying 
plans for the new quarters. -Every 
refinement known to modern banking 
for the convenience and comfort of the 
customer will be embodied in the insti- 
tution combined with a beauty of finish 
that will tend to make the transaction 
of business within its walls a pleasure. 


The Gallitzin Deposit Bank of Gal- 
litzin, Pennsylvania, will erect a bank 
building that will have six apartments 
and stores, valued at $25,000, for which 
plans are now being drawn. 


Preliminary plans are now _ being 
made for a bank and office building for 
the First National Bank, Red 
Pennsylvania. 


Lion, 


The Peoples Bank of Montross, Vir- 
ginia, will take bids, on their 
$10,000 bank building. 


new 


A three-story bank, valued at about 
$200,000, will be constructed for the 
American National Bank of Dayton, 
Ohio. Plans are now being drawn. 

Alterations and addition costing 
about $100,000 will be made to the 
Commercial Bank of Washington Court 
House, Ohio. 


Work has been started on remodeling 
the Bank of Topeka and Prudential 
Trust Company, Topeka, Kansas. It 
will cost $15,000. 


The Citizens State Bank of Giddins, 
Texas, has completed its new two-story 
bank building which cost $27,000. 
This building is handsomely fitted, the 
fixtures being of Tennessee marble. 


The Miami Exchange Bank and Pru- 
dential Finance Corporation, Miami, 
Florida, will erect a ten-story bank and 
office building, for which contraet has 
been awarded architect. It will cost 
$1,000,000. 


The erection of a two or three story 
bank building is being contemplated by 
the Millbury National Bank, Millbury, 
Massachusetts. 
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A Few Recent Bank Buildings in the 
STATE OF INDIANA 


First National Bank, Michigan City Citizens Trust and Savings Bank, Indiana Harbor 


(Interior) (Interior) 


American Trust Company, South Bend 


BANK SPECIALISTS 


ENGINEERS ARCHITECTS DESIGNERS 
BANK BUILDINGS INTERIORS 
mj, COMPLETE EQUIPMENT VAULTS 


Write for Our Beautifully Illustrated Portfolio on 
Bank Art Showing Our Work 


We prepare guaranteed estimates with preliminary 
sketches without financial obligation to banks. 


K. M. Vitzthum & Co., Inc. 


VITZTHUM—BURNS 
Architects 
605 North Michigan Avenue, Chicago, Illinois 


First National Bank, Michigan City . Citizens Trust and Savings Bank, Ind. Harbor 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing te our advertisers. 
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NEW HOME FOR INDIANA BANK 


ST. JOSEPH VALLEY BANK 
YEAR 


CELEBRATES 50° 


New building with all modern con- 
veniences and planned for expansion 


is occupied on 


HE new home of the St. Joseph 

Valley Bank of Elkhart, Indiana, 
marks a departure to a certain extent 
from the ordinary type of bank design. 
In the first place, this building, while 
apparently an individual structure for 
the exclusive use of the bank, in reality 
provides eight offices the annual rent 
of which serves to make a very material 
reduction in the rent which the bank 
would have to charge itself for an ex- 
elusive building. ~ 
incidentally provides an excellent op- 
portunity for future expansion to take 
eare of an inerease in business when 
such becomes necessary. 

In the second place, as the interior 
view shows, the customary overhead and 
side mesh has been omitted from the 
design of the bank’s cages. This type 
of arrangement which was perfected by 
Hoggson Brothers of New York and 
Chieago, who designed and erected the 
building, makes it possible to produce 
a much more attractive room and also 
provides a clearer vision for all em- 
ploves and officials of the bank. 

This new structure, which denotes a 
distinct advance in the commercial ar- 
chitecture of Elkhart, will also be, in a 
large sense, the center of its commercial 


This office portion, 


50th Anniversary 


transactions, for this new institution 
represents the combined facilities of 
the former Citizens Trust company, the 
Liberty Trust company and the St. 
Joseph Valley Bank, and ample provi- 
sion has been made in the building for 


accommodating the rapidly increasing 
business which will logically result from 
the combination and its unprecedented 
facilities for the transaction of business. 

It is particularly appropriate that 
this new structure should be completed 
this year, which marks the fiftieth an- 
niversary of the founding of the St. 
Joseph Valley Bank. The building, in 
its architectural aspects and efficiently 
arranged quarters, is at once a monu- 
ment to the past history of the institu- 
tion and good omen of its continued 
growth and prosperity. 

The exterior of the building is of 
unusual interest, the front being divided 
into three equal bays by three-quarter 
engaged stone columns flanked by two 
pilasters which support the cornice. 
The great projection of the cornice 
affords the deep reveals and_ heavy 
shades necessary to accentuate the prin- 
cipal front. Above the cornice is a well- 
proportioned balustrade. This same 
design is followed in the treatment of 
the side except that instead of the three- 
quarter engaged columns, the division 
of the design is obtained by shallow 
pilasters. The entire street exterior is 
executed in buff Indiana limestone and 
the design is a modified Corinthian order 
with fluted columns, carved caps and 
base with ornamental cornice. The 
whole structure is carried on a base of 
light gray granite which extends up to 
the sills of the banking windows. 

The design of the interior has been 
decided in great measure by that of the 
exterior, and is divided by pilasters 
into panels at each window with wain- 
seoting on walls below pilasters and or- 
namental cornice and beamed ceiling 
above. One of the most striking feat- 
ures of the design is the great central 
skylight which covers practically three- 
fourths of the space and which with 
the great windows in the street floods 
the banking room with natural light. 


The extensive skylight, spacious windows and general plan of the bank flood every corner 


with natural light. 




















Entrance of New St. Joseph Valley Bank 


This skylight is also arranged so as 
to fully ventilate the room. Ample 
artificial light is furnished by the great 
central chandeliers, to which is added 
the spot lighting at each teller’s window 
and working desk. A full equipment 
of electrical outlets for telephones, 
lights, operating, adding and bookkeep- 
ing machines, vacuum cleaners, ete., has 
been provided. The building is heated 
by a two-pipe gravity steam system, 
‘with radiators concealed below windows 
in the wainscoting of the officers’ spaces. 
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The Hadley Falls Trust Company, 
Holyoke, Massachusetts, are taking bids 
on an eight or ten-story bank building 
costing about $200,000. 


Contract has been awarded architect 
for the erection of a five-story bank 
and office building for the Washington 
Trust Company, Providence, R. I. 


An eight-story bank buildifig will be 
erected by the Citizens’ Title and Trust 
Company, Uniontown, Pennsylvania. 
The upper floors will be for office pur- 
poses. 

Plans are being drawn. for making 
alterations and addition to the bank 
building of the Wachovia Bank and 
Trust -Company, Washington, D. C. 
which will cost $100,000.° It will be 
four stories high. 


Improvements will be made to the 
Louisville branch of the Federal Re- 
serve Bank, Louisville, Kentucky, which 
will necessitate an expenditure of 
around $150,000. It will be two stories 
high. 


Preliminary plans are being drawn 
for the erection of a bank and apart- 
ment building, which will have twenty- 
five suites, and will be five stories high, 
at Reading, Pennsylvania. 
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Albert Frank & Co., advertising 
agents of New York, Chicago and 
London, announce the appointment to 
their staff in Chicago of C. L. Ozburn, 
effective November 1. Mr. Ozburn has 
had a wide experience in merchandising 
and advertising and was until recently 
advertising manager of Shaw-Walker 
& Co. He also has been identified with 
a number of other large accounts in his 
connection with several Chicago and 
Michigan advertising agencies as well 
as during his newspaper experience. 


The Attleboro Savings Bank of North 
Attleboro, Massachusetts, has awarded 
contract to architect for the construc- 
tion of a 30-foot addition to its build- 
ing. The cost of the addition will be 
about $30,000. - 


A $40,000 bank will be erected for 
the State and Trust Bank, Highland, 
Illinois, for which separate contract 
bids are being taken. 


Sketches are being drawn for the 
new bank building of the First Na- 
tional Bank, W. W. Dean, eashier, 
Adams, Minnesota. It will cost about 
$28,000. 


The Central National Bank of Fruit- 
vale, California, will erect a branch 
valued at $100,000. 
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We design, plan, remod- 
el, build and equip 


We have designed, built and equipped thou- 
sands of banks and know how to plan your 
bank so as to give the utmost possible efficiency. 


Write for a copy of a new booklet we 
have just printed, in which some of our 
latest bank buildings and interiors are beau- 


tifully illustrated from actual photographs. 


ST. LOUIS BANK EQUIPMENT 
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SAINT LOUIS, U.S.A. 
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The Home Bank of Porterville, Cali- 
fornia, will erect a modern two-story 
bank home in the near future at the 
corner of Main and Oak Streets. 


Contract has been awarded architect 
tor constructing a bank building on 
Main and Temple Streets, Nashua, New 
Hampshire, for the Indian Head Na- 
tional Bank. It will cost about $100,- 
000. 


Work has begun on the building of 
the Central National Bank of North 
Philadelphia, Pennsylvania. The build- 
ing will be two stories high, in colonial 
style, with exterior finish of cement 
stucco. 


Readers will confer a favor 


Preliminary plans are being made for 
making alterations to the bank building 
of the Atlantic County Trust Company, 
Atlantie City, New Jersey. 

The Milltown National Bank, Mill- 
town, New Jersey, will erect a $60,000 
bank for which the architect is taking 
bids on general contract. 


Architects have been selected to erect 
a bank building for the Woodstown Na- 
tional Bank, Woodstown, New Jersey. 


The Citizens Investment Company of 
Detroit, Michigan, will erect a two-story 
bank, stores and office building valued 
at $65,000. 


Work has been started on the new 
five-story building of the Bank of Italy, 
Visalia, California. It will cost $265,- 
000. 


Alterations costing about $100,000- 
are planned for the Asbury Park Trust 
Company building, Lakewood, New 
Jersey. Contract for the general work 
has already been awarded, totalling 
about $70,000. The changes include an 
extension of fifteen feet on the north 
side and fireproofing the first and second 
floors. A new vault will also be in- 
stalled. 


Work on remodeling the two-story 
brick building on Main street, belong- 
ing to the First National Bank of 
Teague, Texas, has been completed. 
This bank was organized when Teague 
was first laid out as a town site in 1906 
and erected the first brick building in 
the new town. For the last ten years 
John Riley has been its president. The 
capital stock of the bank is $50,000, 
surplus and profits $125,000 and de- 
posits more than $500,000. 

The newly remodeled building has an 
entirely new of marble fixtures 
throughout. 


set 


The Elmira Co-Operative Savings & 
Loan Association of Elmira, New York,: 
has leased the banking house at 212 
East Water Street, at present occupied 
by the Elmira Savings Bank, and will 
take possession March Ist, when the 
bank moves in its new quarters. 

The Elmira Co-Operative 
and Loan Association now occupies 
offices in the Robinson building, where 
it has been located since its organiza- 
tion in 1888. Its inereasing business 
has foreed them to move several times. 


Savings 


The First National Bank of Trafford, 
Pennsylvania, has purchased Trafford 
Inn for an amount estimated at $5,- 
000. The bank will move into the Inn 
just as soon as the necessary remodeling 
can be competed. 


The Bank of Norwalk, Norwalk, 
California, will erect a $35,000 building. 


Finishing plans are being made to 
remodel the bank of the Central Na- 
tional Bank and Trust Company, Green- 
castle, Indiana. 


The National Bank of Commerce, 
Rochester, New York, will erect a four- 
story bank and office building costing 
$50,000. 


The Stones River Bank & Trust Com- 
pany, Murfreesboro, Tennessee, pur- 
chases farm of 1,250 acres for $66,650. 


Mayor Hackett begins his sixth year 
as a savings bank president. 
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Architects have been selected by the 
Marble Savings Bank, Rutland, Ver- 
mont, to construct a one or two story 
bank building. 


Plans are being drawn for the eree- 
tion of a bank for the East Hartford 
Trust Company, Edw. E. King, pres- 
ident, East Hartford, Connecticut. 


nd Trust Company, 
Philadelphia, Pennsylvania, will remodel 
their bank building, for which plans 
are now being drawn. 


The Logan Bank a 


Architects have been selected to erect 
a bank building for The American Na 
tional Bank, A. P. Haggard, president, 
Dayton, Tennessee. 


Application to organize the Hyde 
Park National Bank of Cincinnati, 
Ohio, with a eapital of $200,000 has 
been entered. 


A $200,000 two story bank and office 
building will be erected at the north- 
west corner Roosevelt Road and Central 
Park Avenue, Chicago. 


Work has been started in making 
addition to the bank and office building 
of the Exchange National Bank, Tulsa, 
Oklahoma. It will be thirteen stories 
high and will cost $1,500,000. 


The Chieago Savings Bank and 
Trust Company of Chicago, Illinois, will 
erect a fourteen story bank and office 
building costing $1,300,000. 


Architects have been selected for con- 
structing a bank and office building for 


the Second National Bank of Aurora, 
Illinois. It will be three stories high 
and cost $150,000. 


Plans are being drawn for a twenty- 
four story bank and office building 
valued at $3,000,000 for the Fifteenth 
and Chestnut Street Realty Company 
of Philadelphia, Pennsylvania. 


Work on 
building of the First Trust and Deposit 
Company, Syraeuse, New York, is pro- 
gressing rapidly. 


the new South Side office 


has 


Work been started on the im- 
provements on the building known as 
the Noble Block, which is to be the new 
home of the First National Bank of 
Centerville, Ohio, after January Ist. 


Contract for” the erection’ of a new 
building of the State Bank of Orlando 
and Trust Company, Orlando, Florida, 
has been awarded architect. The strue- 
ture, which will cost $350,000, will be 
ten stories high with a steel or rein- 
foreed concrete frame, concrete floors 
and built-up roof. 


Readers will confer a favor 
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The Roval Oak Savings Bank Royal 
Oak, Michigan, is constructing an 
attractive new home. It will be two 
stories high. The interior of the bank- 
ing office will be of the Italian Renais- 
sance in design with ceiling 32 feet 
high and decorations in polychrome over 
an old gold base. The bank was organ- 
ized in 1907 with capital stock of $20,- 
000 and now has capital of $100,000 and 
resources of approximately $2,000,000. 
The officers are J. M. Beddow, president; 
G. A. Lehman, vice-president and FE. D. 
Skinner, cashier. 
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The East Brooklyn Savings Bank 
submits a strong record of new ac- 
counts for the period beginning with 
the opening of the new bank building. 


Since January 1, 1922, 2,208 new ae- 





counts have been opened, making a 
total of 24,330. 
R. J. Frackelton, president of The 


Chandler & Price Company has been 
named a director of The Cleveland 
Trust Company, Cleveland, Ohio. He 
becomes the sixtieth member of the 
board. 
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HIS is an instance where an old office build- 
ing, two stories high, was converted into a 
very attractive bank home. 


The entire building is of fire-proof construc- 
tion, buff brick with terra cotta trim. The 
interior is spacious and impressive—a study 


in economics. 





me 


SAVINGS INVESTMENT & TRUST COMPANY 
EAST ORANGE. N. J. 


Thomas M. James Company 


Bank Architects and Engineers 


3 Park St., Boston, Mass. 
Fuller Building, Springfield, Mass. 
342 Madison Ave., New York 
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A savings department was installed 
in the Farmers and Merchants State 
Bank, Saco, Montana. Due to the 
steady growth of its installation this 
department was in great demand. 


Directors of the Home Savings Bank 
Toledo, Ohio, have approved plans for 
the building of a nine storv bank and 
office structure. The building and fix- 
tures will cost about $900,000 


The Raleigh branch of the Farmers 
and Merchants Bank of Durham, North 
Carolina, will be opened in the new 
building on Hargett Street about the 
first of January. Charles R. Frazier 
will be manager. 


The Northeast State Bank of Min- 
neapolis, Minnesota, opens its new and 
enlarged quarters. The bank was or- 
ganized in 1918 and on the opening day 
$25,710 were received in deposits. De- 
posits now have reached approximately 
$1,200,000. The enlarged quarters will 
give the bank 4000 feet of floor space. 
Seven tellers’ cages have been installed 
while a new safety deposit vault has a 
capacity of 3000 boxes. 


The site for the proposed building of 
the newly organized Portage Park Na- 
tional Bank of Chicago, has been pur- 
chased on Irving Park Boulevard for 
$75,000. <A $400,000 bank building, 
with two entrances, is contemplated. 


Frederick W. Gehle and M. G. B. 
Whelpley, have been appointed vice. 
presidents of the Mechanics and Metals 
National Bank of New York City. 
A. F. Bryan and George W. Dusenbuy 
were appointed assistant cashiers and 
P. M. Sayford, auditor. 

Mr. Gehle has been associated with 
the bank since 1916 being director of 
publicity and Mr. Whelpley, manager 
of the bond department since 1919, 


Plans are being drawn for making 
alterations and addition to the bank 
building of the Wachovia Bank and 
Trust Company, Winston Salem, North 
Carolina. It will eost $100,000. 


The new Watertown 
Bank, Watertown, Massachusetts, has 
now been opened for business. The 
growth of the bank, which now has 
assets of over $4,200,000, and which is 
eight times the size it was ten vears ago, 
has been 
quarters. 


Co-operative 


such as to demand _ larger 


The First National Bank of Hudson, 
New York, opened its new home with 
a special gold key. Mr. William §. 
Seymour was elected for this honor by 
reason of his fifty-six years’ connection 
with the bank as vice-president and 
director. 


A charter has been obtained by the 
Ashland-Sixty-third Street State Bank, 
Chieago, Illinois. The bank has a 
capital stock of $200,000 and a surplus 
of $20,000. E. A. Curtis is president. 


The Homer National Bank of Homer, 
Louisiana, but a few years ago was 4 
small institution and it has now grown 
to be one of the big financial concerns 
in the state outside of New Orleans. 
C. A. Ferguson is president of the bank. 
It now has resources of more than 
$4,000,000. 


William M. Kift, cashier of the 
Schuylkill Valley Bank, Reading, Penr- 
sylvania, for two and one-half years, 
has resigned to engage in the invest 
ment banking business. 


The new home of the Brookline Sav- 
ings Bank, Brookline, Massachusetts, 
has now been opened for business 
Edward M. Farmsworth is_ president 
and C. William Merz, treasurer. 


The Freeburg State Bank, Wm 
Moyer, president, Freeburg, Pennsy!- 
vania, will take new bids on genera 
contract in the spring of 1923 for 4 
new bank valued at $12,000. 


Harry M. Ortenstein has been elected 
a director of the South Side Trust and 
Savings Bank of Chicago. 
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The Grand Haven State Bank, Grand 
Haven, Michigan, one of the oldest 
and largest banking institutions in 
Ottawa County, will shortly establish 
a branch bank at the corner of Wash- 
ington and Seventh streets. It will be 
a two story structure, thoroughly modern 
jn every way, with the newest in bank- 
ing fixtures and equipment, vault and 
furniture. 









THINK OF A TALL BUILDING 


In your own community and of its 


Great Advertising Value 























Contract has been awarded architect 
for the construction of a bank building 
for the Second National Bank, Nashua, 
New Hampshire. It will be two stories 
high with a mezzanine floor. 






MONUMENTAL 
SHAFT 
COMBINING 


BANK 


and Office Building has great 


advertising value. 







The West Branch National Bank, 
Williamsport, Pennsylvania will erect 
an East End office to cost $40,000. 








Three state banks were authorized to 
increase their capital by the State Bank- 
ing Department, i. e., The Farmers’ 
State Bank of Morristown from $10,000 
to $20,000; The Farmers’ State Bank 
of Hanley Falls from $12,000 to $32,- 
000 and the First State Bank of Russell, 
Minnesota, from $15,000 to $30,000. 





















-<>- 








SYy 4 







: 





a 
\ 
\ 


ye 


All progressive business 


B 
. 
A 
a 


and professional men quickly 






The Hatboro National Bank of Hat- 
boro, Pennsylvania, has awarded con. 
tract for extensive alterations and en- 
largements to their present bank build- 
ing. It will have all up-to-date banking 
appliances. 


lease quarters in a modern 
community center. These 


tenants aside from producing 
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Plans are being drawn for remodeling tomers of the Bank. i | ps 
the Grand Haven State Bank, Grand 1B BY 
Haven, Michigan, which will cost Owners not disposed to : g E 
$30,000. erect a tall building at pres- ine B 4 
Contract have been awarded architects ent may have us plan an b} ha ee By 
for the construction of a_ two-story individual banking house to I “' es 
branch bank for the American State i t fl 
Renk of T ; a be reared now; so carefully 5 Pa 
ank of Detroit, Michigan. ‘ : te OE 
eine studied that in future they i a eo 
The Citizens: State Bank of Reeds- may add the needed stories . ph i 
burg, Wisconsin, will remodel their d 3 ie Guided is - k 
bank, for which architects are being = yet in the — i ‘ - m 
selected. operation have a_ practical > 






attractive and harmonious 


result. 






The First National Bank of St. Paul, 
Minnesota, is remodeling its bank 
which will cost about $22,000. 














Through us the banker 
contemplating building 


may secure much valuable 








Work has been started on the re- 
modeling of the bank building of the 
First National Bank, Centerville, South 
Dakota. It will cost $22,000. 






information—as to building 












costs, income and main- 






Mr. J. H. Read was elected assistant 
manager of the Bond Department of 
the Central Trust Company of Illinois 
at the last regular meeting of the di- 
rectors of that institution. Mr. Read 

ame connected with the Central 
Trust Company Bond Department in 
1914, and previous to that had been 


tenance on _ investment 


property. 


SIMONS, BRITTAIN & ENGLISH, INC. 


Designers and Builders of Banks 
































manager of the Savings Departments COLUMBUS PITTSBURGH PHILADELPHIA 
of the Federal Trust and Savings Bank 101 N. High St. 336 Fourth Av. 929 Chestnut St. 
and the Colonial Trust and Savings 


Bank, 
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2 
CAPITAL $105.000~ SURPLUS $105,000 


Pringetns, WH, 


August 1, 1922. 


ESTABLISHED (6 
ees 


Rand McNally Bankers Directory, 
Chicago, 
Tike 
Gentlemen: a 
tulations upon e 
nk you for your letter of congra C ” 
cena a ae anniversary with the First National Ban 
of Princeton. 
‘ the RAND McNALLY 
h pleasure that I state that 
oanKRRS At aECTOR! is the "book I was brought up on" and that for 
SAN ASS na 


x i 3 BLUE BOOK accurate, 
ver y s I have found the BANKERS 3 
wee Se lak ais and in my opinion IT IS THE BEST BANK 


' 
re rOTORY HOW PUBLISHED, or ever published during my half century's 


experience in the banking business. 
| blicati its meri e i d success, I 
"ishing your publication its merited continue 
Yours vepy truly, 
f ECZ - Le 
VF, -F - , 


7 


P-TO-DATE, progressive banks throughout the United 

States use the RAND MC NALLY BANKERS DIRECTORY 
as a daily help to efficient service. For a half century it 
has been the standard book of its kind—complete, accurate 
and comprehensive. 


Practically all of our subscribers show their appreciation by renewing 
from year to year, proving the BLUE BOOK to be entirely satisfactory, 
and we certainly are trying to make it more so with every issue. 


The next issue—January 1923—is now being compiled. If your 
subscription has not been sent to us see to it that you are recorded as a 
subscriber, as only sufficient books are published to fill orders received 
prior to printing. 


The BLUE BOOK is in constant service in eighty per cent of the 
banks of the United States. It has four times the circulation of any similar 
publication—the largest bank circulation in the world. 


Dp MENALLY & GomMPANY 


Largest Publishers of Banking Publications in the World 
536 S. CLARK STREET CHICAGO 


H.C, ROBERTS WITH 
NATIONAL BANK 50 
YEARS AS OFFICER 


Golden Anniversary ot Princeton 
Bank President to Be Cele- 
brated Saturday Night 

| with Banquet. 


j 


jSTARTS AS BOOKKEEPER 


| Devotion to Duty and Tireless 
Energy Win Place for Mr. 
Roberts as Head of One of 
County’s Leading Finan- 
cial Enterprises—Dean 
| of Bankers’ Fed- 
| eration, 

In celebration of the 40th anniversary 
| Of the connection of President Harry ©. 
| Roberts with the First National bank,] 
the directors of that institution have! 
arranged for a banquet at the First! 
| Methodist church on Saturday evening, | 
to which the presidents, vice pres «| 
cashiers and assistant cashiers of 
|bank in the county have beef 
It is given to few men to serve o' 

j stitution for half a century, particula 
}ly with such honor and eredit to him- 
j self 4s well as to the institution s 
and the directors of the First N 
{feel that they want to shov . 
ciation to Mr. Roberts o 

able record 

Mr. Roberts eptered t 
First Nations Ww 
and bookk: 
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Quaintance, King & Quaintance 
Ernest and Cranmer Bldg. 
Denver, Colo. 


THESE LAWYERS 
ARE BONDED 


Attorneys at Law 
Suite 817-825 New York Life Bldg. 
Minneapolis, Minn. F 
|} Attorneys for Minnesota Bankers Association 








Edward H. Brink 
Fourth Nat'l Bank Bldg. Cincinnati, Ohio 
General Practice 


Reference: Chemical National Bank of 
New York. All Cincinnati Banks 


Cuthell, White, Hotchkiss 
and Mills 


Counsellors at Law 
Munsey Building Washington, D. C. 


- Grant and Grant 
Attorneys and Counsellors 
»Lee W. Grant Barton N. Grant 
Carleton Bldg. St. Louis, Mo. 














William L. Symons 
Attorney and Counselor at Law 


700 Tenth Street 
Washington, D.C. 


Patent, Trade-mark and Corporation Causes 


Carl H. Langknecht 


Fidelity Trust Building 
Kansas City, Mo. 
Carl H. Langknecht E. G. Penland 
J. P. Kane R. O. Casemore 


Nathaniel H. Maxwell 
Attorney and Counselor at Law 
Suite 904 First National Bank Building 
Cincinnati, Ohio 

















Humphrey & Boxley 
Suites 1112-13 Commerce Bldg. 
Kansas City, Mo. 
Attorneys for South Side Bank 
Corn Exchange Bank 


McLanahan & Burton 


Union Trust Bldg., Washington, D. C, 


Lamothe, Gadbois & Nantel 
Advocates, Attorneys and Counselors 
Montreal Trust Building, Montreal, Canada 
Commercial, Civil and Corporation Law 


Cable Address: Counsel 








A Business Motive Power 


The time must come when all businesses will On the other hand, the man who looks to 





consider the advisability of advertising in the 
same spirit that a manufacturer ponders over 
the advisability of adopting a new machine. 
One does not install a piece of labor-saving 
mechanism because it suits his fancy; but 
because the efficiency of the business requires 
at. 


He expects the new machine to reduce his 
cost to operate—perhaps to make a better 
product—and thus aid him in meeting com- 
petition and making larger profits. 


Advertising is exactly similar. The man 
who refuses to consider it as a_ possible 
expedient, simply shuts his eyes on one of 
the problems of his business. He might as 
well ignore the banks as sources of credit 
when he has need to borrow capital. 


advertising to checkmate all weaknesses and 
shortcomings of his business and to carry it 
along to victory despite these, has a childlike 
faith in the miraculous. 


Advertising will not make his product: or 
his service any better than they are; but it 
will bring him the full benefits of their 
merits. It will not eliminate wastefulness 
in his bank or his store; but it will reduce his 
cost to operate. It will not make illogical 
selling methods successful; but it will assist 
good selling methods, and often point the 
way for improving them. 


Advertising is the most inexpensive motive 
power that the banker, the manufacturer or 
merchant can buy today. It is a form of 
stimulus that brings excellent returns on the 
investment. 


{raat by The Bankers Monthly in co-operation | 
with The American Association of Advertising Agencies} 
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CLASSIFIED ADVERTISEMENTS 


Advertisements will be accepted under this heading at FIVE CENTS per word, signatures, 


address, name and heading to be counted. Send cash with your order. 


care of the BANKERS’ MONTHLY will be forwarded promptly. 


ADVERTISING SPECIALTIES 


Street Car Carde—For Banks. 
Paint Stencil Process. 
Send for samples. 
East _ 4th St. 


“Byhograph” 
Beautiful color effects. 
Byrne Display Service, 48 
St. Paul, Minn. 


KS 
HOME AND p POCKET SAVINGS 


PARISIAN NOVELTY co., 149-159 W. 
years of experience. 


22nd St., Chicago. 25 
Originators and Manufacturers of Savings 
Banks, Souvenirs for Openings, Anniversaries, 
Fairs, ete. _&*-12n. 


BANKS FOR SALE 


Southern California Banks. Business and 
living conditions warrant investigation. Write 
the Sanders-McCulloch Company, Suite 210 
Story_ Building, Los Angeles, Calif. tf 


: -FOR SALE 


BANK and INSTITUTIONS which have 
SAFETY DEPOSIT BOXES for rent must re 
tain accurate record of customers. OUR CARD 
SYSTEM provides clear, complete record, pro 
tects institution regarding liability and releases 
bank when customer checks out Send for 
sample mentioning number of boxes in use 
SAFETY DEPOSIT RECORD SERVICE, Box 
191. Chicago, Ti t.f. 


Safes—Burglar and fireproof, Secondhand 
every size, style and make. Cheap. John 
Murray 126 E. Pearl St. Cincinnati, Ohio 

1*-12 ti. 


FOR SALE 


POSTING M ACHINES, Todd check-wr'ter. 
Cummins check canceling machine; letter, check 
and document files. Ask for detail, descrintion 
and bargain prices. Citizens Bank, West Point. 
Miss = ee 

THE HERMAN VOSS COMPANY, 603- 
07 Fast Water St., Milwaukee, Wis. Man 
ufacturers of Diaries and Memo Books, Rank 
Check Cases and Deposit Books. 8*-1z ti 


EMBOSSED STATIONERY 


Embossed Business and Personal Stationery. 
Samples, Daniels Company, Pittston, Pa. 9*-6 ti. 


LEATHER SPECIALTIES 


THE BEACH LEATHER COMPANY, COS- 
HOCTON, OHIO. Manufacturers of Leather 
Novelties for Advertising purposes. Pocket 
Books, Key Cases, Bill-folds, Memo Cases, etc. 

7*-6ti. 
IDEAS WANTED 

We have a _ national 
but need additional 
and sell. Will pay 
Confidential 
Company, St. 


distribution to banks 
specialties to manufacture 
a royalty. Send your idea. 
treatment. Lonson Manufacturing 
Paul, Minn. 10*-3ti 


FOR SALE 


Burglar Proof Safe 56” 
wide, 26” deep. Outside 
two combination Locks and Time Lock. heavy 
bolt work. Inside of Safe divided 
partments, including one 
with door 2%” thick 
and overhauled in good 
an Institution requiring 
F.0O.B. Philadelphia, 
snection Co., 1609 
phia, Per nna. 


One Herring 


20” 
oe 


high, 
Door 41%” thick, 


Burglar-proof Chest 
Safe has been refinished 
shape A bargain for 
sich a_ safe. Price 
$750.00. Bank Vault In- 
Ranstead Street, Philadel- 


FOR SALE 

Burglar Proof Vestibule, outside 
solid, inside door 214” thick on 
edge, selid. Outer door has automatic bolt work. 
inner doors combination locks, checking bolt 
work. Entire front re-nickeled and repainted, all 
mechanism guaranteed in first class order for one 
year. This Vault front carries a No. 9 Bur- 
glary Insurance classification, can be purchased 
F.O.B. Philadelphia or erected your foundations 
as desired. Photographs on _ request. Outer 
doors swings to left hand, inner door same swing. 
Write Bank Vault Inspection Co., 1609 Ran- 
sternd Street. Philade'phia, Penna. 12*-2 ti. 


One Herring 
door 5” thick, 


into com- 


Answers addressed 


eet FOR SALE 


500 Assorted sizes of used Safe Deposit Boxes, 
majority 2”x5”"x24” deep. Price $3.00 per 
opening, F.O.B. Philadelphia, in lots of not less 
than 100. Photographs on _ request. Bank 
Vault Inspection Co., 1609 Ranstead Street. 
Philadelphia, Penna 12*-2 ti. 


_ PATENTS 


Bankers and Attorneys having clients who 
wish to patent inventions are invited to write 
for particulars and terms. 

WATSON E. COLEMAN, Patent lawyer, 624 
F Street, N. W., Washington, _D. _o. _ 6*12 ti 


PRINTING 


Omaka ‘Printing Company, 
Sts., Omaha, U. 
Stationers, 


13th and Farnam 
S. A. Lithographers, Embossers. 
Office Furniture. 6*-12 ti 


BETTER PRINTING—1. 000 Letterheads, 
Envelopes, Statements or Cards $2.75. Mauti- 
graph Letters $4.50 up. Send sample for our 
estimate. Samples of printing sent free. How- 
lett’s, Paris, Illinois. 10*-6ti. 


Steel Die Letterheads and the better grade 
of Letter Presswork are our specialties. Attrac- 
tive individual designs executed. Your partie 
ular taste in type and paper will be met by 
rs. Letterhead Press, 1451 Broadway, New 
York. 10*-12 ti. 


5000 envelopes $10.00. 


printed, 
Wauwatosa, Wis. 


"Champion, 
10*- 4 ti. 


EXECUTIVES WANTED 


Executives seeking superior connections find 
our confidential service extremely satisfa 
Let our Mr. H. H. Harrison confidentisiy 
negotiate for you suitable positions with proper 
employers, as he has successfully done for thou- 
sands of others since 1909. Inquiries invited. 
THE NATIONAL BUSINESS BOURSE, Ine. 
Confidential Negotiators. Association Building 
Chicago. 7*-12ti. 
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